Ron  Simons,  a  product  manager  in  Microsoft’s  Network  Business 
Unit,  extolls  the  virtues  of  LAN  Manager  at  Comdex/Fall  ’89. 

Vendors  wage  PC  bus  war 


on  LAN  superserver  front 

Rivals  debate  merits  of  EISA,  Micro  Channel  but 
agree  that  either  will  outperform  minicomputers. 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 


IBM,  Microsoft  plot 
cohesive  LAN  plan 

Vendors  pledge  to  meld  LAN  products  to  create 
consistent  systems  software  strategy  for  users. 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 


AT&T  to  up 
PRI  access, 
lower  costs 

By  Bob  Wallace 

Senior  Editor 

SCOTTSDALE,  Ariz.  —  Bow¬ 
ing  to  pressure  from  its  early  In¬ 
tegrated  Services  Digital  Network 
customers,  AT&T  last  week  pro¬ 
posed  major  changes  in  the  way  it 
markets  ISDN  Primary  Rate  In¬ 
terface  service  and  its  two  fea¬ 
tures. 

AT&T  said  it  will  increase  the 
number  of  ISDN  Primary  Rate  In¬ 
terface  network  entry  points 
scheduled  to  be  on-line  by  1990 
from  110  to  290,  lop  a  third  off 
the  price  for  telephone  numbers 
delivered  with  its  automatic  num¬ 
ber  identification  (ANI)  feature 
and  offer  the  previously  optional 
Call-by-Call  Service  Selection 
feature  free  with  its  Primary  Rate 
Interface  service. 

AT&T  said  it  plans  to  offer  ANI 
with  its  Software-Defined  Net¬ 
work  (SDN),  Megacom  800  and 
MultiQuest  interactive  900  ser¬ 
vice,  as  well  as  with  special  high- 
volume  versions  of  Megacom  800 
and  MultiQuest. 

The  company  detailed  the 
changes  for  current  ISDN  users  at 
a  meeting  here  last  week  and  said 
the  tariff  revisions  it  filed  with  the 
Federal  Communications  Com¬ 
mission  are  expected  to  take  ef¬ 
fect  Jan.  1. 

Analysts  hailed  AT&T’s  plans 
to  more  than  double  the  number 
( continued  on  page  62 ) 


LAS  VEGAS  —  The  “Battle  of 
the  Buses”  heated  up  last  week  at 
Comdex/Fall  ’89  when  IBM,  re¬ 
acting  to  the  recent  introduction 
of  superservers  based  on  the  Ex¬ 
tended  Industry  Standard  Archi¬ 
tecture  (EISA),  began  to  position 
its  Micro  Channel  Architecture 
(MCA)  as  a  superserver  platform. 

The  EISA  crusade  at  Comdex 
was  lead  by  Compaq  Computer 
Corp.,  which  was  showing  off  its 
recently  announced  SystemPro,  a 
server  that  can  be  configured 
with  multiple  processors  and  sup¬ 
port  high-performance  disk-ar¬ 


ray  mass  storage. 

IBM  countered  by  loading  up 
an  80386-based  Personal  Sys¬ 
tem/2  Model  80  configured  with 
a  second  microprocessor  (an 
80486)  and  dual  Small  Computer 
System  Interface  (SCSI)  control¬ 
lers  driving  a  total  of  14  1 2-msec, 
320M-byte  hard  disks.  IBM’s  ad 
hoc  superserver  was  shown  run¬ 
ning  circles  around  a  more  tradi¬ 
tionally  configured  Model  80 
server. 

One  of  the  liveliest  and  most 
popular  conference  sessions  at 
Comdex  pitted  IBM’s  Robert  Car- 
berry  against  Compaq’s  Gary  Sti- 
( continued  on  page  61) 


By  James  Kobielus 

Special  to  Network  World 

To  many  users,  cooperative 
processing  is  just  an  empty 
buzzword.  To  make  it  a  reality, 
software  developers  need  tools 
that  enable  them  to  build  dis¬ 
tributed  network  applications 
as  easily  as  they  write  programs 
for  single  computers. 

Help  is  on  the  way  in  the 
form  of  remote  procedure  call 
(RPC)  application  develop¬ 
ment  products.  Still  unfamiliar 
to  many  communications  pro¬ 
fessionals,  RPC  tools  automate 


LAS  VEGAS  —  IBM  and  Micro¬ 
soft  Corp.  last  week  put  to  rest  the 
debate  concerning  the  differ¬ 
ences  between  their  respective 
LAN  Server  and  LAN  Manager  net¬ 
work  operating  systems  by  agree¬ 
ing  to  merge  the  two  products. 

The  pledge  was  part  of  a 
broadened  joint  development 
agreement  revealed  at  Comdex/ 
Fall  ’89  here  last  Monday  calling 
for  the  two  companies  to  adopt 
a  consistent  systems  software 
strategy  that  will  help  advance 
OS/2  as  the  personal  computer 
server  and  client  operating  sys¬ 
tem  environment  of  the  1990s. 

By  promising  to  make  LAN 
Manager  and  LAN  Server  fully 
compatible,  IBM  and  Microsoft 
hope  to  clear  up  confusion  in  the 
user  community  about  the  inter¬ 
operability  of  the  products.  They 
also  want  to  spur  developer  inter¬ 
est  by  providing  a  unified  plat¬ 
form  for  network  applications. 

“The  big  change  is  that  they 
are  making  one  LAN  Manager,” 
said  Mike  Howard,  a  vice-presi¬ 
dent  at  Infonetics,  Inc.,  a  market 
research  firm  in  Santa  Clara, 
Calif.  “Instead  of  having  LAN 
Manager,  LAN  Server,  3  + Open 
and  so  on,  users  and  developers 
will  get  the  advantage  of  one 


the  process  of  tailoring  applica¬ 
tions  to  networks. 

Most  RPC  products  are  es¬ 
sentially  computer-aided  soft¬ 
ware  engineering  (CASE)  tools 
geared  to  network  environ¬ 
ments.  RPC  technology  was  ini¬ 
tially  developed  in  the  1970s  at 
academic  and  commercial  re¬ 
search  centers  such  as  the  Mas¬ 
sachusetts  Institute  of  Technol¬ 
ogy  and  Xerox  Corp.’s  Palo  Alto 
Research  Center. 

To  date,  commercial  soft¬ 
ware  developers  have  used  it 
( continued  on  page  40 ) 


standard  system.” 

While  the  current  release  of 
LAN  Server  is  based  on  LAN  Man¬ 
ager,  the  two  products  each  have 
unique  elements. 

Under  the  expanded  partner¬ 
ship,  IBM  has  agreed  to  make  the 
proprietary  part  of  OS/2  Extend- 
( continued  on  page  62 ) 


MFS’  Anthony  Pompliano 


MFS  contests 
telcos’  lock 
on  local  loop 

By  Anita  Taft 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Metro- 
politan  Fiber  Systems,  Inc. 
(MFS),  an  alternative  provider  of 
local  private  lines,  last  week  filed 
two  legal  petitions  here  in  an  at¬ 
tempt  to  end  the  regional  Bell 
holding  companies’  virtual  mo¬ 
nopoly  over  local  switched  ser¬ 
vices. 

The  Oakbrook  Terrace,  Ill., 
carrier  asked  the  Federal  Com¬ 
munications  Commission  and  the 
Department  of  Justice  to  open  the 
local  loop  to  competition  for 
switched  services.  Most  states 
currently  permit  alternative  car¬ 
riers  to  compete  only  for  private¬ 
line  services. 

Should  MFS  prove  successful, 
customers  will  be  the  big  winners, 
according  to  company  President 
Anthony  Pompliano.  He  said  the 
RBHCs  have  become  complacent 
and  that  competition  will  spur 
( continued  on  page  8) 
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RPC  tools  pave  way  for 
cooperative  processing 


IBM  set  to  ship  Netcenter 
graphic  NetView  interface 

Product  includes  component  that  lets  it  display, 
control  non-Systems  Network  Architecture  devices. 


By  Paul  Desmond 

Senior  Writer 

WHITE  PLAINS,  N.Y.  —  IBM 
last  week  said  it  will  ship  its  Net- 
Center  graphic  NetView  interface 
late  next  month  and  will  include  a 
feature  that  lets  users  display  and 
control  non-SNA  devices. 

Netcenter  is  scheduled  to  ship 
Dec.  29,  complete  with  the  Ser¬ 
vice  Point  Interface  (SPI)  soft¬ 
ware  that  US  West  Network  Sys¬ 
tems,  Inc.  (NSI)  codeveloped 
with  Union  Pacific  Railroad  Co. 
(“NetView  user  ties  non-IBM  de¬ 
vices  into  IBM  Netcenter,”  NW, 


Nov.  6).  IBM  announced  in  Au¬ 
gust  it  had  acquired  Netcenter 
from  NSI  but  did  not  disclose  the 
fate  —  or  even  the  existence  — 
of  the  SPI  feature.  SPI  is  the  com¬ 
ponent  that  makes  it  possible  for 
Netcenter  to  display  alarms  and 
alerts  from  non-Systems  Network 
Architecture  devices. 

Union  Pacific  is  currently  the 
only  user  of  that  feature. 

Still  unclear,  however,  is  what 
role  Netcenter  will  play  in  IBM’s 
long-term  network  management 
strategy.  At  a  recent  consultants 
( continued  on  page  60 ) 


LAN  market  merger  mania 
results  in  pluses  for  users 

First  fruits  of  joint  labors  now  hitting  the  street. 


By  Bob  Brown 

Senior  Editor 

Acquisitions  in  the  local-area 
network  market  during  the  past 
few  years  are  finally  beginning  to 
pay  dividends,  although  some  of 
the  deals  have  stunted  the  once- 
valuable  entrepreneurial  spirit  of 
the  companies  acquired. 

The  rash  of  LAN  company  ac¬ 
quisitions  can  be  attributed  main¬ 
ly  to  system  vendors  looking  to 
broaden  their  network  capabili¬ 
ties  and  LAN  vendors  hoping  to 
corner  niche  markets. 

Independent  LAN  vendors  will 
find  it  increasingly  difficult  to  go 
it  alone  once  the  initial  period  of 
growth  in  their  niche  starts  to 
subside,  industry  watchers  said. 

But  there  is  a  silver  lining  in 
the  merger  and  acquisition  cloud: 
These  market  moves  generally 


benefit  customers  in  the  long  run 
by  enabling  small  companies  to 
keep  operating. 

“The  worst  thing  that  can  hap¬ 
pen  to  a  network  manager  is  to 
have  a  vendor  go  out  of  busi¬ 
ness,”  said  Louis  Giglio,  an  ana¬ 
lyst  at  Bear,  Stearns  &  Co.,  Inc.,  a 
New  York-based  brokerage  firm. 

It  is  difficult,  however,  to  com¬ 
pare  the  relative  merits  of  specif¬ 
ic  deals  because  some  major  LAN 
industry  acquisitions  took  place 
more  than  two  years  ago  while 
others  are  less  than  a  year  old. 

Novell,  Inc.’s  acquisition  of 
Excelan,  Inc.  in  June,  for  exam¬ 
ple,  cannot  be  expected  to  pay  off 
right  away.  3Com  Corp.’s  acquisi¬ 
tion  of  Bridge  Communications, 
Inc.  more  than  two  years  ago,  on 
the  other  hand,  should  be  spawn- 
( continued  on  page  61 ) 


DEC  takes  wraps  off  first 
EMA  wares,  adds  backers 


By  Jim  Brown 

_ Senior  Editor _ 

BOSTON  —  Digital  Equip¬ 
ment  Corp.  last  week  fleshed  out 
its  one-year-old  Enterprise  Man¬ 
agement  Architecture  (EMA) 
with  a  series  of  announcements 
that  included  the  company’s  first 
EMA  product,  a  network  manage¬ 
ment  workstation. 

DEC  also  promised  that  the 
previously  announced  core  soft¬ 
ware  component  of  EMA,  the  DEC 
Management  Control  Center 
(DECmcc)  Director,  would  be 
available  by  the  end  of  1990.  The 
DECmcc  Director  will  enable  the 
new  workstation  to  control  a 
range  of  multivendor  devices. 

In  an  effort  to  encourage  the 
adoption  of  EMA  as  a  de  facto 


standard  for  integrated  network 
management,  the  company  also 
released  technical  specifications 
that  will  enable  vendors  and  us¬ 
ers  to  build  EMA-based  applica¬ 
tions  and  announced  that  six 
more  companies  joined  its  EMA 
Strategic  Vendor  Program. 

The  six  companies  —  includ¬ 
ing  local-area  network  maker 
3Com  Corp.  and  T-l  multiplexer 
vendor  Newbridge  Networks,  Inc. 
—  and  the  seven  existing  EMA 
partners  will  build  software  link¬ 
ing  their  proprietary  network 
equipment  and  management  sys¬ 
tems  to  EMA. 

With  the  announcements,  DEC 
makes  good  on  its  promise  to  de¬ 
liver  an  EMA  progress  report  by 
( continued  on  page  60) 


Briefs 


This  network  takes  the  cake.  Sweet  Art, 
Inc.  of  Kansas  City,  Mo.,  is  designing  a  network  that 
will  let  bakeries  transmit  customized  cake  designs 
to  participating  bakers  nationwide.  Scheduled  to  go 
on-line  next  summer,  the  network  will  link  about  70 
bakeries  via  dial-up  lines.  Each  participating  baker 
will  use  a  Sweet  Art  computerized  cake  decorating 
machine  capable  of  receiving  transmitted  images  or 
photographs  and  airbrushing  the  design  onto  a 
cake’s  icing.  The  digitized  images  are  transmitted  to 
the  baker  nearest  the  cake  recipient. 

Colorado  Springs  signs  up  for  ISDN. 

The  city  of  Colorado  Springs  last  week  signed  a  43- 
month  contract  with  US  West  Communications,  Inc. 
for  200  Integrated  Services  Digital  Network  Basic 
Rate  Interface  lines,  making  it  the  first  municipal 
government  in  the  regional  Bell  holding  company’s 
1 4-state  region  to  use  ISDN.  Under  the  agreement, 
the  city  will  be  able  to  expand  its  ISDN  use  to  link 
14 1  city  government  offices  serving  3,400  employ¬ 
ees.  Colorado  Springs  will  use  ISDN  primarily  to  re¬ 
place  private  lines  and  link  local-area  networks.  The 
ISDN  Basic  Rate  Interface  lines  will  be  provided  by 
an  AT&T  Network  Systems  Group  5ESS  digital  cen¬ 
tral  office  switch  in  a  US  West  central  office. 

Automaker  orders  autodialers.  Ford 
Motor  Credit  Co.  of  Dearborn,  Mich.,  last  week 
placed  initial  orders  for  computerized  autodialers 
with  Davox  Corp.  as  part  of  a  plan  to  buy  roughly 
$  1 2  million  of  the  systems  over  the  next  year. 

Davox,  a  Billerica,  Mass.-based  vendor  of  com¬ 


puter-aided  communications  systems,  said  the  Ford 
Motor  Credit  agreement  is  the  company’s  single 
largest  order.  Ford  Motor  Credit  will  use  the  system 
to  increase  the  production  of  customer  service 
agents  in  52  locations  nationwide. 

Taking  stock.  The  Securities  and  Exchange 
Commission  last  week  issued  a  statement  encourag¬ 
ing  stock  exchanges  to  assess  periodically  the  abili¬ 
ty  of  their  automated  trading  networks  to  withstand 
high  trading  volume  or  disasters.  Among  the  recom¬ 
mendations  is  that  exchanges  should  have  an  inde¬ 
pendent  consultant  review  their  automated  trading 
systems,  which  consist  of  networked  computers. 
Compliance  with  the  proposal  is  voluntary. 

Carriers  tap  MCI  for  int’l  service.  The 

International  Carrier  Group  (ICG),  a  newly  formed 
consortium  of  U.S. -based  long-distance  service  pro¬ 
viders,  last  week  selected  MCI  Communications 
Corp.  to  carry  the  majority  of  its  international  voice 
traffic.  The  arrangement  will  enable  the  carriers  to 
offer  international  voice  services  to  their  customers 
for  the  first  time.  The  consortium  includes  Allnet 
Communications,  Inc.,  Cable  &  Wireless  Communi¬ 
cations,  Inc.,  Metromedia  Long  Distance/ITT  and 
Telecom*USA,  Inc.  The  three-year  contract,  effec¬ 
tive  immediately,  is  expected  to  generate  $  1 50  mil¬ 
lion  for  MCI  over  the  life  of  the  agreement.  ICG  traf¬ 
fic  will  be  routed  through  each  member’s  U.S. 
network  to  MCI  gateway  sites.  MCI  will  carry  the 
group’s  international  switched  voice  traffic  over 
satellite  or  undersea  fiber  cables. 
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AT&T  files  Tariff  16  plan 
for  single  int’l  data  line 

Offering  for  AAFES  links  Dallas,  West  Germany. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  AT&T 
widened  the  scope  of  its  custom 
net  deals  for  government  users 
and  raised  some  eyebrows  last 
week  when  it  filed  its  first  inter¬ 
national  calling  plan  under  Tariff 
16,  a  tariff  for  a  single  data  line. 

The  offering,  dubbed  the 
Overseas  Cable  Digital  Service,  is 
for  the  U.S.  Army-Air  Force  Ex¬ 
change  Service  (AAFES),  which 
operates  all  Air  Force  and  Army 
military  post  exchanges.  The  tar¬ 
iff  is  for  a  64K  bit/sec  private  line 
between  an  AT&T  central  office 
in  Dallas  and  a  central  office  in 
Munich,  West  Germany. 

According  to  Jim  Spires,  chief 
of  data  communications  for 
AAFES,  the  link  will  supplement 
an  existing  64K  bit/sec  line  pro¬ 
vided  by  Contel  ASC. 


If  the  proposed  tariff  is  ap¬ 
proved  by  the  Federal  Communi¬ 
cations  Commission,  AT&T  will 
begin  providing  service  on  Nov. 
22.  The  interoffice  link  will  cost 
the  AAFES  $3,315  per  month;  lo¬ 
cal  dedicated  access  lines  will  be 
purchased  either  from  AT&T  at 
regular  tariffed  rates  or  from  oth¬ 
er  carriers. 

In  the  contract,  AT&T  guaran¬ 
teed  it  would  provide  credits  for 
any  interruption  of  more  than  30 
minutes.  Credits  range  from  one- 
tenth  of  a  day,  for  outages  be¬ 
tween  30  minutes  and  three 
hours,  up  to  one  day,  for  outages 
between  1 5  and  24  hours. 

This  is  the  seventh  network 
deal  AT&T  has  filed  under  Tariff 
16  in  less  than  a  year,  but  it  is  the 
first  for  a  single  line. 

One  observer,  who  asked  not 
to  be  named,  questioned  AT&T’s 


motives  for  filing  a  tariff  for  a  sin¬ 
gle  line.  AT&T  is  no  longer  pre¬ 
tending  to  justify  its  network 
deals  with  special  service  pack¬ 
ages  or  volume  discounts,  he 
said.  This  is  clearly  an  existing 
tariffed  service  being  offered  to  a 
single  customer  under  special 
terms  and  conditions,  he  said. 

Jeff  Held,  a  partner  with  Net¬ 
work  Strategies,  a  consulting 
practice  of  Ernst  and  Young  in 
Fairfax,  Va.,  said  a  tariffed  64K 
bit/sec  circuit  between  New  York 
and  West  Germany  would  cost 
nearly  $6,000  per  month. 

Held  said  he  thinks  AT&T  uses 
Tariff  1 6  to  do  end  runs  around 
the  regulatory  pricing  process. 
“AT&T  is  trying  to  see  how  far  it 
can  go  with  Tariff  16,”  he  said. 

Daniel  Briere,  president  of  Te- 
leChoice,  Inc.,  a  research  firm 
based  in  Manchester,  Conn.,  said 
that  it’s  unusual  to  have  a  tariff 
for  a  single  data  line,  but  he 
wasn’t  surprised  that  AT&T 
would  resort  to  that.  AT&T  is  ag¬ 
gressively  targeting  government 
users,  he  said,  and  this  filing  just 
shows  how  far  AT&T  will  go  to 
win  a  competitive  bid.  □ 


EPA  tests  videoconferencing 
on  gov’t  FTS  2000  network 


By  Gail  Runnoe 

Washington  Correspondent 

WASHINGTON,  D  C.  —  The 
Environmental  Protection  Agen¬ 
cy  (EPA)  will  be  the  first  govern¬ 
ment  agency  to  use  videoconfer¬ 
encing  services  on  the  new 
Federal  Telecommunications 
System  (FTS)  2000  network, 
AT&T  said  last  week. 

In  February,  the  EPA  will  em¬ 
bark  on  a  four-month  pilot  pro¬ 
gram  in  which  it  will  test  video- 
conferencing  to  link  sites  here 
and  in  Research  Triangle  Park 
and  Durham,  N.C. 

The  agency  will  use  the  sys¬ 
tem,  which  employs  video  com¬ 
pression  technology,  to  conduct 
interactive  training  sessions, 
technical  briefings,  and  staff  and 
administrative  meetings,  said 
Bob  Denny,  a  computer  specialist 
with  the  EPA’s  Research  Triangle 
Park  office. 

“Anyone  who  needs  to  talk  to 
someone  and  share  information 
in  another  location  will  be  able  to 


use  the  system,”  Denny  said.  Us¬ 
ers  will  be  asked  to  evaluate  their 
conferences  in  terms  of  how 
helpful  they  were  in  increasing 
productivity  and  replacing  a  face- 
to-face  meeting. 

If  the  pilot  proves  successful, 
the  EPA  will  consider  extending 
videoconferencing  to  15  to  20  of 
its  regional  offices  and  laborato¬ 
ries. 

The  cost  of  the  pilot  test  will 
be  about  $150,000,  Denny  said. 
The  EPA  will  spend  about 
$50,000  on  conference  room 
equipment  such  as  cameras  and 
monitors,  $26,000  on  coder/de¬ 
coder  rentals  and  $75,000  on 
transmission  service,  assuming 
an  average  total  system  usage  of 
four  hours  per  day  among  the 
three  sites. 

(Government  agencies  on  the 
FTS  2000  network  are  billed  ac¬ 
cording  to  usage  of  network  ser¬ 
vices.) 

Denny  could  not  estimate  how 
much  money  might  be  saved  in 


decreased  travel  expenses,  but  he 
said  that  was  one  question  the  pi¬ 
lot  program  should  answer. 

EPA  employees  will  need  to 
notify  AT&T  at  its  FTS  2000  con¬ 
trol  center  at  least  an  hour  before 
a  conference  is  held  so  the  carrier 
can  reserve  the  necessary  band¬ 
width  to  carry  the  video  signals. 
AT&T  will  enter  the  conference 
date,  time  and  locations  into  an 
automated  system  that  sets  up  the 
conference  at  the  appointed 
time. 

The  EPA’s  videoconferencing 
system  will  require  384K  bit/sec 
of  bandwidth  for  transmission, 
AT&T  said,  which  is  almost  half  of 
the  768K  to  1 .544M  bit/sec  tradi¬ 
tionally  used  for  video. 

Although  AT&T  also  offers 
full-motion  wideband  video 
transmission  services  over  its  FTS 
2000  network,  Denny  said  the 
EPA  chose  to  go  with  compressed 
video  because  it  is  less  costly  and 
provides  adequate  picture  quality 
for  the  agency’s  needs. 

AT&T  said  the  FTS  2000  net¬ 
work  can  handle  up  to  85  simulta¬ 
neous,  compressed  videoconfer¬ 
ences  during  any  one-hour 
period,  connecting  a  maximum  of 
255  locations.  □ 


AST  Research  EISA-based 
PCs  positioned  as  servers 


By  Tom  Smith 

New  Products  Editor 

LAS  VEGAS  —  AST  Research, 
Inc.  last  week  introduced  at  Com¬ 
dex/Fall  ’89  here  two  Intel  Corp. 
80486-based  personal  comput¬ 
ers  that  support  the  new  Extend¬ 
ed  Industry  Standard  Architec¬ 
ture  (EISA)  and  can  be  used  as 
local-area  network  servers. 

The  company  also  unveiled  an 


80486-based  microcomputer 
supporting  the  Industry  Standard 
Architecture  (ISA). 

The  three  new  products  are 
the  Premium  486/25TE  EISA 
tower,  the  Premium  486/25E 
EISA  desktop  model  and  the  Pre¬ 
mium  486/25T  ISA  tower. 

The  company  is  targeting  the 
EISA  tower  and  desktop  models 
at  file  server  and  multiuser  envi¬ 


ronments,  according  to  Eric  Lep- 
panen,  product  line  manager  for 
AST  Research. 

“EISA  right  now  benefits  pri¬ 
marily  the  high-end  users,”  Lep- 
panen  said,  because  of  its  32-bit 
I/O  path.  The  company’s  EISA  of¬ 
ferings  use  bus  mastering,  the 
technique  of  giving  the  board  ex¬ 
clusive  control  of  the  personal 
computer  bus  for  uninterrupted 
data  transfer  to  the  host’s  CPU. 

Because  of  the  higher 
throughput  it  offers,  “EISA  will 
be  beneficial  where  the  [IBM  Per¬ 
sonal  Computer]  AT  bus  may  be 
( continued  on  page  61) 
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Nynex  strike 
nears  final 
settlement 

By  Gail  Runnoe 

Washington  Correspondent 

NEW  YORK  —  Nynex  Corp. 
and  negotiators  for  two  striking 
unions  last  week  scurried  to  piece 
together  a  tentative  agreement 
for  a  three-year  contract  that 
could  send  striking  workers  back 
to  their  jobs  today. 

Industry  observers  noted, 
however,  that  even  if  the  walkout 
is  settled,  the  carrier  will  still 
need  several  months  to  process 
backlogged  orders. 

The  two  sides  were  close  to 
hammering  out  a  settlement  on 
the  major  issues  between  Nynex 
and  its  60,000  members  of  the 
Communications  Workers  of 
America  (CWA)  and  Internation¬ 
al  Brotherhood  of  Electrical 
Workers  (IBEW)  but  were  still 
trying  to  reach  an  accord  on  oth¬ 
er  issues  at  press  time. 

Health  care  costs  —  the  most 
contentious  issue  on  the  bargain¬ 
ing  table  —  seemed  near  resolu¬ 
tion  as  mediators  struck  a  com¬ 
promise  between  Nynex  and 
union  members. 

According  to  Nynex,  the  com¬ 
pany  agreed  to  shoulder  all  em¬ 
ployee  health  insurance  costs  in 
exchange  for  a  revised  wage  offer 
that  eliminated  a  lump  sum  con¬ 
tract  bonus  and  an  employee 
profit  sharing  plan  that  were  part 
of  an  earlier  settlement  proposal. 

“While  employees  will  not 
make  [insurance]  premium  pay¬ 
ments  from  their  paychecks,  they 
will  make  contributions  through 
a  revised  compensation  pack¬ 
age,”  said  William  Ferguson, 
chairman  of  Nynex.  “This  ap¬ 
proach  offers  a  reasonable  way 
for  the  company  and  its  employ¬ 
ees  to  share  health  care  costs.” 

A  spokeswoman  for  the  CWA, 
however,  saw  the  resolution  of 
the  health  care  issue  as  a  victory 
for  the  unions.  “We  were  able  to 
maintain  what  we  went  on  strike 
for,”  she  said.  No  direct  payment 
of  health  care  costs  will  come 
from  union  members.  Instead,  in¬ 
surance  premiums  will  be  paid 
from  money  Nynex  had  ear¬ 
marked  as  part  of  a  recent  wage 
proposal. 

The  proposed  contract  also 
called  for  wage  increases  of  3%  in 
the  contract’s  first  year  and  1.5% 
wage  increases,  plus  cost  of  living 
adjustments,  in  the  second  and 
third  year. 

At  press  time  last  week,  local 
issues  such  as  retiree  health  care, 
overtime,  work  schedules  and 
work  facilities  remained  unre¬ 
solved.  Nynex  and  union  officials 
agreed  that  if  those  issues  could 
be  worked  out  by  the  weekend, 
workers  would  likely  return  to 
their  jobs  today  and  vote  on  the 
new  contract  at  a  later  date. 

But  even  if  the  unions  do  go 
back  to  work  today,  installation 


delays  could  continue  to  affect 
the  business  community  for  an¬ 
other  five  to  six  months,  accord¬ 
ing  to  Ron  Brown,  an  indepen¬ 
dent  telecommunications  con¬ 
sultant  based  in  Melrose,  Mass. 

Brown  also  said  the  proposed 
settlement  will  have  a  strong  fi¬ 
nancial  impact  on  Nynex  that  will 
reverberate  within  the  company 
for  years. 

Nynex  “gave  the  unions  its 
main  bargaining  point,  and  they 
may  be  stuck  with  that  for  a  long 
time,”  Brown  said.  “Five  years 
from  now,  [Nynex]  will  look  at 
this  settlement  as  an  albatross.” 

Nynex,  however,  contends 
that  it  did  not  give  in  on  the 
health  care  issue  but  merely  shift¬ 
ed  funds  from  other  parts  of  the 
compensation  package.  Brown 
called  this  approach  “penny-wise 
and  pound-foolish.  I  think  Nynex 
has  locked  itself  into  something 
it’s  not  going  to  be  able  to  get  out 
of  for  quite  a  while,”  he  said. 

Over  the  next  five  years, 
Brown  said  the  settlement  will 
hinder  the  company’s  ability  to 
effectively  compete  with  alterna¬ 
tive  access  providers,  which  have 
much  leaner  organizations. 

As  users  are  perceiving  the 
service  quality  of  alternative  car¬ 
riers  to  be  “more  than  adequate, 
it’s  going  to  come  down  to  a  price 
war,”  he  said. 

Some  observers  have  suggest¬ 
ed  that  an  employee  profit  shar¬ 
ing  plan  would  have  been  a  good 
mechanism  for  bringing  union 
goals  more  in  line  with  those  of 
management  and  should  have 
been  incorporated  in  the  deal. 

Steve  Kropper,  a  telecom¬ 
munications  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framingham, 
Mass.,  agreed  that  incorporation 
of  a  profit  sharing  plan  for  union 
members  would  have  been  “pru¬ 
dent.”  But  Nynex  probably  did 
not  press  for  it  because  the  com¬ 
pany  does  not  see  the  threat  from 
alternative  access  providers  as 
imminent,  he  said. 

“Alternative  access  carriers, 
such  as  Metropolitan  Fiber  Sys¬ 
tems  [Inc.]  and  Teleport  [Com¬ 
munications  Group],  are  finally 
making  a  difference,”  Kropper 
said,  and  the  Bell  operating  com¬ 
panies  will  have  to  downsize  to 
remain  competitive. 

Users  breathed  a  sigh  of  relief 
last  week  as  signs  began  to  sur¬ 
face  that  the  Nynex  strike  may  be 
drawing  to  a  close.  “We’d  be  hap¬ 
py  to  see  the  workers  go  back  to 
their  jobs,”  said  William  Cun- 
nane,  assistant  commissioner  for 
the  office  of  net  services  at  the 
General  Services  Administration. 

At  the  beginning  of  the  strike, 
there  had  been  some  concern 
that  cutovers  of  government 
agencies  to  the  Federal  Telecom¬ 
munications  System  (FTS)  2000 
network  could  be  delayed. 

Although  Nynex  assured  the 
GSA  that  FTS  2000  would  not  be 
affected  by  the  strike,  Cunnane 
said  that  “as  the  net  grew,  our 
needs  would  grow,”  and  Nynex 
might  not  have  been  able  to  meet 
unexpected  GSA  demands  with  a 
skeletal  work  force.  □ 


For  the  second  year  in  a  row,  France  Telecom  has 
been  shown  to  offer  the  lowest  rates  for  transatlan¬ 
tic/intra-European  64  Kbps  networks  of  any  telecom 
operator  in  Europe. 

According  to  a  study  conducted  by  Lynx  Technol¬ 
ogies,  an  independent  telecommunications  con¬ 
sultancy  specializing  in  networks  and  tariffs,  France 
Telecom  also  provides  the  second  lowest  rates  for 
transatlantic  leased  lines  and  the  best  rates  of  any 
carrier  for  intra-European  64  Kbps  networks  * 


How  have  we  accomplished  this?  One  reason  is  that 
we  have  the  most  advanced  private  and  public  net¬ 
work  technology  in  Europe,  including  the  highest  na¬ 
tional  rate  of  digitization  in  the  world.  And  starting 
in  1990,  the  world's  first  nationwide  ISDN  service. 

For  more  information  contact  Joe  McQuaid,  Vice 
President  of  Sales  and  Marketing,  at  (212)  977-8630,  or 
by  fax  at  (212)  245-8605.  He'll  be  happy  to  give  you 
some  frank  advice  on  how  to  get  better  service  and 
better  rates,  along  with  the  best  connections  in  Europe. 

‘For  a  free  reprint  of  the  complete  study,  call  (212)  977-8630  or  fax  (212)  245-8605. 
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The  Best  Connections 
in  Europe “ 


Telecom  pack 
for  IBM  PS/2s 
gets  net  upgrade 

By  Tom  Smith 

New  Products  Editor 

LAS  VEGAS  —  Hilgraeve,  Inc.  last  week 
unveiled  a  major  upgrade  to  its  HyperAc- 
cess  software  that  enables  OS/2-based 
personal  computers  to  transmit  data  over 
public  and  private  nets. 

The  latest  release,  Hyper  Access/ 5,  per¬ 
forms  personal  computer-to-personal 
computer  communications  via  local  RS- 
232  connections  or  over  wide-area  links, 
such  as  asynchronous  transmissions  estab¬ 
lished  with  dial-up  modems.  The  software 
previously  ran  only  on  DOS-based  person¬ 
al  computers. 

Hyper  Access/ 5,  which  was  announced 
here  at  Comdex/Fall  ’89,  features  propri¬ 
etary  data  compression  that  cuts  file- 
transfer  times  by  up  to  80%,  according  to 
the  company.  It  also  boasts  artificial  intel- 
ligence-like  capabilities  that  enable  users 
to  automate  frequently  performed  tasks. 

The  software  runs  on  an  IBM  Personal 
Computer  XT,  AT,  Personal  System/2  and 
compatibles.  DOS  support  is  still  offered  in 
Hyper  Access/ 5. 

All  capabilities  are  supported  on  DOS 
and  OS/2  microcomputers,  with  the  only 
difference  being  that  HyperAccess/5  can 
run  several  routines  unattended  in  back¬ 


ground  mode,  whereas  with  DOS,  only  a 
single  task  runs  in  the  foreground. 

HyperAccess/5  was  demonstrated  in 
the  IBM-Microsoft  Corp.  OS/2  applica¬ 
tions  booth. 

At  Comdex,  Matthew  Gray,  the  compa¬ 
ny’s  president,  said  the  announcement 
that  IBM  and  Microsoft  will  jointly  commit 
the  bulk  of  their  development  efforts  to 
OS/2  and  its  Presentation  Manager  graphi¬ 
cal  user  interface  demonstrated  the  need 
for  OS/2  communications  packages  such 
as  HyperAccess/5. 

“The  statements  reaffirmed  that  OS/2 
is  the  ultimate  place  to  be  and  that  [Micro¬ 
soft]  Windows  is  primarily  an  optional 
transition  to  OS/2  from  DOS,”  he  said,  ex¬ 
plaining  that  the  announcement  should  al¬ 
lay  concerns  about  the  future  of  OS/2. 

High-speed  file  transfer 

Hilgraeve  utilizes  a  proprietary  file- 
transfer  protocol  and  data  compression  al¬ 
gorithm  that  gives  it  very  high  file-transfer 
rates,  Gray  said.  The  software  can  support 
modem  transfer  rates  as  high  as  115.2K 
bit/sec,  he  claimed.  Previously,  the  soft¬ 
ware  supported  only  speeds  up  to  57.6K 
bit/sec. 

In  addition  to  sending  files  over  dial-up 
lines,  the  software  can  transmit  files  be¬ 
tween  two  personal  computers  linked  via 
an  RS-232  cable.  In  that  setup,  the  soft¬ 
ware  transmits  files  at  rates  in  excess  of 
1 00K  bit/sec,  the  company  said. 

The  file-transfer  protocol,  HyperProto- 
col,  enables  the  software  to  maintain  data 
integrity,  even  with  poor  transmission 
( continued  on  page  61) 


Mail  to:  ARC  Electronic  Associates,  28605  Ranney  Parkway, 
Cleveland,  Ohio  44145-9943. 

I’m  ready  to  make  the  ARC  Connection!  Please  reserve  an 


Catalog. 

□  Have  your  representative  call  me  at  ( _ ) _ 

I'm  interested  in  the  following: 

□  Systems  Integration  □  Modems  □  Multiplexers  □  T-1 

□  X.25  □  Microwave  Transmission  □  Radio  Data/Laser 

□  Test  Equipment  □  Cables  and  installation 

□  ARC  Service  Programs 

Name _ 


Company 
Address  . 


For  a  single  modem  or  an  entire 
data  or  voice  network. 

Making  Connections.  That’s  what  ARC  Electronics  is  all 
about.  Connections  between  two  computers  .  .  .  the 
terminals  in  a  network  .  .  .  even  between  computers  on 

one  side  of  the  world  to  another. 

An  ARC  representative  will  work  with  you  to  find 
solutions  .  .  .  from  fixing  an  existing  computer  network 
with  problems  to  starting  a  completely  new  system 
from  scratch.  Whether  you  need  a  leased  line  or 
dial-up  modem  to  connect  two  computers  ...  or  a 
complete  fiber  optic  or  microwave  system  to  get  two 
computers  at  opposite  ends  of  the  world  talking  .  .  . 
v  ARC  is  your  number  one  source. 

\ 

Take  a  look  at  our  catalog  and  you’ll  see  why 
the  ARC  Connection  is  your  best  choice. 

Simply  mail  the  coupon  to 
\  reserve  an  early  copy.  Or, 

if  you  want  immediate 
answers,  request  a  sys- 
KIMPIIPPIPPIPPH  terns  consultation  from 
i  j  one  of  our  experienced 

■  representatives. 

Call  Toll-Free  1-800-321-2510 


Citicorp  pens  $80m  deal  with  MCI 
for  expanded  discount  services 

Opts  for  continued  MCI  service  over  AT&T  in  some  units. 


By  Bob  Wallace 

Senior  Editor 

NEW  YORK  —  Citicorp  last  week  signed 
a  three-year  contract  with  MCI  Communi¬ 
cations  Corp.  that  extends  an  existing 
multiservice  plan  and  is  expected  to  gener¬ 
ate  $80  million  for  the  carrier  over  the  life 
of  the  agreement. 

The  original  agreement,  which  provid¬ 
ed  volume  discounts  for  MCI’s  Prism  and 
800  calling  services  and  was  signed  in 
March  1988,  has  been  expanded  to  include 
MCI’s  Vnet,  T-1,  international  private  line 
and  advanced  800  services. 

Citicorp  declined  to  say  how  it  plans  to 
use  the  other  services  brought  into  the 
plan  or  to  estimate  savings  to  be  realized  as 
a  result  of  the  extended  arrangement. 

The  Citicorp-MCI  announcement 
comes  just  one  week  after  Citibank  N.A.’s 
U.S.  credit  card  operations  signed  a  three- 
year,  $36  million  Tariff  12  arrangement 
with  AT&T  (“AT&T  chalks  up  two  more  us¬ 
ers  for  Tariff  12  deals,”  NW,  Nov.  13). 

Citicorp  had  said  other  company  units 
could  be  added  to  the  Tariff  1 2  deal,  but 
Citicorp’s  bank  card,  telemarketing  and 
mortgage  banking  units  are  already  large 
MCI  customers  and  will  likely  do  more 
business  with  MCI  as  a  result  of  the  dis¬ 
count  plan,  said  Daniel  Sullivan,  a  vice- 
president  with  Citicorp  Technology  Of¬ 
fice’s  telecommunications  group. 

According  to  Nathan  Kantor,  president 
of  MCI  Northeast,  Citicorp  does  not  have  to 


commit  to  use  specific  services  in  the  con¬ 
tract. 

MCI  said  Citicorp  will  use  the  carrier’s 
Customer  Information  Manager  (CIM)  and 
Network  Information  Management  System 
(NIMS)  to  manage  a  large  Vnet  the  carrier 
is  building  for  the  company. 

Citicorp  will  use  an  on-site  CIM  termi- 
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V^iticorp  will  use  the  carrier’s 
CIM  and  NIMS  to  manage  a 
large  Vnet  the  carrier  is  building 
for  the  company. 

▲  ▲▲ 


nal  to  access  a  Vnet  data  base  to  change 
seven-  and  10-digit  dialing  plans;  access  a 
call  overflow  option;  control  Vnet  access 
by  location,  authorization  code  and  em¬ 
ployee;  and  activate  and  deactivate  identi¬ 
fication  codes. 

NIMS  will  provide  Citicorp  with  on-line 
access  to  next-day  Vnet  operation  and  per¬ 
formance  information.  The  NIMS  package, 
which  runs  on  the  CIM  terminal,  generates 
21  Vnet  reports  covering  areas  ranging 
from  trunk  measurement  to  circuit  sta¬ 
tus.  □ 


TOPS  unwraps  new  InBox  E-mail 
package  with  broader  net  support 


By  Laura  DiDio 

Senior  Editor 

LAS  VEGAS  —  The  TOPS  Division  of 
Sun  Microsystems,  Inc.  introduced  two 
versions  of  its  InBox  electronic  mail  pack¬ 
age  for  the  major  local-area  network  oper¬ 
ating  system  environments  at  the 
Comdex/Fall  ’89  show  here  last  week. 

The  two  new  E-mail  packages,  Version 
3.0  of  InBox  and  InBox  Plus,  run  on  Apple 


“TT 

\^/sers  can  create  their 
own  address  book  of  individual 
users,  entire  work  groups  or 
even  a  different  LAN.” 

▲  ▲A 


Computer,  Inc.  Macintoshes  and  personal 
computers,  and  for  the  first  time,  run  on 
networks  based  on  Novell,  Inc.’s  NetWare 
and  Microsoft  Corp.  and  3Com  Corp.’s  LAN 
Manager.  Previously,  InBox  ran  only  on 
Apple’s  AppleShare  and  TOPS’  own 
TOPS/DOS  and  TOPS/Mac  network  oper¬ 
ating  systems. 

The  latest  releases  of  InBox  also  incor¬ 
porate  new  features  such  as  the  ability  to 
attach  files  to  E-mail  messages  and  an  ad¬ 
ministrative  messaging  feature  that  lets 


users  sort  mail  by  date,  subject  and  sender, 
said  Rich  Shapero,  TOPS’  vice-president 
and  general  manager. 

TOPS  engineers  spent  a  year  reworking 
the  current  InBox  E-mail  package,  which 
comes  bundled  with  the  TOPS  network  op¬ 
erating  system.  InBox  3  0  and  InBox  Plus 
3.0  are  identical  in  features  and  function¬ 
ality,  but  InBox  3-0  is  aimed  at  work  group 
LANs  of  up  to  20  users  and  InBox  Plus  is  for 
LANs  supporting  as  many  as  100  users.  In- 
Box  Plus  incorporates  server-to-server 
communications  facilities. 

Simplicity,  increased  functionality  and 
affordability  are  the  issues  that  concern 
users  most,  Shapero  said.  “The  entire  In- 
Box  3  0  mail  package  resides  on  one  flop¬ 
py  disk  that  takes  only  about  1 0  minutes  to 
install  —  half  the  time  it  used  to  take,”  he 
said.  “And  unlike  the  earlier  versions,  it 
doesn’t  require  central  administration.” 

Prior  versions  of  InBox  didn’t  include 
message  administration  functions  and  net¬ 
work  routing  capabilities  that  are  now  part 
of  InBox  3  0  and  InBox  Plus.  “Until  now, 
the  systems  administrator  had  to  create 
lists  of  messaging  addresses  and  routing 
tables  manually  for  the  entire  network. 
Now  users  can  create  their  own  address 
book  of  individual  users,  entire  work 
groups  or  even  a  different  LAN,”  Shapero 
said. 

This  is  made  possible  through  a  new  In- 
Box  feature  that  enables  users  to  maintain 
personal  address  books.  Other  new  fea- 
( continued  on  page  8 ) 
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Our  newTS2  diskless  worksta¬ 
tion  is  made  to  deliver  customer 
satisfaction. 

Users  will  like  the  smart 
looks.  The  fan-free  quiet  opera¬ 
tion.  And  how  its  small  foot¬ 
print  frees  up  desk  space. 

They’ll  enjoy  using  the 
TS2.  Its  easily-adjustable  tilt  14" 
monitor.  And  the  easy-on- the  - 
eyes  sharp  text  and  Hercules® 
graphics. 

And  users  will  make  more 
productive  use  of  it,  because  the 
TS2  delivers  80286  speed,  power 
and  performance,  with  MS 
DOS  3  and  4.0  compatibility. 


Network  administrators 
will  like  the  quick  set-up,  faster 
on-line  service.  TheTS2  comes 
complete  with  Ethernet®  LAN 
interface  board  and  Novell® 
NetWare®  2. lx  compatible  boot 
ROM.  Or  it  can  support  other 
popular  LAN  interface  boards. 
And  the  elimination  of  the  local 
disk  satisfies  the  need  for  more 
complete  security. 

Everyone  will  be  pleased 
to  know  that  the  TS2  is  the 
lowest-cost-per-user  high 
performance  network  station 
available.  Novell-certified. 

Built  on  10  years  of  network 


experience  with  over  two 
million  system  and  terminal 
installations.  And  backed  by  a 
one-year  limited  warranty. 

Lor  more  information 
fast,  call  toll-free  or  write  today. 
TeleVideo  Systems,  Inc. ,  550  E. 
BrokawRd.,  RO.  Box  49048, 
San  Jose,  CA  95161-9048. 

We  want  to  make  every 
customer  happier  about  how 
their  network  works. 

ft  TeleVideo 

American  Ingenuity.  TeleVideo  Know-How. 

Call  1-800-835-3228 


©  1989  TeleVideo  Systems,  Inc.  TeleVideo  is  a  registered  trademark  of  TeleVideo  Systems,  Inc.  All  other  product  and  brand  names  are  trademarks  and  registered  trademarks  of  their  respective  holders. 


COS  directors  set  plan  to 
escape  financial  downturn 


By  Gail  Runnoe 

Washington  Correspondent 

MCLEAN,  Va.  —  The  Corpora¬ 
tion  for  Open  Systems  Interna¬ 
tional  (COS)  gathered  its  board 
of  directors  here  last  week  to  lay 
out  a  strategy  designed  to  reverse 
the  standards  organization’s  rev¬ 
enue  fall. 

The  board  came  to  several 
conclusions.  Among  them  were 
plans  to  expand  the  use  of  its  test¬ 
ing  tools  by  other  agencies; 
merge  with  a  Manufacturing 
Automation  Protocol/Technical 
and  Office  Protocol  standards 
body;  expand  and  promote  the 
COS  Mark  program;  beef  up  COS 
membership;  and  coordinate  ef¬ 
forts  with  a  Japanese  counter¬ 
part. 

Robert  Metcalfe,  COS  chair¬ 
man  and  vice-president  of  mar¬ 
keting  at  local  net  vendor  3Com 
Corp.,  said  the  steps  are  neces¬ 
sary  to  boost  revenue.  He  said 


1989  revenue  fell  short  of  expec¬ 
tations  by  about  $5  million,  and 
COS  consequently  posted  a  $2.3 
million  loss. 

One  step  will  be  to  pursue  a 
tighter  relationship  with  the  Na¬ 
tional  Institute  for  Standards  and 


T 

A  he  move  would  help 
COS  achieve  its  goal  of 
bringing  users  and 
vendors  under  one  tent. 

AAA 


Technology  (NIST)  in  order  to 
establish  the  testing  mechanisms 
for  Government  Open  Systems 
Interconnection  Profile  (GOSIP) 
conformance  by  suppliers. 


COS  plans  to  announce  a  proj¬ 
ect  developed  with  NIST  that  will 
help  establish  a  GOSIP  testing  in¬ 
frastructure.  COS  officials  said 
they  would  like  to  see  COS  test 
tools  used  in  GOSIP  testing. 

Metcalfe  said  COS  also  plans 
to  pursue  a  merger  with  the  Infor¬ 
mation  Technology  Require¬ 
ments  Council  —  the  parent  or¬ 
ganization  of  the  North  American 
MAP/TOP  Users  Group. 

The  move  would  help  COS 
achieve  its  goal  of  bringing  users 
and  vendors  under  one  tent  and 
would  increase  the  likelihood 
that  MAP/TOP  and  GOSIP  proto¬ 
cols  harmonize,  Metcalfe  said. 

Other  activities  will  include 
fostering  a  closer  collaboration 
with  Japan’s  Promotion  Council 
for  OSI,  creating  a  relationship 
similar  to  the  one  COS  now  has 
with  the  Brussels,  Belgium-based 
Standards  Promotion  and  Appli¬ 
cation  Group.  The  goal  of  these 
alliances  is  to  be  able  to  provide 
worldwide,  one-stop  OSI  confor¬ 
mance  testing  so  users  can  be  as¬ 
sured  that  products  tested  in  the 
U.S.  will  work  with  those  tested 
abroad.  □ 


TOPS  unwraps  InBox  package 

continued  from  page  6 


tures  include  comprehensive 
mail  management,  personalized 
user  storage  boxes  and  multiple 
enclosures. 

The  comprehensive  mail  man¬ 
agement  feature  lets  users  sort  E- 
mail  messages  by  date,  subject  or 
sender,  and  store  mail  in  storage 
boxes.  The  storage  box  feature  al¬ 
lows  users  to  store  incoming  mail 
on  a  local  disk  drive,  reducing 
LAN  storage  requirements.  The 
multiple  enclosure  capability  en¬ 
ables  users  to  attach  any  number 
of  binary  or  text  files  to  their  E- 
mail  messages. 

InBox  3  0  supports  20  users 
and  has  a  list  price  of  $329-  ‘ ‘That 
works  out  to  about  $25  per  user 
based  on  the  list  price,  but  we  in¬ 
tend  to  offer  volume  discounts, 
so  it  will  be  even  more  afford¬ 
able,”  Shapero  said. 

InBox  Plus  3-0,  which  sup¬ 
ports  up  to  100  users,  lists  for 
$995.  It  incorporates  all  E-mail 
server-to-server  router  software, 
which  gives  users  the  ability  to 
store  and  forward  messages  to 
other  LANs  within  a  corporate  en¬ 
terprise  net.  InBox  Plus  also  con¬ 
tains  a  variety  of  administrative 
tools  that  make  it  easier  to  man¬ 
age  E-mail  messages  on  large 
LANs,  Shapero  said. 


“InBox  Plus  gives  users  the 
ability  to  determine  the  frequen¬ 
cy  that  messages  are  moved  from 
one  message  center  to  another.  It 
also  gives  users  the  option  to  de¬ 
termine  if  they  want  E-mail  mes¬ 
sages  forwarded  from  a  message 
center  once  a  day  or  five  times  a 
day,”  Shapero  explained. 

Thumbs  up 

Henry  Brattlie,  deputy  direc¬ 
tor  of  the  Philadelphia  office  of 


would  be  used  as  a  dedicated  E- 
mail  server. 

“Unlike  other  E-mail  pack¬ 
ages,  such  as  Microsoft  Mail,  In- 
Box  3  0  doesn’t  require  a  dedicat¬ 
ed  PC,”  Brattlie  said.  “It’s  easy  to 
learn,  which  is  important,  since 
most  of  our  users  don’t  have 
much  experience  with  comput¬ 
ers.” 

Chevron  U.S.A.,  Inc.  in  San 
Francisco  is  another  beta  tester. 
It  has  installed  InBox  3-0  at  its  oil 
refinery  in  Richmond,  Calif., 
where  it  has  40  separate  Apple- 
Talk  LANs  with  a  total  of  250  Mac- 
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'nlike  other  E-mail  packages,  such  as 
Microsoft  Mail,  InBox  3.0  doesn’t  require  a 
dedicated  PC,”  Brattlie  said.  ‘‘It’s  easy  to  learn, 
which  is  important.” 
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the  U.S.  Department  of  Immigra¬ 
tion,  is  one  of  several  InBox  3  0 
beta -test  users.  Brattlie  said  his 


intoshes  and  20  personal  com¬ 
puters.  Most  of  the  users  are  in 
small  work  group  LANs  of  up  to 


office  is  just  beginning  to  put  its  20  people  located  throughout  the 
executives  and  staffers  on  Macin-  facility,  which  spans  more  than 
tosh  IIcxs  on  a  TOPS  LAN  and  five  square  miles,  said  Bill  Silva, 
didn’t  want  to  spend  the  money  Chevron’s  lead  network  analyst. 


to  buy  an  additional  system  that 
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To  get  information  on  products  or  services 
advertised  in  this  week's  issue 

of  Network  World, 

see  the  FAXNeT  Form  on  Page45 


FAXNeM 


“We  chose  InBox  Plus  3  0  be¬ 
cause  it  enables  our  LAN  users  to 
easily  transfer  multiple  docu¬ 
ments  to  entire  departments  and 
attach  messages  to  the  docu¬ 
ments,”  Silva  said.  “InBox  3  0 
gives  us  the  facilitywide  mail 
messaging  capability  we  need, 
without  complicating  or  bogging 
down  the  networks.” 

InBox  3-0,  InBox  Plus  3  0  and 
the  gateways  are  expected  to  ship 
in  January.  TOPS  will  provide 
free  upgrades  to  InBox  3  0  for  its 
current  installed  base  of  600,000 
TOPS  users,  Shapero  said.  □ 


MFS  contests 
telcos’  lock 

continued  from  page  1 
them  to  be  more  responsive  to  us¬ 
ers’  needs,  offer  new  services  and 
lower  rates. 

Impossible  to  lose 

At  a  press  conference  here, 
Pompliano  said  it  is  “impossible” 
for  him  to  believe  that  MFS  could 
lose  this  battle  because  the  com¬ 
pany  is  on  such  firm  legal  footing. 
Several  laws  on  the  books  were 
intended  to  open  local  services  to 
competition,  but  the  laws  haven’t 
been  enforced,  he  said. 

There  had  been  one  other 
challenge  to  the  RBHCs’  monop¬ 
oly  on  local  switched  service, 
filed  with  the  FCC  by  Teleport 
Communications  Group  in  New 
York,  but  that  petition  was  with¬ 
drawn. 

New  York  Telephone  Co.  vol¬ 
untarily  filed  a  tariff  with  the  FCC 
unbundling  its  switched  access 
tariffs  and  allowing  collocation 
of  equipment  after  the  New  York 
Public  Service  Commission 
(PSC)  ordered  the  Bell  company 
to  do  so  at  the  state  level. 

The  MFS  petitions  specifically 
ask  the  FCC  and  the  Justice  De¬ 
partment  to  initiate  a  proceeding 
forcing  RBHCs  nationwide  to  in¬ 
terconnect  with  and  allow  collo¬ 
cation  of  MFS  equipment  in  cen¬ 
tral  offices  and  to  unbundle 
access  tariffs  so  that  MFS  can  pur¬ 
chase  only  the  components  it 
needs.  Access  tariffs  are  com¬ 
posed  of  a  number  of  elements, 
including  charges  for  transport, 
switching  and  information  ser¬ 
vices,  as  well  as  surcharges  and 
line  charges. 

If  the  FCC  and  Department  of 
Justice  decide  in  favor  of  MFS,  it 
will  enable  the  carrier  to  immedi¬ 
ately  provide  two  new  interstate 
services.  MFS  would  be  able  to  put 
its  own  channel  banks  or  multi¬ 
plexers  into  a  central  office  to 
consolidate  switched  traffic  com¬ 
ing  from  various  users  and  then 
deliver  that  traffic  to  an  interex¬ 
change  carrier’s  point  of  pres¬ 
ence.  Currently,  MFS  can  only 
serve  customers  in  buildings 
served  by  its  own  fiber-optic  pri¬ 
vate  lines. 

A  second  related  service  MFS 
could  provide  would  be  to  collect 
traffic  at  the  central  office  from  a 
number  of  locations  for  a  single 
user  and  then  transport  it  to  the 
interexchange  carrier. 

In  the  event  MFS  is  allowed  to 
offer  these  services,  it  would 
compete  with  the  RBHCs  for 
about  23%  of  their  revenue,  or 
$20.6  billion  annually  (see  chart, 
this  page). 

MFS  claims  no  new  laws  must 
be  written  to  grant  its  requests. 
The  carrier  is  hoping  that  the  FCC 
will  agree  with  MFS’  interpreta¬ 
tion  of  Section  201  (a)  of  the 
Communications  Act  of  1934, 
which  mandates  that  common 
carriers  must  allow  other  provid¬ 
ers  to  establish  physical  connec¬ 
tions  with  their  networks  to  in¬ 
clude  the  RBHC  local  loop. 

MFS  is  also  asking  the  Depart¬ 


ment  of  Justice  to  apply  to 
switched  services  a  rule  in  the 
Modified  Final  Judgment  that 
says  access  tariffs  shall  be  offered 
on  an  unbundled  basis  and  that 
tariffs  cannot  require  carriers  to 
pay  for  types  of  access  that  they 
don’t  use. 

Pompliano  said  he  is  sure  MFS 
has  enough  legal  ammunition  to 
prevail  in  its  battle,  but  he  admits 
that  it  may  take  several  years  to 
settle  the  issue.  However,  MFS 
had  no  other  recourse  because  it 


What  the  long-haul  carriers  pay 
in  BOC  access  fees 


Others 
$0.5  billion 


MCI 

Communications 

Corp. 

$2.2  billion 


US  Sprint 
Communications 
Co. 

$1.5  billion 


SOURCE:  METROPOLITAN  FIBER  SYSTEMS, 
OAKBROOK  TERRACE,  ILL. 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 


has  been  unable  to  negotiate  vol¬ 
untary  access  agreements  with 
individual  Bell  companies. 

More  than  one  means 

Robert  Atkinson,  senior  vice- 
president  of  regulatory  and  ex¬ 
ternal  affairs  at  Teleport,  another 
alternative  provider  of  local  pri¬ 
vate-line  services,  said  MFS  could 
have  chosen  to  work  with  state 
regulators  and  individual  carriers 
instead.  Since  1987,  his  company 
has  been  pursuing  a  virtually 
identical  set  of  demands,  includ¬ 
ing  collocation  and  unbundling  of 
tariffs,  at  the  state  level. 

Atkinson  said  Teleport  decid¬ 
ed  that  working  with  state  regula¬ 
tors  on  a  case-by-case  basis  would 
be  the  most  productive  approach, 
holding  up  as  proof  the  favorable 
ruling  from  the  New  York  PSC  this 
year. 

Because  MFS  has  taken  a  more 
public  approach,  it  may  encoun¬ 
ter  a  good  deal  of  resistance,  At¬ 
kinson  said. 

“The  [RBHCs]  are  going  to 
pile  up  reports  and  studies,  and 
it’s  going  to  take  years  and  years 
[for  the  FCC  to  decide],”  Atkin¬ 
son  said.  He  also  said  he  thinks 
state  regulators  may  object  to  the 
MFS  petition  out  of  concern  that 
the  FCC  might  be  overstepping  its 
jurisdiction  in  issuing  such  as  rul¬ 
ing. 

Mark  Lowenstein,  telecom¬ 
munications  analyst  with  The 
Yankee  Group,  a  Boston-based 
research  firm,  wonders  whether 
MFS  may  have  taken  on  too  large 
a  battle.  MFS  is  a  young  company 
and,  like  most  alternative  service 
providers,  it  is  trying  to  establish 
a  firm  footing,  he  said. 

“I  don’t  know  whether  [MFS] 
diversifying  itself  at  this  point  is 
the  best  marketing  strategy,” 
Lowenstein  said.  □ 
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“The  only  thing  not  changing  is  their  wiring  system.” 


Conventional  wiring  can  limit  your  office  functions  and 
mobility  But  with  the  AT&T  SYSTIMAX™  Premises  Distribution 
System  you’ll  have  an  alternative  to  meet  your  present  and 
future  needs. 

Fiber  optics  and  unshielded  twisted-pair  make  it  a  one-time 
wiring  system  that  supports  voice,  data  and  video  company- wide, 
with  virtually  no  rewiring  expenses. 

The  ISDN-ANSI  guidelines  for  FDDI  compatibility  and  Open 
Architecture  mean  AT&T  SYSTIMAX  PDS  will  work  with  most 
existing  local  area  networks  and  communications  equipment  in 
addition  to  almost  any  you’re  likely  to  use  down  the  road. 


Furthermore,  rearranging  or  changing  voice  and  data  equip¬ 
ment  on  your  DEFINITY™  Communications  System  is  easy  just 
access  any  communications  outlet. 

So  if  you  need  a  wiring  scheme  that  can  keep  up  with  your 
office,  ask  your  AT&T  Account  Executive  about  SYSTIMAX  PDS. 
Or  call  1800  247-1212,  Ext.  159. 


AT&T 

The  right  choice. 


A  partial  network  solution  is  no  solu¬ 
tion  at  all. 

And  a  network  solution  without  FT-1 
and  ISDN  leaves  you  unprepared  for 
the  1990 ’s. 

Nor  will  you  have  the  global  digital 
connectivity  which  is  critical  to  the 
future  of  your  network. 

That’s  why  you  need  what  only  GDC 
can  offer:  a  comprehensive  network 
solution. 

We  give  you  access  to  all  the  ele¬ 
ments  you  need  to  create  a  complete 
corporate  network.  From  analog  and 
digital  data  sets  to  powerful  network 
optimization  tools.  Plus,  we  incorpo¬ 
rate  management  and  control  capabili¬ 
ties  into  all  of  our  networking  products. 
This  gives  you  complete  control  beyond 
the  backbone,  desktop-to-desktop. 

What’s  more,  a  GDC  network  offers 
the  flexibility  to  take  full  advantage  of 
FT-1  and  ISDN  without  sacrificing  any 
of  the  benefits  of  private  network 
control. 

Our  MEGAMUX®  Transport  Man¬ 
agement  System  -  the  world’s  most 
advanced  networking  multiplexer  - 
already  has  a  proven  ISDN  Primary 
Rate  Interface.  And  our  FT-1  custom¬ 
ers  are  already  realizing  major  savings 
in  line  costs. 

Further,  MEGAMUX  TMS  offers 
Intelligent  Automatic  Rerouting  to 
ensure  maintenance  of  critical  applica¬ 
tions,  and  a  unique  adaptive  down¬ 
speeding  method  where  bandwidth  is 
dynamically  reassigned.  This  avoids 
denying  service  to  users. 

So  consider  the  fact  that  only  GDC 
can  offer  you  this  choice:  you  can  start 
planning  for  the  future  of  your  network 
today,  or  you  can  pay  the  enormous 
price  of  trying  to  catch  up  later. 

Remember,  ours  is  the  only  total 
network  solution.  And  it’s  backed  by 
over  twenty  years  of  experience  and 
worldwide  service  and  support. 

Find  out  more.  Call  or  write  for  our 
free  video.  Because  for  a  complete 
network  solution  with  FT-1  and  ISDN, 
Only  GDC  Can. 


Call  1-800-777-4005,  General 
DataComm,  Middlebury,  CT 
06762-1299.  Tel:  (203)  574-1118, 
Telex:  643357,  Fax:  (203)  758-8507. 


See  the  FAXNeT  Form  on  Page  #45 


See  Us  At  CMA  ’89  Booth  #1400 
Nov.  28-30,  New  York  Hilton. 


General  DataComm 


INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


u^p 

JL  raditional 
forms  of  telephone 
regulation  were 
designed  to  provide 
customers  in  a 
monopoly  marketplace 
[with]  the  same 
benefits  and 
protections  that 
competition  would,  if 
it  were  present.  But  in 
today’s  environment, 
traditional  regulation 
has  more  downsides 
than  benefits.” 

Robert  Barnett 

President 
Ameritech  Bell  Group 
Chicago 


eople 
Positions 

Network  Equipment 
Technologies,  Inc.  last 
week  named  Daniel  War¬ 
menhoven  to  the  post  of 
president  and  chief  operating 
officer.  Warmenhoven  suc¬ 
ceeds  Bruce  Smith  as  presi¬ 
dent;  Smith  was  elected  chair¬ 
man. 

Most  recently,  Warmenho¬ 
ven  was  general  manager  of 
Hewlett-Packard  Co.’s  Infor¬ 
mation  Networks  Group, 
where  he  oversaw  the  devel¬ 
opment,  manufacturing  and 
marketing  of  HP’s  communi¬ 
cations  products. 

Warmenhoven  will  assume 
responsibility  for  all  opera¬ 
tions  at  the  Redwood  City, 
Calif. -based  provider  of  wide- 
area  network  tools,  including 
T-l  and  T-3  equipment  and 
net  management  software. 

NET’S  Smith,  who  founded 
the  company  in  1983,  retains 
his  role  as  chief  executive  offi¬ 
cer,  while  taking  on  the  role  of 
managing  the  firm’s  board  of 
directors. 

Also,  NET  announced  the 
resignation  of  Fred  Glave, 
senior  vice-president  of  the 
company’s  private  networks 
division. 

Artel  Communications 
Corp.,  a  Hudson,  Mass. -based 
( continued  on  page  52 ) 


Low  prices  to  spur  growth 
in  mobile  satellite  market 

Shift  to  L-band  frequency  seen  as  plus  for  users. 


By  Gail  Runnoe 

Washington  Correspondent 

STAMFORD,  Conn.  —  The 
market  for  mobile  satellite  sys¬ 
tems  is  expected  to  explode  over 
the  next  five  years,  growing  at  a 
150%  annual  clip,  according  to 
studies  conducted  by  Gartner 
Group,  Inc.,  a  market  research 
firm  based  here. 

The  declining  cost  of  mobile 
satellite  systems  —  communica¬ 
tions  systems  used  to  relay  short 
data  bursts  to  and  from  a  central 
location  and  moving  vehicles 
such  as  freight  trucks  or  trains  — 
is  the  primary  factor  fueling  mar¬ 
ket  growth,  said  John  Pemberton, 
program  director  at  Gartner 
Group. 

As  vendors  have  managed  to 
downsize  equipment  —  a  mobile 
satellite  dish  is  roughly  six  inches 
in  diameter  now  —  the  cost  of 
terminal  equipment  has  dropped, 
spurring  sales. 

New  transmission  technol¬ 
ogies  have  also  boosted  the  ca¬ 
pacity  of  satellite  networks,  en¬ 
abling  mobile  network  providers 
to  spread  operating  costs  over 
millions  of  customers,  passing  on 
savings  in  some  cases,  he  said. 

Pemberton  expects  mobile 
satellite  systems  will  have  their 
greatest  impact  on  the  banking, 


insurance,  retail,  and  oil  and  gas 
industries,  as  well  as  the  trans¬ 
portation  industry. 

Mobile  satellite  systems,  he 
said,  “reduce  information  float  in 
field  operations”  and  give  com¬ 
panies  on-line  control  of  remote 
operations.  “This  changes  the 
whole  information  systems  struc¬ 
ture  for  supporting  field  opera¬ 
tions,”  he  said. 


John  Pemberton 


Pemberton  predicts  that  by 
1995,  the  number  of  installed 
mobile  satellite  system  terminals 
will  grow  from  the  present 
( continued  on  page  16 ) 
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AT&T  Computer  Systems  in  Morristown,  N.J.,  recently 
announced  the  formation  of  AT&T  Computer  Systems  — 
International,  a  new  organization  devoted  to  increasing 
AT&T’s  business  outside  the  U.S.  AT&T  Computer  Systems  is  a 
business  unit  of  AT&T’s  Data  Systems  group. 

The  new  international  group  will  initially  sell  AT&T’s  3B2 
minicomputer  and  6386  personal  computer  lines,  as  well  as 
Starlan  10  local-area  network  products  in  Europe. 

Heading  up  the  new  organization  will  be  John  Boyd, 
previously  vice-president  for  worldwide  complementary  market¬ 
ing  at  AT&T  Computer  Systems.  He  will  be  responsible  for 
overall  operations,  including  management  of  computer-related 
activities  with  Istel,  Ltd.,  the  British  information  technology 
services  firm  that  AT&T  announced  its  intention  to  acquire  last 
month. 

Infotron  Systems  Corp.  last  week  announced  it  will  re¬ 
sell  Advanced  Compression  Technology,  Inc.’s  existing  and 
future  subrate  voice/data  multiplexers  under  a  multiyear  OEM 
agreement. 

The  Advanced  Compression  Technology  offerings  will  enable 
Infotron  to  provide  users  with  a  networking  product  that  links 
remote  sites  into  a  network  via  subrate  digital  circuits  and 
analog  leased  lines,  said  James  Tung,  vice-president  for  Far  East 
operations  at  Infotron.  The  products  will  particularly  appeal  to 
customers  with  remote  sites  overseas,  he  said. 

US  Sprint  Communications  Co.  last  week  announced  it 
has  extended  the  reach  of  its  SprintMail  400  (formerly 

( continued  on  page  52 ) 


Changing  face  of  terminal  markets 

Text  terminals  only 


Year 

Shipments 

Millions  of  units 
Shipments  Installed 

base 

Millions  of  dollars 
Shipments  Installed 

base 

1988 

1.571 

8.530 

877 

8,082 

1989 

1.681 

9.651 

923 

8,408 

1990 

1.764 

10.635 

899 

8,311 

1991 

1.832 

1 1 .554 

891 

8,184 

§§§ 

1992 

1.886 

12.381 

874 

8,089 

1993 

1.925 

13,191 

834 

7,978 

.■  ■  •  ■*  1  -  ■  .  ..  .  •.  ...  .....  ' 

Shipments  of  ASCil/ANSI  terminals  will  grow  by  only  4%  between  now 
and  1993,  as  vendors  are  forced  to  sell  more  units  to  maintain  current 
revenue  levels. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  INTERNATIONAL  DATA  CORP.,  FRAMINGHAM,  MASS. 
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Terminal  suppliers 
address  net  demands 


To  protect  their  market  share  from  networked 
PCs,  terminal  vendors  are  expanding  their  lines. 


By  Bob  Brown 

Senior  Editor 

As  users  shift  from  host-based 
terminal  networks  in  favor  of 
networked  personal  computers 
that  share  file  servers,  terminal 
makers  are  reshaping  their  prod¬ 
uct  lines  to  meet  the  changing 
market. 

Commodity  terminals  are  still 
in  demand,  but  suppliers  increas¬ 
ingly  are  retooling  their  factories 
to  push  out  diskless  workstations 
for  local-area  networks,  X/Win- 
dows  terminals  and  other  prod¬ 
ucts  that  pack  a  high  degree  of 
connectivity  with  intelligence  not 
common  in  dumb  terminals. 

Even  though  terminal  sales 
continue  to  grow,  terminal  ven¬ 
dors  are  waging  a  price  war  and, 
consequently,  must  ship  more 
units  to  keep  their  revenue  from 
slipping,  industry  watchers  said. 

Vendors  that  continue  to  satis¬ 
fy  the  needs  of  traditional  termi¬ 
nal  users  as  well  as  the  newer  re¬ 
quirements  of  users  that  need 
more  punch  at  the  desktop  will 
prosper,  they  said. 

Smartening  up 

Users  contacted  by  Network 
World  described  a  shift  in  their 
network  buying  patterns  away 
from  dumb  terminals  and  toward 
more  intelligent  desktop  devices. 

Union  Carbide  Industrial  Gas¬ 
es,  Inc.,  for  example,  is  in  the 
midst  of  a  redesign  that  involves 
consolidating  six  networks  into 
an  X.25  packet-switched  back¬ 
bone  that  supports  multiple  ven¬ 
dors’  architectures  (“Union  Car¬ 
bide  subsidiary  builds  X.25 
network  utility,”  NW,  July  17). 

The  project  has  enabled  the 
Danbury,  Conn. -based  company 
to  swap  vendor-specific  termi¬ 
nals  for  personal  computers  that 
give  users  access  to  four  distinct 
computing  environments. 

Such  user  preferences  for  in¬ 
telligent  desktop  devices  are  be¬ 


coming  more  common  as  users 
seek  to  off-load  processing  from 
large  host  computers  to  desktop 
devices  where  end  users  have  be¬ 
come  much  more  adept  at  han¬ 
dling  network  chores,  said  Eileen 
O’Brien,  terminals  program  man¬ 
ager  at  International  Data  Corp. 
(IDC),  a  Framingham,  Mass.- 
based  market  research  firm. 


Top  U.S. 
terminal  vendors 


1988  ASCII/ANSI 
total  shipments: 
1,570,940 

Applied  Digital  Hewlett-Packard  Co. 
Data  Systems,  Inc.  7.1% 

6.5%  | - 1 

Digital 
Equipment 
Corp. 

16.6%  \ 

V 


\ 


Other 
19.1% 

//  \ 

///  /  | 

FalcoJ 


'  Wyse  Technology 
(and  subsidiary 
y^\\  Link  Technologies, 
Inc.) 


IBM 

Data  J  - 5.6% 

Products,  J  TeleVideo 

•nc*  - Systems,  Inc. 

2-2%  3.6% 

AT&T  —  Qume 

2.5%  3% 

L-  Esprit  Systems,  Inc. 

2.7% 

SOURCE:  INTERNATIONAL  DATA  CORP., 
FRAMINGHAM,  MASS. 
GRAPHIC  BY  SUSAN  SLATER 


The  best  evidence  that  con¬ 
firms  this  trend  toward  increased 
intelligence  and  connectivity  in 
desktop  devices  can  be  seen  in 
terminal  market  forecasts. 

Combined  ASCII/ANSI  termi¬ 
nal  shipments  are  expected  to 
grow  6.5%  annually  between 
1985  and  1993,  according  to  IDC 
research.  But  that  growth  rate  is 
expected  to  slip  to  4.1%  during 
the  1988  to  1993  period. 

Meanwhile,  the  market  for 
diskless  personal  computers, 
which  are  replacing  dumb  termi¬ 
nals  at  many  user  sites,  has  taken 
off.  For  example,  vendors 
shipped  68,340  diskless  worksta- 
( continued  on  page  13 ) 
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Recently  Computerworid named  MCI*  the  most  effective  user  of  information  systems 
in  the  country 

In  their  vie\y  MCI  did  the  best  job  managing  information  technology  to  achieve  one  of 
our  key  business  objectives:  To  be  the  most  flexible  and  responsive  communications  company 

A  similar  survey  in  In formationWEEK also  rated  us  an  industry  leader. 

Which  is  certainly  good  news  for  us. 

But  even  better  for  you. 

Because  it’s  your  assurance  that  as  an  MCI  customer  youll  have  that  same  expertise 
working  for  you.  Introducing  new  products  with  the  features  you  want.  Building  you  the  most 
efficient  network  possible,  with  state-of-the-art  advances.  Ana  giving  you  the  tools  to  manage 
it  yourself. 

We  believe  that  all  of  this  indicates  just  how  hard  MCI  is  working  to  meet  our  business 
objectives.  And  how  well  we  can  help  you  meet  yours. 

For  more  information,  contact  your  MCI  Account  Representative  or  call  1-800-888-0800. 


MCI 

Let  us  show  you.* 


©  MCI  Communications  Corporation,  1989 
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Suppliers  address  net  demands 


continued  from  page  1 1 

tions  last  year,  more  than  double 
the  1987  total  of  33,975  units, 
O’Brien  said. 

Diskless  workstations  offer 
large  amounts  of  main  memory 
to  handle  application  processing 
locally  but  do  not  have  built-in 
disk  drives  for  local  storage,  in¬ 
stead  relying  on  network  servers 
for  file  storage. 

These  devices  deliver  person¬ 
al  computer-like  networking  and 
performance  at  a  moderate  price 
and  with  the  added  security  fea¬ 
ture  of  storing  data  on  a  network 
server,  O’Brien  said. 

“The  PC  has  been  publicized 
as  [having]  a  lot  more  whizbang 
than  the  terminal,”  O’Brien  said. 
“But  I  would  think  that  for  MIS 
managers  making  purchasing  de¬ 
cisions,  an  awful  lot  is  based  on 
economics.  If  you  can  get  a  termi¬ 
nal  to  do  the  job  for  $499,  why 
would  you  pay  $1,000  or  more 
for  a  PC?  The  diskless  PC  is  a 
more  affordable  alternative.” 


ers,  said  Joy  Pinsky,  Wyse’s  mar¬ 
keting  manager. 

“We  see  networking  as  a  good 
opportunity  to  expand  our  busi¬ 
ness,”  Pinsky  said.  The  Net- 
worker  links  to  a  network  server, 
she  said. 

Dianne  Guthmann,  Wyse’s 
product  manager,  added,  “In¬ 
stead  of  letting  the  PC  market 


overcome  us,  we’re  trying  to  take 
advantage  of  PCs.”  Wyse,  which 
is  discussing  an  acquisition  offer 
by  a  Taiwan  consortium,  report¬ 
ed  a  $3-6  million  loss  in  the  quar¬ 
ter  ended  Sept.  30,  largely  the  re¬ 
sult  of  a  poor  performance  by  its 
personal  computer  business,  ana¬ 
lysts  said. 

“X”  marks  the  spot 

Another  alternative  to  basic 
terminals  are  X/Windows  dis¬ 


plays,  said  Abbot  Gilman,  Digital 
Equipment  Corp.’s  marketing 
manager  for  video,  image  and 
printer  systems.  X/Windows  dis¬ 
plays  are  windowing  terminals 
that  offer  a  high  degree  of  net¬ 
work  connections  while  also  of¬ 
fering  the  capability  to  display 
multiple  applications  concur¬ 
rently  on  a  single  screen,  he  said. 
They  are  priced  between  a  plain 
terminal  and  a  personal  comput¬ 
er,  he  added. 


DEC,  a  leader  in  the  terminal 
market,  plans  to  have  a  line  of 
X/Windows  display  products 
available  next  year  that  will  “fill  a 
void,”  Gilman  said. 

“There  is  a  segment  of  the 
market  above  the  vanilla  text 
terminals  and  graphics  termi¬ 
nals,  and  below  the  workstations 
and  PCs.  That’s  the  new  market 
that  we’re  addressing  with  win¬ 
dowing  terminals,”  Gilman  ex¬ 
plained.  □ 


Hughes’  New  Ku-Band 
Fleet  Has  Businesses 
Everywhere  Looking  Up 


Broader  horizons 

Major  terminal  vendors  insist 
that  terminal  sales  are  growing  at 
a  healthier  clip  than  market  re- 


i 

A  he  PC  has  been 
publicized  as  [having]  a 
lot  more  whizbang  than 
the  terminal.” 

AAA 


searchers  suggest.  Nevertheless, 
vendors  said  they  are  placing  in¬ 
creased  emphasis  on  the  market 
for  “processing  terminals”  —  a 
popular  term  for  diskless  work¬ 
stations  and  X/Windows  dis¬ 
plays. 

“The  shift  we  have  seen  is  to 
higher  feature  terminals,”  said 
Ed  Schenk,  vice-president  and 
general  manager  of  the  displays 
division  for  Applied  Digital  Data 
Systems,  Inc.  (ADDS)  in  Haup- 
pauge,  N.Y.  “The  market  is  not 
necessarily  looking  for  a  less  ex¬ 
pensive  terminal,  but  users  want 
a  lot  more  features  for  the  mon¬ 
ey,”  he  said. 

ADDS,  the  terminal  division  of 
NCR  Corp.,  has  focused  on  en¬ 
hancing  its  terminals  in  several 
ways,  Schenk  said.  Among  the 
most  popular  enhanced  products 
are  personal  computer  termi¬ 
nals  that  hang  off  of  host  per¬ 
sonal  computers  rather  than 
mainframes,  or  terminals  that 
link  to  dual  hosts  or  dual  ports  for 
multitasking  purposes,  he  said. 

Wyse  Technology,  the  ASCII/ 
ANSI  terminal  market  leader  ac¬ 
cording  to  IDC,  is  looking  to 
products  from  its  network  termi¬ 
nal  group  to  provide  future 
growth.  About  a  year  ago,  Wyse 
introduced  its  WY-2 1 2  Networker 
diskless  workstation  to  meet  the 
changing  requirements  of  end  us- 


*  Pending  FCC  approval.  ©  1989  Hughes  Communications 


WE  MAKE  IDEAS  HAPPEN.® 

HUGHES 

COMMUNICATIONS 


Hughes  Communications  is  expand¬ 
ing  into  Ku-band  satellite  services,  and 
that’s  good  news  for  your  business. 

Hughes’  acquisition*  of  IBM’s  Satellite 
Transponder  Leasing  Corporation  gives  us 
a  powerful  and  immediate  Ku-band  pres¬ 
ence  to  complement  our  existing  C-band 
services.  With  two  Ku-band  satellites 
operational,  and  one  more  to  be  launched 
next  June,  we  can  now  meet  any  satellite 
communication  requirement  you  have. 

Our  new  Ku-band  service  has  appli¬ 
cations  for  network-quality  broadcasting 
and  business  video,  VSAT  networks  and 
SCPC  services,  and  newsgathering  and 
backhaul  transmissions.  This  entry  into 
Ku-band  services  shows  once  again  that 
Hughes  responds  to  our  customers’  busi¬ 
ness  and  technical  requirements  with 
unmatched  imagination.  And  Hughes  will 
launch  more  Ku-band  birds  in  the  future, 
insuring  unparalleled  flexibility,  as  well  as 
back-up  and  in-orbit  protection. 

With  our  growing  capabilities  in  both 
C-band  and  Ku-band,  Hughes  is  the  com¬ 
pany  of  choice  for  satellite  services.  So  if 
you’re  searching  for  that  special  combina¬ 
tion  of  reliable  technology  and  innovative 
solutions  to  your  communications  needs, 
call  us  at  1-800-232-8728.  Your  business 
will  start  looking  up. 


HUGHES 


Subsidiary  of  GM  Hughes  Electronics 
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Getting  a  network  off  the  ground  is  easy 
with  AIX™  Because  AIX,  IBM’s  enriched 
version  of  the  UNIX®  Operating  System,  brings 

Your  plans  to  connect 
up  all  your  systems  documen“Zi“'ilo  the 

will  fly  a  lot  easier  with  AIX.  SS. 

AIX  gives  you  a  very  high  degree  of 
flexibility.  AIX  lets  you  create  a  transparent 
network  between  platforms  from  a  broad  range 
of  vendors — from  SUN®  to  DEC®  to  AT&T® 
and  HP.® 

It  also  lets  you  link  up  a  broad  range  of 
IBM  systems — from  the  PS/2®  to  the  RT,®  all 
the  way  up  to  the  System/ 370  / 

All  for  one ,  and  one  for  all.  AIX  can 
integrate  a  network  so  effectively,  you’d  swear  it 
was  a  single  system. 

Its  Distributed  Services  among  RT  work¬ 
stations  lets  everyone  in  the  network  share  files, 
programs  and  devices.  To  further  optimize  your 
PS/2  and  System/370  investment,  its  Transpar¬ 
ent  Computing  Facility  will  let  you  shift  power 
from  one  processor  to  another,  as  the  need  arises. 
And  since  AIX  allows  you  to  merge  DOS 
and  UNIX  functions,  you  protect  your  soft¬ 
ware  investment,  too. 

AIX’s  ease  of  use  also  sets  a  new 
standard.  AIX  is  well  documented,  easy 
to  learn  and  provides  connectivity  through 
multiple  communications  protocols. 

So  if  you  want  to  raise  the  quality  of  your 
networking,  connect  with  your  IBM  marketing 
representative  or  IBM  Business  Partner  today 
about  AIX.  The  one  system  that  connects  the 
flexibility  of  open  standards  with  all  the  classic 
strengths  of  IBM. 

For  more  information,  call  1  800  IBM- 
2468,  ext.  148.  AIX  from  IBM.  Making  your 
business  come  together. 


® 


IBM,  PS/2  and  RT  are  registered  trademarks  and  System/370  is  a  trademark  of  International  Business  Machines  Corporation.  AIX  is  IBM's  Advanced  Interactive  Executive  which  is  a  trademark  of  International  Business  Machines  Corporation. 
AT&T  and  UNIX  are  registered  trademarks  of  American  Telephone  and  Telegraph  Company.  DEC  is  a  registered  trademark  of  Digital  Equipment  Corporation.  SUN  is  a  registered  trademark  of  Sun  Microsystems.  Inc.  HP  is  a  registered  trademark 
of  Hewlett  Packard  Company.  ©  1989  IBM  Corp. 


Low  prices 
to  spur  growth 

continued  from  page  1 1 
20,000  to  two  billion.  While  mo¬ 
bile  satellite  systems  are  current¬ 
ly  used  mainly  for  data  transmis¬ 
sion  and  position  detection, 
Pemberton  said  electronic  data 
interchange  will  also  work  well 
with  this  technology. 

Order  entry  data,  for  example, 
can  be  messaged  over  mobile  sat¬ 


ellite  systems,  he  said,  to  help 
support  just-in-time  inventory 
systems. 

Transportation  and  package 
delivery  companies  are  front¬ 
runners  today  in  deploying  mo¬ 
bile  satellite  systems,  Pemberton 
said.  This  is  because  they  can  im¬ 
prove  their  service  by  offering 
tracking  updates  to  manufactur¬ 
ers  and  retailers  with  just-in-time 
operations. 

These  demands  spurred  Key 


INDUSTRY  UPDATE 


Way  Transport,  Inc.,  a  nation¬ 
wide  trucking  firm  based  in  Balti¬ 
more,  Md. ,  to  promise  Sony  Corp. 
of  America  it  will  beta-test  Sony’s 
two-way  mobile  satellite  system, 
the  2 -Wayfarer  Mobile  Communi¬ 
cations  Unit,  said  Dennis  Morgan, 
vice-president  of  administration 
at  Key  Way. 

“You  can  provide  better  ser¬ 
vice  when  you  have  better  infor¬ 
mation,”  Morgan  said.  “When 
you  don’t  know  where  the  truck 


is,  all  you  can  do  is  worry  .”  Mor¬ 
gan  said  he  believes  that  in  the  fu¬ 
ture,  companies  without  a  mobile 
satellite  communications  system 
will  not  be  able  to  compete  with 
others  that  do. 

Financial  security 

The  insurance  and  banking  in¬ 
dustries  could  also  use  mobile 
satellite  systems  to  better  man¬ 
age  information,  Pemberton 
said.  By  using  a  portable  data  en¬ 


try'  keyboard  attached  to  a  mobile 
satellite  dish,  insurance  repre¬ 
sentatives  would  be  able  to  do  on¬ 
site  claims  processing,  a  crucial 
capability  in  disaster  situations 
such  as  Hurricane  Hugo  or  the 
earthquake  in  California,  where 
terrestrial  lines  were  either  down 
or  jammed,  Pemberton  said. 

But  mobile  satellite  systems 
will  not  be  installed  only  for  mo¬ 
bile  purposes,  Pemberton  pro¬ 
jected.  Banks,  he  said,  are  look¬ 
ing  into  using  the  technology  to 
create  more  efficient  automated 
teller  machine  networks. 

While  some  banks  carry  their 
ATM  traffic  over  very  small  aper¬ 
ture  terminal  networks,  Pember¬ 
ton  said  mobile  satellite  systems 
could  be  more  cost-effective. 
“ATMs  transmit  very  short  data 
records,”  he  said,  “and  it’s  very 
possible  some  banks  will  find  an 
economic  windfall  by  using  mo¬ 
bile  satellite  systems  instead  of 
VS  AT  networks.” 

The  price  is  right 

Price  is  the  main  reason  users 
are  expected  to  flock  to  mobile 
satellite  systems.  In  recent  years, 
VSAT  terminals  —  priced  from 
$15,000  to  $20,000  —  were  the 
least  expensive  satellite  dishes, 
Pemberton  said.  Today,  however, 
mobile  satellite  terminals,  which 
emerged  in  the  market  just  last 
year,  cost  users  about  $4,000,  he 
said,  and  are  expected  to  drop  to 
$2,000  by  1992. 

One  reason  prices  have  come 
down  is  because  systems  are  us¬ 
ing  L-band  frequency  —  a  subset 
of  the  UHF  frequency  that  oper¬ 
ates  at  1  GHz  to  2  GHz  —  allow¬ 
ing  users  to  install  terminals  of 
about  six  inches  in  diameter. 

Other  factors  spurring  growth 
in  the  industry  are  technological 
innovations,  including  spectrum 
coding,  which  enables  unique  ter¬ 
minal  identification,  and  spot 
beam  switching,  which  allows  a 
vendor  to  divide  and  reuse  fre¬ 
quency. 

Pemberton  said  the  number  of 
suppliers  in  the  mobile  satellite 
systems  market  is  relatively 
small  because  start-up  costs  — 
usually  about  $400  million  —  are 
prohibitive  to  many  companies. 
Some  market  suppliers,  he  said, 
are  positioned  to  do  very  well  in 
particular  market  segments. 

QUALCOMM,  Inc.,  based  in 
San  Diego,  is  doing  very  well  in 
the  trucking  market,  Pemberton 
said.  Although  the  vendor’s  sys¬ 
tems  use  Ku  band  and  a  slightly 
larger  terminal  dish  of  about  12 
inches  in  diameter,  QUALCOMM 
gained  an  early  foothold  in  the 
market  by  entering  the  arena  be¬ 
fore  a  number  of  L-band  players. 

Geostar  Corp.,  based  in  Wash¬ 
ington,  D.C.,  offers  L-band  ser¬ 
vices  and  has  a  strong  presence  in 
the  transportation  arena,  Pem¬ 
berton  said.  And  American  Mo¬ 
bile  Satellite  Corp.  is  carving  out 
a  niche  in  the  aeronautics  sector. 

Locstar,  a  consortium  of  com¬ 
panies  from  10  European  coun¬ 
tries,  is  expected  to  do  well  in 
Western  Europe  and  the  Middle 
East,  he  said.  □ 


PICK  THE 
BEST  ONE 
FOR 

THE  JOB. 


No  two  jobs  are  alike.  Some  people  need  advanced  communications 
services.  Others  work  with  basic  dial  tone.  Most  fall  in  between,  using 
anything  from  call  transfer  to  integrated  voice  and  data. 

With  Meridian  Digital  Centrex,  you  can  choose  whatever  features  you 
need— and  the  right  phone  for  each  individual.  Fbr  example: 

■  The  basic  centrex  set,  for  one-button  access  to  multiple  lines  and  features. 

■  Display  sets,  to  see  a  caller’s  name  and  number  before  answering 
the  phone. 

■  Speaker  sets,  for  handsfree  operation. 

■  ISDN  sets,  for  integrated  voice  and  data. 

■  Add-on  modules,  for  as  many  as  18, 36,  or  54  extra  lines  and  features 
on  one  phone. 

Call  your  telephone  company  and  ask  for  the  system  that  helps  every¬ 
one  do  the  best  job— Meridian  Digital  Centrex  ^  northern 

and  business  sets  from  Northern  Tblecom.  telecom 
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CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


I  he  National  Centrex 
Users  Group  (NCUG) 
recently  announced  the 
NCUG  Vendor  Source 
Book,  a  free  20-page 
directory  listing 
companies  that 
manufacture,  sell  or 
distribute  everything 
from  Centrex  station 
equipment  to 
telemanagement 
systems.  The  book  can 
be  ordered  by  writing  to 
NCUG  at  P.O.  Box  319, 
Novi,  Mich.  48050. 


rarrier 

Watch 


US  Sprint  Communica¬ 
tions  Co.  recently  reduced 
rates  for  its  all-fiber  T-l  ser¬ 
vice,  Clearline  1.5,  by  up  to 
50%,  effective  Nov.  1.  The 
company  had  originally  said 
last  September  that  it  would 
reduce  T-l  service  rates  by  up 
to  28%  and  lower  the  starting 
point  for  volume  discounts 
from  $20,000  per  month  to 
$10,000  per  month. 

But  it  decided  to  deepen 
the  reductions  after  examin¬ 
ing  T-l  rate  cuts  filed  with  the 
Federal  Communications 
Commission  by  rivals. 


Nevada  Bell  recently  be¬ 
gan  offering  a  voice  mail  ser¬ 
vice  to  Centrex  users  and  will 
extend  the  offering  to  non- 
Centrex  business  customers  in 
the  third  quarter  of  1990. 

The  service’s  Usage  Sensi¬ 
tive  Option  is  designed  for  cus¬ 
tomers  with  moderate  voice 
mail  traffic  and  includes  a 
onetime  $  1 5  installation 
charge  for  each  mailbox,  a 
$  1 0  monthly  recurring  charge 
and  a  10-cent  fee  for  each 
minute  of  usage.  The  Flat  Rate 
Option  is  targeted  at  higher 
volume  users.  Companies  that 
buy  one  to  24  mailboxes  pay  a 
$  19  85  monthly  charge,  while 
users  with  more  than  25  mail¬ 
boxes  are  charged  $15.95  a 
month.  This  option  also  in¬ 
cludes  a  $15  installation 
charge  per  mailbox.  There  are 
no  usage  charges.  Q 


Health  group  signs  bulk 
buying  pact  with  AT&T 

Agreement  to  save  users  $30m  over  3  years. 


By  Bob  Brown 

_ Senior  Editor _ 

LOUISVILLE,  Ky.  —  MedEcon 
Services,  Inc.,  a  group  buying  or¬ 
ganization  for  the  health  care  in¬ 
dustry,  recently  announced  a 
bulk  purchasing  agreement  with 
AT&T  designed  to  save  users  $30 
million  over  three  years. 

Under  the  three-year,  $100 
million  agreement,  MedEcon  will 
work  with  AT&T  to  sell  a  range  of 
network  services  and  equipment 
to  the  purchasing  group’s  1,300 
health  care  members  across  the 
country. 

The  contract  calls  for  AT&T  to 
provide  long-distance  service  for 
operator-assisted  or  credit  card 
calls  from  patients’  rooms  or 
public  telephones,  direct-dial  ser¬ 
vices,  AT&T  800  Service,  as  well 
as  telephone  switches  and  fac¬ 
simile  machines. 

“We  are  offering  this  new  tele¬ 
communications  package  be¬ 
cause  telecommunications  repre¬ 
sents  such  a  significant  portion  of 
annual  health  care  institution  ex¬ 
penditures,”  said  William  Wool¬ 
dridge,  MedEcon ’s  president. 

The  contract  is  one  of  a  grow¬ 
ing  number  of  bulk  buying  agree¬ 
ments  carriers  have  agreed  to  in 
recent  months  (“Users  band  to¬ 
gether  for  service  discounts,” 
NW,  Oct.  23).  The  American 
Business  Network  Limited  Part¬ 
nership,  a  Lyndhurst,  N.J. -based 
consortium  of  60  network  users, 
last  week  signed  a  $25  million 
contract  with  MCI  Communica¬ 
tions  Corp.  for  voice  and  data  ser¬ 
vices. 

MedEcon’s  28-person  sales 
force  will  identify  likely  AT&T  us¬ 
ers  and  then  join  AT&T  sales  rep¬ 
resentatives  on  joint  sales  calls  to 
pitch  the  equipment  and  services, 
said  Niklaus  Fincher,  MedEcon’s 


equipment  program  director. 
MedEcon  will  market  AT&T’s 
telecommunications  products 
and  services  exclusively,  he  said. 

MedEcon  charges  members  a 
yearly  fee,  and  its  sales  represen¬ 
tatives  will  make  commissions  on 
sales  of  AT&T  products  and  ser¬ 
vices. 

Tailor-made  services 

AT&T  offers  a  number  of  net¬ 
work  services  that  are  particular¬ 
ly  suited  to  the  health  care  field, 
Fincher  said. 

For  example,  AT&T’s  new  Ex- 
ecu-Bill  service  offers  individual¬ 
ized  billing  and  reporting  capabil¬ 
ities  for  corporations  with 
employees  who  use  telephone 
calling  cards. 

MedEcon’s  agreement  will  en¬ 
able  health  care  facilities  to  ex¬ 
tend  this  service  to  physicians’  of¬ 
fices  to  promote  goodwill, 
Fincher  said. 

Margaret  Mason,  manager  of 
consulting  services  at  The  Kenne¬ 
dy  Group,  a  Redwood  City,  Calif.  - 
based  health  care  information 
system  consulting  firm,  agreed. 

“Hospitals  are  increasing  or 
improving  their  remote  commu¬ 
nications  with  physicians  to  cre¬ 
ate  physician  bonding,”  said  Ma¬ 
son,  whose  firm  recently  con¬ 
ducted  a  study  on  hospital  usage 
of  computers  and  networks. 

Hospitals  can  increase  their 
patient  turnover  and,  conse¬ 
quently,  their  revenue,  by  doing 
anything  that  makes  life  easier 
for  physicians,  such  as  setting  up 
better  communications  links  or 
offering  communications-related 
perks,  she  said. 

Neither  MedEcon  nor  AT&T 
would  reveal  exact  discounts  on 
AT&T  services  and  equipment 
covered  by  the  agreement.  □ 


Battle  lines  drawn  on 
AT&T  market  status 

FCC  to  hear  arguments,  decide  if  AT&T  should 
still  be  considered  dominant  long-haul  carrier. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Com¬ 
ments  filed  by  long-distance  car¬ 
riers  last  week  indicate  that  a  ran¬ 
corous  battle  is  brewing  over  an 
upcoming  FCC  examination  that 
could  determine  if  AT&T  will  con¬ 
tinue  to  be  defined  as  a  dominant 
carrier. 

Rival  carriers  contend  that 
AT&T  is  still  overwhelmingly 
dominant  with  70%  of  the  long¬ 
distance  market  and  that  the  Fed¬ 
eral  Communications  Commis¬ 
sion  could  destroy  the  competi¬ 
tive  market  by  ruling  otherwise. 

The  carriers  also  claim  that 
giving  AT&T  too  much  flexibility 
will  allow  the  company  to  rees¬ 
tablish  itself  as  a  monopoly, 
which  the  carriers  say  would  al¬ 
most  certainly  hamper  innova¬ 
tion  and  lead  to  higher  prices. 

AT&T  claims  the  opposite  — 
that  the  marketplace  is  highly 
competitive  and  the  current  bur¬ 
densome  regulation  has  stifled  its 
ability  to  be  an  innovator  and 
kept  prices  artificially  high. 

The  battle  lines  were  drawn 
last  week  in  response  to  a  propos¬ 
al  from  the  Alternative  Carrier 
Telecommunications  Association 


suggesting  that  the  FCC  set  up  a 
two-step  proceeding.  The  first 
step  would  examine  whether 
AT&T  still  holds  a  dominant  mar¬ 
ket  position,  and  the  second 
would  propose  regulatory 
changes  based  on  AT&T’s  status. 

Every  major  carrier  that  filed 
comments,  including  MCI  Com¬ 
munications  Corp.,  US  Sprint 


.Rjvals  contend  that 
AT&T  is  still  dominant 
with  70%  of  the  long¬ 
distance  market. 

▲  ▲A 


Communications  Co.,  the  Nation¬ 
al  Telecommunications  Network 
(NTN)  and  the  Competitive  Tele¬ 
communications  Association 
(COMPTEL),  supported  the  two- 
step  process. 

They  said  the  true  status  of  the 
marketplace  is  so  unclear  that  a 
careful  study  of  the  factors  that 
( continued  on  page  22 ) 


BY  ANITA  TAFF 

No  more  bureaucratic  rivalry.  Federal  Communica¬ 
tions  Commission  Chairman  Alfred  Sikes  called  for  increased 
cooperation  between  state  and  federal  regulators  at  a  meeting 
of  the  National  Association  of  Regulatory  Utilities  Commission¬ 
ers  (NARUC)  in  Boston  last  week.  Too  many  times  in  the  past, 
“bureaucratic  rivalries”  between  regulators  have  caused  them  to 
forget  they  are  all  working  to  ensure  that  the  public  has  the 
best  possible  telecommunications  services,  he  said. 

State  regulators  are  at  a  critical  juncture,  Sikes  said,  and  he 
promised  he  will  sponsor  a  regulatory  summit  next  spring  to 
serve  as  a  forum  for  fostering  cooperation.  He  told  the 
regulators  there  are  at  least  five  major  areas  in  which  state  and 
federal  agencies  must  work  together. 

First,  he  challenged  the  regulators  to  define  what  the 
telecommunications  industry  should  provide  to  the  public  — 
just  dial  tone  or  a  broad  array  of  enhanced  services.  Second,  he 
asked  the  state  groups  to  consider  the  most  cost-effective  way 
to  achieve  these  goals. 

Sikes  also  urged  NARUC  members  to  take  a  hard  look  at 
current  state  regulations  and  work  to  harmonize  them  with 
federal  regulations  to  avoid  working  at  cross-purposes. 

The  group  of  regulators  was  also  asked  to  view  the 
telecommunications  industry  as  a  diverse  and  vital  marketplace 
in  which  various  participants  have  widely  differing  concerns  and 
incentives.  And  finally,  Sikes  asked  the  group  to  work  with  him 
to  rekindle  meaningful  dialogue  between  state  and  federal 
regulators.  □ 
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AT&T  adds  second  user  to 
existing  Tariff  16  net  deal 


By  Gail  Runnoe 

Washington  Correspondent 

AUSTIN,  Texas  —  The  Univer¬ 
sity  of  Texas  (UT)  at  Austin  re¬ 
cently  contracted  for  an  out¬ 
bound  calling  plan  that  AT&T  had 
previously  offered  to  another 


user  under  a  custom  Tariff  16 
deal. 

This  is  the  first  time  AT&T  has 
sold  one  of  its  existing  custom¬ 
ized  calling  services  to  a  second 
user  and  may  quiet  opponents 
who  say  these  deals  are  targeted 


at  single  customers. 

Under  the  UT  Austin  contract, 
the  university  will  use  AT&T’s 
Government  Outbound  Calling 
Plan  (GOCP)  to  support  sendee 
from  AT&T’s  Austin  central  office 
switch  to  other  states,  Puerto 
Rico  and  the  U.S.  Virgin  Islands. 
The  GOCP  plan  was  first  offered 
last  month  to  the  Commonwealth 
of  Pennsylvania. 

The  value  of  the  contract  is 
about  $500,000  annually,  said 


Tom  Morris,  university  communi¬ 
cations  superintendent.  The  con¬ 
tract  runs  for  one  year  with  an  op¬ 
tion  to  extend  for  a  second. 
Morris  projected  that  the  univer¬ 
sity  will  save  more  than 
$100,000  annually,  compared 
with  what  it  currently  pays  US 
Sprint  Communications  Co. 

US  Sprint  won  the  business 
three  years  ago  because  its  ser¬ 
vice  was  priced  lower  than  the 
Megacom  service  AT&T  proposed 
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at  the  time.  The  Tariff  16  GOCP 
plan,  which  provides  the  opera¬ 
tional  equivalent  of  Megacom, 
undercut  US  Sprint’s  latest  bid  by 
22%.  The  AT&T  Tariff  16  offer 
also  beat  out  MCI  Communica¬ 
tions  Corp.’s  bid  by  26%  and 
ATC/Claydesta  Communica¬ 
tions,  Inc.’s  bid  by  9%. 

Opponents  of  these  custom 
calling  plans  claim  the  packages 
are  merely  vehicles  for  AT&T  to 
discount  existing  sendees  for  spe¬ 
cific  customers.  AT&T  offers  oth¬ 
er  custom  services  under  Tariffs 
12  and  15. 

UT  Austin’s  new  AT&T  out¬ 
bound  service  is  scheduled  to  be 
cut  over  on  Dec.  1 7.  US  Sprint  will 
continue  to  provide  intrastate 
long-distance  service  for  the  uni¬ 
versity’s  students  and  faculty, 
and  AT&T  will  continue  to  pro¬ 
vide  interstate,  inbound  service 
under  Megacom  800. 

“Competition  has  been  good 
for  us,”  Morris  said.  “My  function 
is  to  provide  the  university  with 
quality  long-distance  service  at 
the  best  possible  price.  In  that  re¬ 
spect,  this  is  avery  good  service.” 


M 

1*  A  orris  projected  that 
the  university  will  save 
more  than  $100,000 
annually,  compared  with 
what  it  currently  pays 
US  Sprint. 

AAA 


Charges  under  UT  Austin’s 
GOCP  plan  include  a  service  es¬ 
tablishment  charge,  a  monthly 
service  charge,  and  time-of-day 
and  distance-sensitive  usage 
rates,  which  AT&T’s  filing  said 
would  be  identical  to  usage  rates 
offered  to  Pennsylvania. 

Actual  rate  tables  in  the  filing, 
however,  show  usage  rates  dur¬ 
ing  day  hours  are  consistently 
lower  for  UT  Austin  than  for 
Pennsylvania. 

Under  the  UT  Austin  offering, 
the  per-minute  prices  during 
business  hours  are  7.9  cents  for  a 
50-mile  call,  8.7  cents  for  a  500- 
mile  call  and  11.09  cents  for  a 
5,000-mile  call. 

Under  the  Commonwealth  of 
Pennsylvania  plan,  the  per-min- 
ute  prices  during  business  hours 
are  8.5  cents  for  a  50-mile  call, 
1 1 .6  cents  for  a  500-mile  call  and 
14. 3  cents  for  a  5,000-mile  call. 

When  questioned  about  the 
discrepancy,  an  AT&T  spokes¬ 
man  said  the  company  had  made 
a  wording  error  in  the  UT  Austin 
filing.  Thefiling  should  have  read 
that  the  two  offers  would  have 
identical  usage  rate  structures  — 
both  based  on  the  same  mileage 
bands  and  time-of-day  divisions 
—  while  actual  prices  would  dif¬ 
fer.  The  spokesman  said  the  com¬ 
pany  would  notify  the  Federal 
Communications  Commission  of 
this  correction.  □ 
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In  the  tidy  world  of  diagrams,  nobody  ever  moves 
to  a  new  office.  Or  changes  jobs.  But  in  the  real 
world,  moves  and  changes  create  telephone 
chaos.  Where  can  you  find  a  phone  system  that 
puts  you  back  in  control?  At  your  local  phone 
company  With  advanced  Digital  Centrex  Service 
provided  from  the  Central  Office,  you  get  to 
control,  assign 
and  service  your 
own  phone 
lines.  Make  your 
own  moves  and 
changes.  Right  from  your  own  premises. 

Employees  get  to  keep  the  same  phone  number 
no  matter  where  or  how  often  they  move.  And 
you  get  to  keep  your  sanity  All  thanks  to  the  state-of- 
the-art  5ESS®  Switch  from  AT&T  Network  Systems. 
Need  a  change?  Make  a  move.  Call  your  local 
phone  company 


You  and  Your 
Local  Phone  Companies 


TELECOMMUNICATIONS 


Lines  drawn  on  AT&T  status 

continued  from  page  1 7 


should  be  considered  must  take 
place. 

Before  the  FCC  moves  to  re¬ 
duce  current  regulation,  it  must 
determine  market  power,  wheth¬ 
er  the  telecommunications  indus¬ 
try  should  be  treated  as  one  sin¬ 
gle  market  or  as  a  collection  of 
separate  services,  as  well  as  the 
future  outlook  for  rival  carriers. 


For  its  part,  AT&T  said  there  is 
already  ample  evidence  that  it  no 
longer  retains  market  power  and 
the  FCC  should  skip  a  lengthy  in¬ 
quiry. 

Sweeping  revisions 

The  agency  should  move  in¬ 
stead  to  immediately  propose  a 
long  overdue  “sweeping  revi¬ 


sion”  of  regulation  for  interex¬ 
change  carriers,  AT&T  said. 

Many  of  the  carriers  filing 
comments  last  week  complained 
that  AT&T  has  distorted  regula¬ 
tors’  views  of  its  position  in  the 
market  and  has  been  able  to  gain 
a  large  degree  of  regulatory  free¬ 
dom  through  the  tariff  process.  A 
public  inquiry  into  AT&T’s  status 
is  the  only  way  to  stop  the  carri¬ 
er’s  continued  piecemeal  deregu¬ 
lation,  they  said. 


s 

L^hepherd  said  that  even  if  AT&T’s  market  share 
dropped  by  2%  annually,  AT&T  would  maintain 
substantial  control  over  the  market  for  at  least  the 

next  five  years. 

▲  ▲A 


Gary  Beach,  Publisher,  Network  World 


Get  Gary  Beach  on  the  phone. 


Network  World 
is  part  of 
IDG’s 
worldwide 
family  of 
publication, 
exposition  and 
research  companies 
providing  the  best 
in  information 
on  the 

information  technology 
industry. 


Gary  publishes  Network  World,  IDG’s  newsweekly  for  users  of 
enterprise-wide  local  and  wide  area  networks.  Rated  the  best  in  its 
field  by  a  comprehensive  Wall  Street  Journal  Study,  Network  World 
is  the  “most  important/useful”  publication  reaching  the  fastest 
growing  segment  of  the  computer/communications  technology 
industry. 

Network  World's  readers  are  leading  and  shaping  the  enterprise 
networking  revolution.  And  they’ve  come  to  depend  on  Network 
World  for  the  hard  news  they  need  to  keep  up  with  this  rapidly 
changing  field.  Quality  editorial  and  quality  readers  are  two  reasons 
why  our  ad  pages  continue  to  grow. 


International  Data  Group 

5  Speen  Street 
Framingham,  MA  01701-9171 
(508)  875-5000 


Network  with  Gary  Beach  at  1-508-820-2543.  He’ll  show  you  why 
the  time  to  position  your  products  and  services  to  the  enterprise 
networking  market  is  now  and  the  publication  is  Network  World. 


•IDG 

Answers  for  the  Information  Age. 


COMPTEL  said  that  no  matter 
what  determination  the  inquiry 
yields,  it  will  at  least  end  “the  tor¬ 
tuous  deregulation-by-a-thou- 
sand-cuts  method  that  has  char¬ 
acterized  AT&T  tariff  pro¬ 
ceedings.” 

Until  now,  AT&T  has  gained 
increased  market  flexibility  by 
exaggerating  the  strength  of  its 
competitors  and  its  loss  of  mar¬ 
ket  share,  the  association  said. 

Bringing  out  the  truth 

A  public  proceeding  will  bring 
out  a  truer  picture  of  AT&T’s  po¬ 
sition,  which,  according  to  FCC 
filings  for  the  second  quarter  of 
1989,  show  that  AT&T’s  share  of 
total  minutes  of  usage  did  not  de¬ 
cline  and  that  its  growth  rate  was 
greater  than  many  of  its  competi¬ 
tors,  COMPTEL  said. 

US  Sprint  agreed  that  “there 
can  be  no  real  question  that 
.  .  .  AT&T  still  retains  substantial 
market  power.” 

Despite  this,  US  Sprint  said  the 
FCC  has  given  AT&T  greater  regu¬ 
latory  freedom  over  the  past  few 
years,  allowing  the  carrier  to  pro¬ 
ceed  with  activities  that  raise  seri¬ 
ous  legal  questions. 

Illegal  discounts 

As  examples,  US  Sprint  point¬ 
ed  out  that:  Tariffs  12,15  and  1 6, 
which  the  carrier  claims  illegally 
provide  discounts  to  single  cus¬ 
tomers;  AT&T  promotions  and 
“misclassifications”  of  services  it 
says  violate  price  cap  rules;  and 
six  instances  in  which  AT&T  has 
allegedly  tried  to  tie  its  regulated 
services  to  equipment  deals. 

NTN  strongly  supported  an  in¬ 
quiry  into  AT&T’s  market  status, 
saying  it  will  become  clear  after 
the  examination  that  AT&T  can¬ 
not  be  deregulated. 

NTN  submitted  a  study  from 
William  Shepherd,  professor  of 
economics  at  the  University  of 
Massachusetts,  which  stated  that 
AT&T’s  degree  of  dominance  “is 
almost  unheard  of  in  the  U.S. 
economy”  outside  of  regulated 
monopoly  utilities. 

Shepherd  concluded  that 
AT&T  received  about  75%  of  the 
revenue  in  the  long-distance  mar¬ 
ket  in  1988  —  six  times  more 
than  its  nearest  competitor.  He 
claimed  that  courts  have  often 
ruled  that  a  monopoly  exists  in 
instances  where  the  gap  between 
competitors’  returns  are  much 
narrower. 

Shepherd  also  said  that  even  if 
AT&T’s  market  share  dropped  by 
2%  annually,  AT&T  would  main¬ 
tain  substantial  control  over  the 
market  for  at  least  the  next  five 
years.  □ 
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PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


“0 

Vur 

competitors  are  still 
trying  to  figure  out 
how  to  connect  their 
own  computers 
together.  We  did  that 
years  ago,  so  now  we 
can  concentrate  on 
connecting  their 
computers  to 
DECnet.” 


Dom  LaCava 

Vice-president 
Low-end  systems 
Digital  Equipment  Corp. 
Maynard,  Mass. 


The  new  products  category  includes  products  that  will  be  developed  in 
each  of  the  other  1 1  categories.  Most  notable  among  the  new  products 
will  be  fractional  T-1  equipment  and  T-3  multiplexing  equipment. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  FROST  &  SULLIVAN.  INC..  NEW  YORK 


Hertz  picks  AT&T  to  build 
cost-saving  data  backbone 

Firm  hopes  to  cut  costs,  centralize  net  control. 

By  Bob  Brown 

Senior  Editor 


D 


Packets 

Systems  Strategies,  Inc. 

recently  announced  LU  6.2  to¬ 
ken-ring  support  for  its  ez- 
Bridge  line  of  software  that 
links  IBM  equipment  with  Dig¬ 
ital  Equipment  Corp.  VAXes. 

The  new  ezBridge  Token- 
Ring  software  gives  VAX/VMS 
users  on  a  DECnet  network 
high-speed  access  to  IBM  Ap¬ 
plication  System/400s,  Sys¬ 
tem  3Xs  and  Personal  Sys- 
tem/2s  on  a  token-ring  local 
net.  Via  one  token-ring  at¬ 
tached  VAX,  outfitted  with  the 
new  software,  any  VAX  on  a 
DECnet  can  access  any  system 
on  the  token-ring. 

The  product  will  be  avail¬ 
able  in  March.  Pricing  ranges 
from  $10,000  to  $25,000,  de¬ 
pending  on  configuration. 

Systems  Strategies  is  locat¬ 
ed  at  225  West  34th  St.,  New 
York,  N.Y.  10001,  or  call 
(212)  279-8400. 

The  Leading  Hotels  of 
the  World,  a  company  that 
represents  over  200  luxury 
hotels  and  resorts  worldwide, 
has  become  the  first  indepen¬ 
dent  hotel  company  to  sign  on 
for  Wizcom  International, 
Ltd.’s  hotel  reservation  net. 

Wizcom’s  ResAccess  net¬ 
work,  announced  in  March, 
gives  hotels  access  to  a  bevy  of 
major  airlines’  computerized 
reservation  systems.  Also  with 
ResAccess,  travel  agents  get 
room  rates,  availability  data 
and  confirmations  from  the 
Leading  Hotels  network.  □ 


OKLAHOMA  CITY  —  The 
Hertz  Corp.  recently  awarded 
AT&T  a  five-year  contract  to 
build  a  nationwide  data  backbone 
that  will  eliminate  costly  dedicat¬ 
ed  links  from  remote  sites  to  its 
net  center  by  shifting  remote  traf¬ 
fic  onto  the  backbone. 

The  network  overhaul  is  de¬ 
signed  to  protect  Hertz’s  invest¬ 
ment  in  its  current  network 
equipment  and  centralize  man¬ 
agement  of  existing  networks 
supporting  about  1,500  car  rent¬ 
al  locations,  as  well  as  marketing 
and  finance  offices. 

Under  the  agreement,  Hertz 
will  install  AT&T’s  Datakit  II  Vir¬ 
tual  Circuit  Switch  at  22  regional 
network  sites,  making  it  one  of 
the  first  users  to  widely  install  the 
product. 

Officials  at  Hertz’s  network 
center  here,  citing  competitive 
reasons,  declined  to  say  how 
much  the  network  project  will 
cost  or  how  much  money  it  will 
save  the  car  rental  firm. 

The  network  will  support 
Hertz’s  car  reservation,  market¬ 
ing  and  financial  activities,  said 
Gary  Orrell,  staff  vice-president 
of  MIS  at  Hertz. 

“This  network  allows  Hertz  to 
protect  its  investment  in  multi¬ 
vendor  systems  and  to  further  de¬ 
ploy  those  systems  while  main¬ 
taining  a  very  cost-effective 
network  solution,”  Orrell  said. 

The  AT&T  contract  not  only 
covers  the  sale  of  data  communi¬ 
cations  equipment,  but  includes 
services  too.  It  is  a  multimillion- 
dollar  agreement,  according  to 


sources  familiar  with  the  contract 
who  asked  not  to  be  named. 

Orrell  confirmed  that  the  Da¬ 
takit  II  switches  will  route  traffic 
over  the  backbone  to  the  data 
center  here,  thereby  eliminating 
costly  low-speed  dedicated  point- 
to-point  links  from  remote  of¬ 
fices  to  the  network  center. 

Hertz  will  link  its  remote  loca¬ 
tions  to  the  regional  Datakit  II 
nodes  via  low-  to  medium-speed 
dedicated  lines  in  the  9-6K  to  56K 
bit/sec  range,  Orrell  said. 

The  Datakit  II  nodes  will  be 
tied  to  the  network  center  here 
via  a  high-speed  backbone  com¬ 
prising  56K  bit/sec  and  T-1  links 
that  support  data  and  some  voice 
traffic.  The  network  center  also 
employs  a  Datakit  II  node,  which 
passes  data  to  any  of  several 
mainframes  from  IBM,  Unisys 
Corp.  and  others,  Orrell  said. 

Datakit  II,  which  became  gen¬ 
erally  available  in  June,  replaces 
the  earlier  Datakit  I  version  of  the 
product  that  the  Park  Ridge,  N.J.- 
based  car  rental  company  had 
started  to  implement  as  regional 
nodes.  Datakit  II  is  an  advanced 
packet  switch  capable  of  trans¬ 
porting  large  amounts  of  data 
over  widely  dispersed  data  nets 
supporting  multiple  protocols 
and  vendors’  equipment. 

Under  the  net  overhaul,  re¬ 
mote  car  rental  offices  will  be 
equipped  with  AT&T’s  eight-  to 
1 6-port  Synchronous/Asynchro- 
nous  Multiplexers,  which  allow 
them  to  communicate  with  the  re¬ 
gional  Datakit  II  nodes  and  ac¬ 
cess  multiple  network  applica¬ 
tions,  sources  said. 

( continued  on  page  26 ) 


DEC  admits  to  delays 
in  DECprint  strategy 

Vendor  says  staff,  technical  issues  holding  up 
delivery  of  blueprint  to  share  printers  on  DECnet. 


By  Jim  Brown 

_ Senior  Editor _ 

MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  last  week  said  it 
will  miss  a  promised  deadline 
next  month  for  publishing  its 
DECprint  architecture,  a  previ¬ 
ously  announced  strategy  to  de¬ 
fine  how  disparate  systems  on  a 
DECnet  or  TCP/IP  net  can  share 
network-attached  printers. 

DEC  announced  its  DECprint 
architecture  last  July  and  was  to 
publish  the  full  blueprint  next 
month.  But  some  technical  de¬ 
tails  that  are  still  not  completed 
and  unspecified  staffing  changes 
on  the  DECprint  project  team  are 
forcing  DEC  to  miss  its  deadline. 

Len  Winmill,  DEC’S  hardcopy 
marketing  consultant,  said  DEC 
will  publish  the  document  as  soon 
as  possible,  but  he  declined  to  of¬ 
fer  a  release  date. 

DECprint  will  enable  users  of 
DEC  and  non-DEC  systems  to  is¬ 
sue  native  system  commands  to 
print  a  document  or  image  on  a 
printer  attached  to  DECnet  or 
Transmission  Control  Protocol/ 
Internet  Protocol  nets. 

DECprint  will  enable  network 
users  to  support  DECprint-com- 
pliant  printers  spread  across  the 
network,  instead  of  relying  on  an 
array  of  printers,  each  linked  to  a 
particular  system  processor. 

The  DECprint  architecture  is 
similar  to  DEC’S  plan  to  release 
software  that  enables  disparate 


systems  on  DECnet  or  TCP/IP 
nets  to  transparently  communi¬ 
cate  and  share  data. 

“Just  as  people  need  seam¬ 
lessness  and  interconnectivity 
among  disparate  systems,  they 
need  it  for  printing  too,”  Winmill 
said. 

The  pending  DECprint  specifi¬ 
cations  will  enable  software  de- 


“T 

I  ust  as  users  need 
interconnectivity  among 
disparate  systems,  they 
need  it  for  printing  too.” 

▲  ▲▲ 


velopers  to  build  DECprint-com- 
pliant  software  that  converts  a 
system’s  proprietary  printer 
commands  to  DEC  printer  com¬ 
mands. 

It  will  also  help  other  printer 
vendors  make  their  products 
DECprint-compliant. 

Eastman  Kodak  Co.  has  al¬ 
ready  agreed  to  work  with  DEC  to 
make  its  Ektaprint  1392  high¬ 
speed  laser  printer  DECprint- 
compliant.  Winmill  said  DEC  is 
trying  to  reach  similar  agree¬ 
ments  with  Xerox  Corp.  and  Sie- 
/ continued  on  page  26 ) 


Gazelle  chipset  makes 
1G  hit/ sec  links  possible 


By  Jim  Brown 

Senior  Editor 

SANTA  CLARA,  Calif.  —  Ga¬ 
zelle  Microcircuits,  Inc.  recently 
unveiled  a  chipset  that  can  help 
computer  manufacturers  build 
communications  boards  support¬ 
ing  synchronous  data  transfer 
speeds  of  up  to  1G  bit/sec. 

The  chipset,  dubbed  Hot  Rod, 
initially  will  be  used  to  build  com¬ 
munications  coprocessor  boards 
that  support  a  point-to-point  link 
between  computers  or  that  go  be¬ 
tween  a  computer  and  a  peripher¬ 
al,  such  as  a  disk  drive. 

Eventually,  the  chipset  could 
be  used  to  build  interface  boards 
that  link  computers  to  local-area 
networks  operating  at  speeds  far 
above  the  emerging  100M  bit/sec 
Fiber  Distributed  Data  Interface. 

Hot  Rod  can  achieve  these 


high  speeds  because  it  is  made 
out  of  gallium  arsenide,  a  com¬ 
pound  similar  to  the  silicon  used 
to  make  most  computer  chips. 
The  combination  of  the  gallium 
arsenide  and  the  Hot  Rod  chip  de¬ 
sign  enable  electrons  to  move 
five  times  faster  in  Hot  Rod  chip- 
sets  than  they  can  through  com¬ 
parable  silicon-based  chips,  said 
Jonathan  Zierk,  Gazelle’s  product 
marketing  engineer. 

Initially,  Zierk  said,  Hot  Rod 
will  be  used  in  communications 
coprocessor  boards,  which  off¬ 
load  the  communications  tasks 
from  the  host’s  CPU  and  transmit 
data  in  a  point-to-point  fashion  to 
another  computer  or  an  attached 
peripheral.  The  boards  will  not, 
however,  provide  an  interface  to 
existing  networks. 

( continued  on  page  26 ) 
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SUN 


No  commercial-grade 
file  system 

No  system  under 
$700/MIPS 

No  POSIX 

compliance 

No  symmetric 
multiprocessing 


DEC 


No  open  I/O  bus 
across  product  line 

No  symmetric 
multiprocessing 
currently  available 

No  multi-vendor 
binary  compatibility 

No  system  under 
$700/MIPS 


IBM 


No  open 
architecture 

No  multi-vendor 
binary  compatibility 

No  POSIX 
compliance 

No  system 
under  $2500/MIPS 

No  symmetric 
multiprocessing 


The  above  comparative  product  data  is  based  on  industry  newsletters, 
industry  analyst  information,  vendor  price  lists,  vendor  advertising 
material,  and  other  material  available  as  of  September  7,  1989. 

For  a  listing  of  information  sources,  please  write  Advertising,  M.S.  9/S, 
Data  General  Corporation,  3400  Computer  Drive,  Westboro,  MA  01580. 


AViiON  and  DG/UX  are  trademarks  of  Data  General. 

UNIX  is  a  registered  trademark  of  AT&T. 

OSF/Motif  is  a  trademark  of  the  Open  Software  Foundation. 
NFS  is  a  trademark  of  Sun  Microsystems. 

©1989  Data  General  Corporation. 


MULTI-VENDOR 
BINARY  COMPATIBILITY 
(88OPEN  BCS) 


SYMMETRIC 

MULTIPROCESSING 


MOTOROLA  88K 
RISC  CHIP 


STARTING  AT 
$500/MIPS 


X-WINDOWS  1 1.3 


CUT 


NFS,  TCP/IP 


FULL  SYSTEM  V.3 
IMPLEMENTATION 


IBM  SNA 


Data  General's  new  AViiON  Family. 


While  others  claim  their  UNIX  based  RISC  platforms  are 
“open,”  only  Data  General’s  AViiON™  Family  is  truly  open.  Wide 
Open.  To  the  UNIX®  standards,  the  networking  standards,  the 
graphical  user  interface  standards.  We  support  the  88open  BCS,  the 
industry’s  only  binary  standard  for  multi-vendor  interoperability, 
System  V.3,  Berkeley,  POSIX,  ANSI  C,  NFS™,  TCP/IP,  IBM  SNA, 
X-Windows,  OSF  Motif™,  VME  and  more.  So  your  AViiON  system  will 
be  open  to  whatever  you  choose. 

And  you  have  a  growing  family  to  choose  from,  starting  as  low 


as  $500/MIPS:  workstations,  servers,  rack-mount  and  multi-user 
systems.  All  with  the  advanced  commercial-grade  features  of  DG/UX™. 

But  don’t  take  our  word  for  it.  Call  1-800-DATAGEN  today  and 
we’ll  send  you  a  free  copy  of  “What  the  Experts  say  about 
Data  General’s  UNIX  based  RISC  Family.”  Or  write  to: 

i  w  Data  General 

3400  Computer  Drive,  Westboro,  MA  01580 


FOR  YOUR  FREE  "WHAT  THE  EXPERTS  SAY"  BOOKLET,  CALL  1-800-DATAGEH. 
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DEC  admits  to  delays 
in  DECprint  strategy 

continued  from  page  23 
metis  Information  Systems,  Inc. 

The  main  component  of  DECprint  will 
be  a  Printer  Access  Protocol  (PAP).  The 
PAP  is  software  that  will  run  on  a  VMS-  or 
Ultrix-based  VAX  and  define  how  print 
jobs,  created  by  disparate  systems,  must  be 
converted  to  DEC  commands  before  being 
printed  on  DECprint-compliant  printers.  It 
also  will  specify  how  the  VAX  will  be  used 
to  pass  print  commands  and  print  job  sta¬ 
tus  messages  between  the  end-user  device 
and  the  printer. 

DEC  has  developed  a  version  of  PAP 
software  that  is  supported  by  DEC’S  Print- 
Server  40,  PrinterServer  40+  and  Print- 
Server  20  printers,  but  not  yet  on  its  other 


printer  lines.  “The  reason  the  protocol  is 
private  today  is  because  we  are  not  confi¬ 
dent  enough  to  nail  it  to  the  ground,  which 
is  what  will  happen  when  we  publish  it,” 
Win  mi  11  said. 

This  early  version  of  PAP  software, 
called  PrintServer,  comes  bundled  with  the 
PrintServer  printers.  PrintServer  printers 
attach  directly  to  a  DECnet-  or  TCP/IP- 
based  Ethernet. 

PrintServer  software  consists  of  Print- 
Server  Client  and  Support  Host  packages 
running  on  a  VMS-  or  Ultrix-based  VAX.  To¬ 
gether,  the  packages  enable  the  VAX  to 
control  the  operation  of  the  PrintServer 
printers.  PrintServer  Client  accepts  print 
requests  from  terminal  users  that  are  at¬ 
tached  to  the  same  VAX  running  the  Print- 
Server  Client  software  or  to  another  VAX 
or  Ultrix  system  on  the  network. 


PrintServer  Client  software  routes  the 
print  job  to  the  network  printer  that  the 
end  user  has  specified.  Future  versions  of 
PrintServer  Client  will  automatically  scout 
the  network  for  the  printer  that  is  best  suit¬ 
ed  for  the  job,  then  download  the  task  to 
that  printer. 

The  Support  Host  software  also  runs  on 
a  VMS-  or  Ultrix-based  system  and  enables 
users  to  download  printer  operating  soft¬ 
ware  to  PrintServer  printers.  This  ap¬ 
proach  will  enable  users  to  download  new 
versions  of  printer  operating  software  to 
the  PrintServer. 

PrinterServer  Client  software  also 
works  with  DEC’S  VMS  Services  for  PCs  — 
which  until  recently  was  called  VAX/VMS 
Services  for  DOS  —  running  on  a  VMS- 
based  server.  VMS  Services  for  PCs  enables 
DOS-based  microcomputers  running 


DEC'S  DECnet  Personal  Computing  Sys¬ 
tems  Architecture  (PCSA)  Client  for  DOS 
software  to  attach  to  DECnet  networks.  A 
version  of  VMS  Services  for  PCs  and  DEC¬ 
net  PCSA  Client  supporting  OS/2-based 
microcomputers  will  be  introduced  next 
spring. 

With  VMS  Services  for  PCs,  microcom¬ 
puter  users  can  issue  DOS  or  OS/2  print 
commands  to  print  a  document  on  a  DEC 
printer.  VMS  Services  for  PCs  will  convert 
those  commands  to  DEC  formats  and  pass 
them  to  the  VAX  running  PrintServer  Cli¬ 
ent  software.  Previously,  those  commands 
were  sent  to  a  DECnet-attached  printer. 

Apple  Computer,  Inc.  Macintosh  users 
linked  to  a  VAX  running  Alisa  Systems, 
Inc.’s  AlisaShare  or  Pacer  Software,  Inc.’s 
PacerShare  Macintosh-to-DECnet  gateway 
software  can  likewise  issue  Macintosh 
commands,  which  are  converted  and  rout¬ 
ed  to  the  VAX  running  PrintServer  Client 
software.  □ 


Chipset  makes 
1G  boards  possible 

continued  from  page  23 

The  first  board-level  products  that  use 
Hot  Rod,  which  consists  of  two  chips,  will 
support  1G  bit/sec  point-to-point  links 
over  coaxial  cable  for  distances  up  to  100 
feet  and  up  to  several  kilometers  over  fi¬ 
ber-optic  cable.  The  chipset  can  also  sup¬ 
port  speeds  of  500M  bit/sec,  250M  bit/sec 
or  1 2 5 M  bit/sec  over  the  same  distances. 
Zierk  said  he  expects  products  that  use  Hot 
Rod  to  hit  the  market  by  mid- 1990. 

Zierk  said  a  prime  use  for  Hot  Rod  is  to 
link  graphics  terminals  on  a  factory  floor 
to  a  host  CPU.  These  terminals  are  often 
used  in  real-time  quality  control  applica¬ 
tions  in  which  an  engineer  can  recall  a 
blueprint  to  ensure  that  a  product  coming 
off  the  production  line  meets  specifica¬ 
tions.  “To  keep  refreshing  a  high-resolu¬ 
tion  graphics  screen,  you  need  to  send  data 
at  rates  of  800M  bit/sec  and  1G  bit/sec,” 
Zierk  said.  With  Hot  Rod,  that  screen  can 
be  refreshed  within  a  second,  whereas  it 
would  take  several  seconds  with  existing 
communications  setups. 

Hot  Rod  chipsets  cost  $370  each  when 
bought  in  quantities  of  1 00.  □ 

Hertz  picks  AT&T  to 
build  data  backbone 

continued  from  page  23 

The  network  supports  a  variety  of  traf¬ 
fic  from  the  remote  sites,  including  asyn¬ 
chronous  and  synchronous  IBM  Systems 
Network  Architecture  traffic  to  hosts  at  the 
net  center  here.  Among  other  remote-site 
applications,  the  Datakit  II  network  sup¬ 
ports  the  Hertz  Advanced  System  Architec¬ 
tural  Plan/As  Soon  As  Possible  (ASAP) 
reservation  counter  automated  point-of- 
sale  system. 

Hertz  will  manage  the  Datakit  II  devices 
using  AT&T’s  StarKeeper  Network  Man¬ 
agement  System  software,  which  runs  on 
an  AT&T  Accumaster  Consolidated  Work¬ 
station.  StarKeeper  and  the  Accumaster 
workstation  are  components  of  AT&T’s 
Unified  Network  Management  Architec¬ 
ture. 

“The  StarKeeper  brings  a  lot  to  the  ta¬ 
ble,”  Orrell  said.  “It  allows  us  to  tie  togeth¬ 
er  and  more  effectively  manage  our  net¬ 
work.”  The  StarKeeper  product  enables 
Hertz,  for  example,  to  reroute  a  downed 
circuit  via  an  alternate  path,  he  said. 

The  Datakit  rollout  is  expected  to  be 
completed  by  year  end,  Orrell  said.  □ 
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MULTIPLEXERS 


In  the  data  business, 
sometimes  it’s  better 
to  mix  and  match. 


At  GTE,  our  data  sales  specialists  and  engineering 
specialists  have  researched,  planned,  designed,  and  imple¬ 
mented  literally  hundreds  of  data  systems,  large  and  small. 
Many  times,  we’ve  found  it  more  efficient  to  design  a  network 
by  selecting  state-of-the-art  components  from  a  variety  of 
manufacturers.  We  MIX  products  and 
MATCH  protocols,  to  meet  your  needs. 

And  when  you  finally  make  your  pur¬ 
chases,  our  loyalties  are  with  you  -  not 
to  any  particular  brand  name. 


If  * 

% 

Besides  knowledge  and  experience  that  span  the 
entire  telecommunications  industry,  GTE  offers  one  distinct 
advantage.  We’ll  stand  behind  any  data  system  we  sell  with 
our  highly  trained  service  staff. 

When  you’re  ready  to  select  a  data  communications 
system,  or  upgrade  the  one  you  have,  do 
two  things. 

Forget  everything  you  know  about  shopping. 
And  call  your  GTE  Account  Manager.  GTE, 
the  data  communications  systems  integrator. 


SO 


NEC  is  a  registered  trademark  of  NEC  Corporation. 


THE  POWER  IS  ON 


See  the  FAXNeT  Form  on  Page  #45 
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Gateway  gives  high-speed 
access  to  packet  networks 

G/X25  supports  digital  links  at  up  to  64K  bit/sec. 

By  Laura  DiDio 

Senior  Editor 


NetWare:  the  end  of  a  love  affair? 


Very  dissatisfied 
10% 


May  migrate 
to  IBM 
10% 


Half  of  the  users  surveyed  do  not  ] 
plan  to  upgrade  to  NetWare  386. 


Will  not  buy 
Netware  386  .... 

50% 


Possible 

LAN  Manager  converts 
20% 


Figures  are  based  on  a  survey  of  50  Fortune  1 ,000  users  who  currently 
have  NetWare. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 


SOURCE:  FORRESTER  RESEARCH,  INC..  CAMBRIDGE,  MASS. 


LAN  Manager  specter 
rises  before  Novell 

Version  2.0  addresses  previous  shortcomings 
and  promises  serious  competition  to  NetWare. 


By  Laura  DiDio 

Senior  Editor 


Worth  Noting 


“A 

L  Annual 

worldwide  network 
server  shipments  have 
grown  more  than 
230%  over  the  last 
two  years.  Monthly 
server  shipments  are 
now  reaching  annual 
rates  of  over  500,000 
units.” 

Dave  Vellante 

Vice-president  of 
Storage  Research 
International  Data  Corp. 

Framingham,  Mass. 


ffletnotes 

HE 

Novell,  Inc.’s  eight-user 
version  of  NetWare  will 
soon  have  a  high-performance 
mass  storage  option,  thanks  to 
a  licensing  agreement  an¬ 
nounced  earlier  this  month 
between  the  net  vendor  and 
Plus  Development  Corp.  of 
Milpitas,  Calif. 

Plus  Development  has  in¬ 
troduced  a  new  ELS  NetWare  II 
Conversion  Kit  for  installing 
the  Plus  Impulse  disk  subsys¬ 
tem  on  servers  running  No¬ 
vell’s  ELS  NetWare  Level  II 
2.15.  The  kit  includes  drivers 
licensed  from  Novell  and  rep¬ 
resents  the  first  time  Novell 
has  licensed  only  a  piece  of 
NetWare  to  an  OEM. 

The  kit  consists  of  seven 
diskettes  that  are  used  in  place 
of  the  installation  diskettes 
that  come  with  ELS  NetWare  II 
and  obviate  the  need  to  run 
Novell’s  lengthy  Compsurf 
program. 

The  kit  can  be  used  to  in¬ 
stall  up  to  eight  80M-byte  Plus 
Impulse  drives  in  a  cluster  ac¬ 
cessed  via  Plus’  multichannel 
Cluster  Disk  Interface.  One 
disk  interface  card  can  handle 
two  internal  drives  and  up  to 
six  external  drives. 

According  to  Plus,  this  in¬ 
terface  and  a  64K-byte  cache 
enable  the  subsystem  to 
achieve  an  effective  average 
access  time  of  12  msecs  and  a 
throughput  of  800K  byte/sec. 

The  kit  will  be  available 
Dec.  2  for  $100. 

For  more  information,  con¬ 
tact  Plus  Development  at 
1778  McCarthy  Blvd.,  Milpi¬ 
tas,  Calif.  95035,  or  call 
-(408)  434-6900.  □ 


LAS  VEGAS  —  Gateway  Com¬ 
munications,  Inc.  last  week  intro¬ 
duced  at  the  Comdex/Fall  ’89 
show  here  an  X.25  gateway  that 
enables  local-area  network  users 
to  access  X.25  networks  over  dig¬ 
ital  facilities  at  speeds  up  to  64K 
bit/sec. 

The  G/X25  Gateway  64  —  a 
hardware  and  software  package 
for  IBM  Personal  Computer  XTs, 
ATs  and  Personal  System/2  Mod¬ 
el  30s  or  compatibles  —  enables 
LAN  users  to  access  remote  hosts 
using  digital  data  circuits  ranging 
in  speed  from  9-6K  bit/sec  to  a 
maximum  64K  bit/sec,  said  Bert 
Ott,  Gateway’s  vice-president  of 
sales. 

The  new  gateway’s  X.25  com¬ 
munications  software  uses  Gate¬ 
way’s  Interactive  Personal  Com¬ 
puter  (IPC)  interface  to  perform 
the  X.3  packet  assembler/disas¬ 
sembler  functions  for  call  routing 


MOUNTAIN  VIEW,  Calif.  — 
Parallan  Computer,  Inc.  has  de¬ 
veloped  software  and  hardware 
that  will  help  OEMs  of  Microsoft 
Corp.’s  OS/2  LAN  Manager  build 
versions  of  the  local-area  net¬ 
work  operating  system  for  serv¬ 
ers  with  two  processors. 

Version  2.0  of  LAN  Manager, 
introduced  earlier  this  month, 
will  run  on  a  server  with  an  Intel 
Corp.  80286  or  80386  processor. 
However,  the  operating  system 
can  also  be  split  up  and  run  across 
two  80386  processors. 

For  example,  the  file  system 
can  be  installed  on  a  main  central 
processor,  and  the  rest  of  the  op¬ 
erating  system  can  be  imple¬ 
mented  on  a  secondary  proces¬ 
sor.  Similarly,  the  entire  operat¬ 
ing  system  can  be  running  on  the 
primary  processor  while  a  second 
processor  is  used  as  an  OS/2  ap¬ 
plication  server  running  a  pro¬ 
gram  such  as  the  Microsoft/ 
Ashton-Tate  Corp.  SQL  Server 
data  base  engine. 

Compaq  Computer  Corp., 
which  earlier  this  month  intro¬ 
duced  a  version  of  LAN  Manager 
2.0  that  supports  two  processors, 
did  its  own  development  work  on 
the  operating  system.  However, 
Parallan  is  offering  the  necessary 
software  and  coprocessor  tech¬ 
nology  to  OEMs  that  do  not  have 


and  session  management. 

The  G/X25  can  be  used  on 
IBM  Network  Basic  I/O  System 
compatible  LANs,  including  OS/2 
LAN  Manager,  Novell,  Inc.’s 
NetWare  and  3Com  Corp.'s 
3  +  Share  and  3  +  Open. 

The  G/X25  supports  as  many 
as  254  sessions,  and  each  LAN 
node  can  support  a  maximum  of 
four  simultaneous  terminal-emu¬ 
lation  sessions,  Ott  said. 

Besides  the  64K  bit/sec  speed 
offered  by  the  gateway,  the  de¬ 
vice  cuts  down  on  the  number  of 
bad  data  packets  transmitted. 
“TheG/X25  Gateway  64  features 
guaranteed  delivery  of  all  data 
packets  with  less  than  one  unde¬ 
tected  error  for  every  100  data 
bits  transmitted,”  Ott  said. 

Patrick  Weithers,  director  of 
computer  services/MIS  at  Black 
Entertainment  Television  (BET), 
a  cable  TV  network  in  Washing¬ 
ton,  D.C.,  agreed.  BET  has  beta- 
( continued  on  page  28 ) 


Compaq’s  resources. 

The  Parallan  software  is  avail¬ 
able  in  two  configurations:  one 
for  a  file  server  environment  and 
one  for  an  application  server. 
LAN  Manager  OEMs  can  also  pur¬ 
chase  Parallan’s  coprocessor 
board,  which  includes  an  Intel 
80386  processor  and  4M  to  8M 
bytes  of  random-access  memory, 
or  they  can  license  the  technol¬ 
ogy  to  use  as  a  template  for  their 
own  boards. 

The  file  server  configuration 
puts  the  file  system  on  the  main 
processor  and  the  OS/2  logic  and 
network  protocols  on  the  other 
processor.  In  the  application 
server  version,  the  network  pro¬ 
tocols  are  on  the  primary  proces¬ 
sor  with  the  file  system,  leaving 
the  second  processor  to  handle 
only  applications,  maximizing 
application  throughput. 

Whether  a  server  has  one  or 
two  central  processors  is  trans¬ 
parent  to  LAN  Manager  applica¬ 
tions;  they  merely  run  faster  in 
the  two-processor  configuration. 

The  hardware  and  software 
are  available  from  Parallan  now. 
The  board  supports  the  industry- 
standard  architecture  defined  by 
the  original  IBM  Personal  Com¬ 
puter  XT  and  AT  line,  although 
Parallan  said  it  is  working  on  Mi¬ 
cro  Channel  architecture  and  Ex¬ 
tended  Industry  Standard  Archi¬ 
tecture  versions.  □ 


CAMBRIDGE,  Mass.  —  Al¬ 
though  Novell,  Inc.’s  NetW'are  is 
firmly  entrenched  as  the  No.  1  lo¬ 
cal-area  network  operating  sys¬ 
tem  with  about  60%  market 
share,  its  continuing  success  is  by 
no  means  assured,  according  to 
financial  and  market  research  an¬ 
alysts. 

Several  converging  factors 
threaten  Novell’s  dominance,  an¬ 
alysts  say,  the  most  ominous  of 
which  is  the  imminent  release  of 
LAN  Manager  Version  2.0  by 
about  36  OEMs. 

LAN  Manager  2.0,  scheduled 
to  ship  in  the  first  quarter  of  next 
year,  is  functionally  more  robust 
than  the  initial  1.0  implementa¬ 
tion  and  promises  to  give 


L  AN  Manager  2.0 
addresses  all  of  the 
weaknesses  of  the 
earlier  version. 

AAA 


NetWare  the  first  serious  compe¬ 
tition  in  its  six-year  domination 
of  the  LAN  network  operating 
system  market. 

“LAN  Manager  2.0  will  be  a 
much  stronger  competitor  to  No¬ 
vell’s  NetWare  than  any  system 
Novell  has  ever  faced,”  said  Mary 
Henry,  an  analyst  at  Goldman, 
Sachs  &  Co.,  a  New  York-based  in¬ 
vestment  firm. 

Henry  and  other  analysts  said 
they  believe  LAN  Manager  2.0  ad¬ 
dresses  all  of  the  weaknesses  of 


the  earlier  version,  including  ex¬ 
cessive  system  memory  con¬ 
sumption  and  weak  security  fea¬ 
tures.  LAN  Manager  2.0,  analysts 
say,  goes  beyond  current  require¬ 
ments  by  providing  a  client/ 
server  architecture  for  the  future. 

By  contrast,  Henry  noted,  No¬ 
vell’s  NetWare  is  primarily  for  file 
and  print  sharing.  With  the  net¬ 
work  industry  moving  toward  dis¬ 
tributed  client/server  applica¬ 
tions,  Novell’s  approach  now 
appears  somewhat  simplistic, 
Henry  said. 

“By  most  measures  of  perfor¬ 
mance  and  functionality,  we 
think  that  the  performance  gap 
that  once  existed  between  Novell 
and  Microsoft  [Corp.]  has  disap¬ 
peared,”  Henry  said. 

“The  perception  is  that  LAN 
Manager  is  the  standard,  since  ev¬ 
ery  major  computer  company  — 
including  the  most  recent  con¬ 
vert,  Compaq  [Computer  Corp.] 
—  has  licensed  it,”  she  said. 
“Compatible  products  will  evolve 
for  a  long  time  on  all  the  major 
hardware  platforms,  including 
MS-DOS,  OS/2  and  Unix,”  Henry 
said. 

LAN  Manager  gained  more 
momentum  last  week  at  the 
Comdex/Fall  ’89  show  in  Las  Ve¬ 
gas  when  IBM  and  Microsoft 
announced  they  would  merge 
theMicrosoft/3Com  Corp. -devel¬ 
oped  LAN  Manager  with  IBM’s 
LAN  Server.  The  effort  will  ensure 
that  all  of  the  application  pro¬ 
gram  interfaces  used  with  the 
LAN  operating  systems  will  be 
identical. 

The  IBM /Microsoft  announce¬ 
ment  came  on  the  heels  of  Com¬ 
paq’s  announcement  a  week  ear¬ 
lier  that  it  too  had  joined  the 
ranks  of  the  LAN  Manager  OEMs. 
( continued  on  page  28) 


Tools  adapt  LAN  Manager 
for  dual-processor  servers 

By  Susan  Breidenbach 

Wfest  Coast  Bureau  Chief 
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Gateway  gives  speedy 
access  to  packet  nets 

continued  from  page  27 
tested  the  X/ 2  5  Gateway  64  for  the  past 
two  months  on  its  IBM  4M  and  16/4M  bit/ 
sec  Token-Ring  LANs. 

“The  X/25  Gateway  64  gives  us  [a]  93% 
errorfree  data  transmission  rate  since  it 
uses  digital  data  signals,  which  are  much 
less  prone  to  errors  than  analog  signals,” 
Weithers  said.  “Prior  to  this,  we  had  a  data 
retransmission  rate  of  17%  with  our  9-6K 
bit/sec  gateways,  which  utilized  analog 
transmission  facilities.” 

The  single  connection  to  the  packet- 
switched  network  will  enable  LAN  work¬ 
station  users  to  access  multiple  devices, 
winch  reduces  the  requirement  for  multi¬ 
ple  dedicated  lines  and  modems  for  con- 


They  knew  a  shortage  of 
inventory  could  lead  directly  to 
a  shortage  of  happy  customers. 
So  the  formal  wear  company 
did  what  many  other  businesses 
are  doing  today  and  began  m 
managing  price,  sales  and  I 
inventory  information  on  a  I 
real-time  basis  with  a  new  m 
inventory  control  system 
their  branches  can  access  11 
through  the  Ameritech® 

Packet  Switched  Network. 

On  the  Network,  data  from 
the  company’s  terminals  and 
central  computer  is  put  into 
electronic  packets  and  moved 
in  interactive  bursts  over 
Ameritech’s  high-speed  digital 
facilities.  Security,  data 
integrity  and  accurate  delivery 
are  ensured  by  the  X.25 
protocol  standard. 


©1989  Ameritech.  All  Rights  Reserved. 


nections  to  remote  hosts. 

Weithers  said  that  the  G/X25  enabled 
the  cable  TV  station  to  cut  costs  and  raise 
LAN  users’  efficiency. 

Although  BET's  9-6K  bit/sec  gateways 
offered  sufficient  data  transfer  speeds  for 
routine  file  transfers  and  electronic  mail 
messaging  among  its  70  network  users, 
Weithers  said  the  response  time  was  inade¬ 
quate  for  users  in  the  station’s  finance  de¬ 
partment,  wrhich  is  in  remote  offices. 

Five  members  of  BET's  finance  depart¬ 
ment  depend  on  the  gateway  for  simulta¬ 
neous  interactive  access  to  integrated  ac¬ 
counting  applications  on  an  Intel  Corp. 
80386-based  server  at  BET  headquarters. 

“When  w'e  used  the  9.6K  bit/sec  gate¬ 
ways  to  try  to  establish  simultaneous  inter¬ 
active  accounting  sessions,  it  took  the  av¬ 
erage  employee  an  entire  day  to  complete 


the  transmission  of  general  ledger  entries 
into  BET’s  data  base.  The  same  task  using 
the  X/25  Gateway  64  takes  just  two 
hours,”  Weithers  said.  “That  adds  up  to 
about  $200  per  day  [in]  savings  for  each  of 
our  five  finance  department  employees 
[because  of]  reduction  of  manpower  hours 
spent  on  a  specific  task.” 

The  G/X25  Gateway  64  consists  of  a 
wide-area  network  interface  adapter  with 
an  on-board  Intel  80186  CPU  and  firm¬ 
ware  that  performs  the  high-speed,  multi¬ 
tasking  processing.  The  intelligent  hard¬ 
ware  resident  in  the  gateway’s  adapter 
allows  the  personal  computer  host  or  serv¬ 
er  to  remain  nondedicated,  thus  leaving 
the  system  free  for  use  as  a  network  work¬ 
station. 

The  G/X25  Gateway  64  is  available 
nowand  costs  $3,445.  □ 


LAN  Manager  specter 
rises  before  Novell 

continued  from  page  27 

The  message  these  two  developments 
send  to  users  is  clear:  Despite  a  rocky  start, 
LAN  Manager  will  be  a  de  facto  standard 
with  staying  power  and  will  clearly  eat  into 
NetWare's  market  share. 

As  if  the  renew  ed  threat  of  LAN  Manag¬ 
er  were  not  enough  for  Novell  to  deal  with, 
a  recent  survey  by  Forrester  Research,  Inc. 
in  Cambridge,  Mass.,  of  50  current  Fortune 
1 ,000  Novell  users  indicated  unhappy  with 
NetWare  in  a  number  of  key  areas.  Titled 
“High  Noon  in  Provo,”  the  survey  showed 
users  were  dissatisfied  with  NetWare’s  lack 
of  OS/2  support,  unsophisticated  wide- 
area  networking  (WAN),  poor  service  and 
the  high  cost  of  NetWare  386,  which  is  30% 
to  50%  more  expensive  than  rival  prod¬ 
ucts. 

Additionally,  50%  of  the  users  surveyed 
by  Forrester  said  they  will  not  buy  NetWare 
386,  according  to  Mary  Modahl,  the  ana¬ 
lyst  who  prepared  the  report. 

“Users  are  frankly  shocked  by  the 
$8,000  price  tag  of  NetWare  386.  Most  us¬ 
ers  expect  to  pay  in  the  $3,000  to  $5,000 
range  for  network  operating  systems,  and 
many  of  the  users  we  spoke  with  said  they 
won’t  buy  [NetWare  386]  unless  the  price 
drops,”  Modahl  said. 

Based  on  user  reactions,  Modahl  pre¬ 
dicts  that  Novell  will  be  compelled  to  cut 
the  price  of  NetWare  386  in  the  first  quar¬ 
ter  of  1990.  “Novell  is  going  to  have  to 
prime  the  pump  to  get  NetWare  386  sales 
flowing,”  Modahl  said. 

Bright  spots 

The  news  is  not  all  bad  for  Novell 
though.  According  to  the  Forrester  study, 
60%  of  the  Novell  users  polled  are  con¬ 
vinced  NetWare  is  the  best  LAN  choice.  And 
Raymond  Noorda,  Novell  president  and 
chief  executive  officer,  recently  told  Net¬ 
work  World  that  NetWare  is  gaining  about 
400,000  new  users  every  quarter. 

Still,  if  Novell  is  to  continue  increasing 
its  installed  base,  it  will  have  to  address 
key  user  concerns,  according  to  Forres¬ 
ter’s  Modahl.  Forty  percent  of  the  users 
surveyed  said  they  are  reviewing  their 
commitment  to  NetWare.  Within  that  fig¬ 
ure,  1 0%  of  the  users  expressed  severe  dis¬ 
satisfaction,  citing  shoddy  service  as  the 
chief  problem. 

Ironically,  it  is  the  burgeoning  success 
of  NetWare  that  has  created  “a  service 
nightmare”  for  Novell,  says  Doug  Gold, 
manager  of  communications  industry  re¬ 
search  at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass.  “For  a  company  that  only 
has  about  2,000  employees  and  plans  to 
lay  off  about  20%  of  its  work  force  during 
1989,  the  task  of  supporting  50%  of  the 
worldwide  installed  base  of  LANs  may 
prove  overwhelming,”  Gold  said. 

Modahl’s  study  also  show-ed  that  anoth¬ 
er  20%  of  NetWare  users  are  considering 
migrating  to  LAN  Manager  because  they 
want  OS/2  applications  and  WAN  commu¬ 
nications  capabilities.  The  remaining  10% 
said  they  might  migrate  to  IBM. 

“Novell  has  no  choice,"  Modahl  said. 
“They  must  position  NetWare  386  clearly 
vis-a-vis  OS/2  and  offer  better  wide-area 
services  or  face  additional  defections.” 

Better  positioning  or  not,  Henry  says 
the  defections  are  inevitable. 

“Although  Novell  currently  has  the 
dominant  market  share  and  boasts  many 
loyal  users,  the  erosion  of  that  market 
share  is  inevitable,  and  we’re  suggesting  to 
clients  that  they  avoid  buying  Novell 
stock,”  Henry  said.  □ 


Formal  wear  company  depends  on 
Ameritech  Packet  Switched  Network 
to  make  sure  pants  and  groom 
get  to  church  at  same  time. 


Productivity  has  improved  by 
a  third  since  the  new  system 
went  in.  And  now  the  formal 
wear  company  can  handle  last- 
minute  customer  changes  and 
respond  quicker  to  new  trends. 

The  Ameritech  Packet 
Switched  Network  can  pro¬ 
vide  access  to  national  and 
international  packet  carriers. 

It’s  part  of  the  Ameritech 
\ ,  Business  Network,  which 

includes  a  family  of 
transport  and  data 
access  services  that  can 
be  tailored  to  meet  your  specific 
communications  needs. 

More  technical  information 
about  the  Ameritech  Packet 
Switched  Network  is  available. 
For  a  free  brochure,  please  call 
1  800  242-8580,  Ext.  A26. 
Solutions  that  work. 

JSmEitiTECH 

Illinois  Bell  Indiana  Bell 
Michigan  Bell  Ohio  Bell 
Wisconsin  Bell 
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MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


Worth  Noting 


“0 

V  ne  reason 
many  companies  are 
outsourcing  their  data 
processing  or  network 
operations  is  because 
they  can’t  provide 
technical  specialists 
with  adequate  career 
paths  within  their 
organization.” 

Kenneth  Hoyt 

Consultant 
Arthur  D.  Little,  Inc. 

Cambridge,  Mass. 


ssociation 

Watch 


The  National  Automat¬ 
ed  Clearing  House  Associ¬ 
ation  (NACHA)  recently  an¬ 
nounced  that  its  multimillion- 
dollar  campaign  to  encourage 
electronic  deposits  of  pay- 
checks  helped  register 
380,000  employees  in  direct 
deposit  programs  nationwide 
from  April  through  September 
of  this  year.  The  number  of 
new  enrollees  was  more  than 
double  that  of  projected  fig¬ 
ures,  according  to  NACHA  offi¬ 
cials.  The  enrollment  boost  is 
expected  to  save  U.S.  banks 
more  than  $2.9  million  a  year. 


The  Transportation  Da¬ 
ta  Coordinating  Commit¬ 
tee:  Electronic  Data  In¬ 
terchange  Association 
(TDCC:EDIA)  will  hold  its 
21st  National  EDI  Systems 
Conference  and  Exhibit  Dec. 
12  to  14  in  Washington,  D.C. 
The  conference,  which  is  ex¬ 
pected  to  draw  about  2,400 
people,  will  feature  more  than 
120  vendor  exhibits,  43  semi¬ 
nars  and  four  half-day,  pre¬ 
conference  tutorials. 

James  Barksdale,  chief  op¬ 
erating  officer  of  Federal  Ex¬ 
press  Corp.,  will  give  the  key¬ 
note  address,  titled  “EDI: 
Making  it  Work,  Making  it  Pro¬ 
ductive,  Making  it  Profitable.” 

Attendance  at  the  confer¬ 
ence  costs  $395  for  TDCC: 
EDIA  members  and  $450  for 
nonmembers;  members  can 
attend  the  tutorials  for  $195, 
while  nonmembers  must  pay 
$225.  To  register,  call  TDCC: 
EDIA  at  (703)  838-8042.  □ 


Typical  network  budget  breakdown 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 


SOURCE:  TFS.  INC..  WESTFORD,  MASS. 
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Network  to  link  doctors  to 
hospital,  labs,  drug  stores 

Net  will  reduce  red  tape  and  save  doctors  time. 


By  Wayne  Eckerson 

Staff  Writer 

KNOXVILLE,  Tenn.  —  In  an 
effort  to  trim  costs  and  reduce  pa¬ 
perwork,  Park  West  Medical  Cen¬ 
ter  here  is  building  a  network  that 
lets  affiliated  physicians  use  mi¬ 
crocomputers  to  dial  into  the  hos¬ 
pital,  as  well  as  reference  librar¬ 
ies,  laboratories,  insurance 
companies  and  pharmacies. 

The  network  enables  physi¬ 
cians  to  schedule  patient  visits  to 
Park  West  and  receive  test  results 
quickly.  It  also  helps  Park  West 
make  more  efficient  use  of  its 
clinical  and  clerical  staff  and 
equipment. 

“We  are  trying  to  give  physi¬ 
cians  a  maximum  amount  of  in¬ 
formation  in  a  minimum  amount 
of  time,”  said  Jim  Morris,  assis¬ 
tant  administrator  at  Park  West, 
which  is  owned  and  managed  by 
the  Hospital  Corp.  of  America  in 
Nashville. 

Morris  said  the  network  will 
create  a  bond  between  physicians 
and  Park  West  by  making  it  easier 
for  the  physicians  to  do  business 
there. 

The  network  will  reduce  bu¬ 
reaucratic  hassles  and  save  physi¬ 
cians  time  when  scheduling  ap¬ 
pointments,  filing  insurance 
claims,  receiving  test  results  and 
consulting  with  other  physicians. 

As  a  result,  doctors  will  be 
more  apt  to  admit  patients  to 
Park  West,  Morris  said.  This  will 
boost  the  hospital’s  bottom  line 
and  give  it  a  competitive  advan¬ 
tage  over  nearby  hospitals. 

“One  of  the  reasons  health 
care  is  so  expensive  is  that  we 
[physicians]  are  buried  under  pa¬ 
perwork,”  said  Dr.  Charles  Bar¬ 
nett,  a  practicing  physician  at 
Park  West. 

While  many  hospitals  are 
building  links  to  affiliated  physi¬ 
cians,  few  are  linking  physicians 


together  or  to  other  outside 
groups,  such  as  insurers,  said 
George  Kennedy,  president  of 
The  Kennedy  Group,  a  health 
care  technology  consulting  firm 
in  Redwood  City,  Calif.  The  Park 
West  network  is  actually  a  beta- 
test  product  from  Med  Data  Plus, 
Inc.,  a  medical  software  company 
here  founded  by  Barnett. 

Med  Data  Plus,  in  conjunction 
with  AT&T,  is  providing  partici¬ 
pating  physicians  with  AT&T  per¬ 
sonal  computers  outfitted  with 
modems  and  communications 
software.  The  communications 


Dr.  Charles  Barnett 


software  enables  physicians  to 
autodial  participating  pharma¬ 
cies,  insurers  and  other  health 
care  groups  that  are  part  of  the 
network.  These  groups  also  have 
been  equipped  with  Med  Data 
Plus  software  and  any  communi¬ 
cations  equipment  they  needed. 

In  addition,  Med  Data  Plus 
equipped  Park  West  with  an 
AT&T  3B2  minicomputer  to  pro¬ 
cess  incoming  physician  calls  and 
to  run  scheduling  software  from 
IntelliMed  Corp.  of  Nogura  Hills, 
Calif. 

IntelliMed's  software  keeps 
track  of  how  much  time  each  phy¬ 
sician  needs  to  complete  specific 
medical  procedures  and  sched¬ 
ules  appointments  accordingly. 
( continued  on  page  30) 


British  exchange’s 
futures  net  a  first 


New  futures  trading  network  will  extend  the 
exchange’s  operating  hours,  woo  Chicago  traders. 


By  Barton  Crockett 

Senior  Editor 

LONDON  —  Next  week,  the 
London  International  Financial 
Futures  Exchange  (LIFFE)  plans 
to  become  the  first  exchange  in 
the  world  to  cut  over  a  network 
that  supports  the  electronic  trad¬ 
ing  of  futures. 

The  so-called  Automated  Pit 
Trading  (APT)  system,  sched¬ 
uled  to  start  operation  Nov.  30, 
will  be  the  first  of  three  futures 
trading  networks  expected  to 
come  on-line  in  the  next  two 
years.  The  others,  the  Chicago 
Mercantile  Exchange’s  Globex 
net  and  the  Chicago  Board  of 
Trade's  Aurora  network,  are  slat¬ 
ed  to  go  live  in  1990,  although 
the  cutover  of  Aurora  may  be  de¬ 
layed  by  ongoing  negotiations  to 
merge  the  net  with  Globex. 

LIFFE  considers  APT  critical  to 
its  survival  in  the  1990s.  APT  will 
be  used  to  extend  LIFFE’s  regular 
trading  day  by  a  few  hours,  help¬ 
ing  LIFFE  lure  traders  from  other 
time  zones.  This  is  considered 
necessary'  to  compete  with  the 
Chicago  exchanges,  which  are  ex¬ 


pected  to  use  their  own  after- 
hours  trading  networks  to  woo 
LIFFE  traders. 

“We  need  APT  in  order  to  as¬ 
sure  continued  liquidity,”  said 
LIFFE’s  director  of  technical  ser¬ 
vices,  Roger  Barton. 


i  c 


w. 


e  need  APT  in 
order  to  assure 
continued  liquidity,”  said 
LIFFE’s  Barton. 

AAA 


APT  also  represents  a  high- 
profile  extension  of  a  three-year 
initiative  by  the  British  exchange 
to  use  information  networks  for 
competitive  advantage.  The  mul- 
timillion-dollar  effort,  dubbed 
LIFFEforce,  includes  plans  to  re¬ 
vamp  LIFFE’s  trade  matching  sys¬ 
tems,  to  expand  the  capabilities 
( continued  on  page  30 ) 


BY  WAYNE  ECKERSON 


Do  you  fit  the  CIO  bill?  If  you’re  a  43-year-old,  white, 
Protestant  male  married  to  your  first  spouse,  hold  an  advanced 
degree,  work  54  hours  a  week  and  make  $71,320,  there’s  a 
good  chance  you’re  a  chief  information  officer  (CIO)  in  the 
health  care  industry.  That’s  according  to  a  recent  survey  of  100 
health  care  CIOs  by  Heidrick  and  Struggles,  Inc.,  an  executive 
search  firm  in  Chicago,  and  the  Healthcare  Information  and 
Management  Systems  Society  (HIMSS),  a  Chicago-based  associa¬ 
tion  of  information  systems  managers. 

The  typical  health  care  CIO  oversees  an  annual  budget  of 
$3.8  million  and  has  logged  seven  years  in  the  same  organiza¬ 
tion  and  four  years  in  his  or  her  current  position.  More  than 
80%  of  the  respondents  said  their  primary  role  is  to  determine 
information  technology  strategy,  particularly  integrating  infor¬ 
mation  systems  and  telecommunications. 

Not  surprisingly,  most  respondents  don’t  hold  the  title  of 
CIO.  A  majority  of  those  surveyed  (51%)  are  vice-presidents, 
18%  are  directors  and  just  7%  are  officially  CIOs. 

Nearly  40%  of  the  executives  surveyed  report  to  the  chief 
operating  officer,  17%  report  to  a  chief  financial  officer  and 
12%  report  to  a  senior  vice-president.  Just  one-third  (34%) 
report  directly  to  the  chief  executive  officer. 

Ready  or  not,  1992  is  coming.  A  surprising  number 
of  U.S.  companies  aren’t  ready  to  compete  in  post- 1992  Europe, 
according  to  a  recent  survey  of  350  chief  executive  officers  by 
The  Conference  Board,  a  business  research  group  in  New  York. 

Forty-five  percent  of  executives  surveyed  said  their  firms 
have  an  insufficient  presence  in  Europe  to  compete  effectively 

( continued  on  page  30 ) 
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j  System 


LiFFE  invests  in  IS 


Description 


i  Trade  Registration 
I  System  (TRS) 


Real-time  trade 
recording  and  matching. 


Trade  Registration 
Application  Message 
Protocol 


Common  application 
interface  for  TRS. 


.  Clearing  Processing  Real-time  updates  of  a  Sept.  89  -  March  90 
System  firm’s  trading  position. 


Automated  Pit 
Trading  (APT) 


After-hours  futures  and 
options  trading  network. 


LIFFELink 


Common  interface  that  Dec.  89 

price  quote  vendors  can 
use  to  route  buy  and  sell 
orders  to  the  APT  network. 


Major  components  of  LIFFEforce,  a  multiyear  IS  initiative  by  the 
London  International  Financial  Futures  Exchange. 


SOURCE:  LIFFE,  LONDON 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 


British  futures 
net  a  first 

continued  from  page  29 
of  its  price  reporting  networks 
and  to  become  the  first  exchange 
in  the  world  to  offer  trading  firms 
an  on-line,  real-time  account  of 
their  trading  position. 

Crown  jewel 

But  the  crown  jewel  of  LIFFE¬ 
force  is  APT.  For  a  monthly 
charge  of  approximately  $1,200 
and  a  onetime  installation  fee  of 
about  $2,100,  LIFFE  will  give  APT 
users  a  Sun  Microsystems,  Inc. 
workstation  and  a  dedicated  64K 
bit/sec  link  to  two  Sun  host  work¬ 
stations  at  the  exchange  running 
APT  trading  software.  These  host 
workstations  will  be  configured 
to  back  each  other  up  in  case  of 
failure. 

Traders  will  use  the  worksta¬ 
tions,  which  sport  a  graphical 
user  interface  that  mimics  an 
open  outer)'  trading  pit,  to  buy 
and  sell  futures  and  options. 

Initially,  trading  on  APT  will 
run  from  4:30  p.m.  to  6  p.m.  Lon¬ 
don  time  and  be  limited  to  only 
one  financial  instrument.  Next 
year,  a  7  a.m.  to  8  a.m.  session 
will  be  added,  and  LIFFE  plans  to 
support  all  of  its  financial  instru¬ 
ments  on  APT.  Some  of  these  in¬ 
struments  include  contracts  trad¬ 
ed  both  at  LIFFE  and  the  Chicago 
exchanges,  such  as  futures  on 
U.S.  Treasury  bonds. 

Barton  said  that  eventually 
APT's  operational  hours  could  be 
extended  to  run  throughout  the 
regular  trading  day. 

Barton  said  LIFFE  spent  about 
$2.5  million  to  develop  the  soft¬ 
ware  and  purchase  the  host  Sun 
workstations  that  support  APT. 


continued  from  page  29 

This  helps  reduce  underbooking 
or  overbooking  and  enables  the 
hospital  to  use  facilities  and  per¬ 
sonnel  as  efficiently  as  possible. 

Multiple  links 

Currently,  14  physician  of¬ 
fices  are  connected  to  Park  West. 
The  offices  are  also  linked  via 
dial-up  lines  to  eight  pharmacies 
in  the  area,  a  home  health  care 
agency  and  major  insurers,  in- 


Next  year,  LIFFE  plans  to  let  trad¬ 
ers  use  New  York-based  Telerate, 
Inc.’s  international  networks, 
which  distribute  price  quotes  for 
stocks,  futures  and  options,  to 
route  buy  and  sell  orders  to  APT. 

Barton  said  negotiations  are 
under  way  for  similar  arrange¬ 
ments  with  other  price  quote  ven¬ 
dors  and  international  network 
sendee  providers,  such  as  GE  In¬ 
formation  Sendees. 

“Clearly,  we're  not  in  the  busi¬ 
ness  of  building  global  nets,’’ 
Barton  said.  “We'll  strike  ar¬ 
rangements  with  these  other  ven¬ 
dors  to  make  sure  our  reach  can 
extend  throughout  the  world.” 

Other  initiatives 

APT  will  complement  other 
LIFFEforce  initiatives.  Among 
these  is  LIFFE’s  recently  complet¬ 
ed  Trade  Registration  System 
(TRS).  Under  TRS,  which  was  in¬ 
stalled  last  year,  records  of  trades 


eluding  Medicaid,  Medicare  and 
Blue  Cross-Blue  Shield  of  Ten¬ 
nessee. 

The  dial-up  links  to  the  phar¬ 
macies  enable  physicians  to  send 
a  prescription  to  a  pharmacy  so  it 
is  ready  by  the  time  the  patient 
arrives.  The  network  also  enables 
physicians  to  transmit  insurance 
claims  electronically  to  insurers, 
reducing  paperwork  and  speed¬ 
ing  reimbursement. 


are  entered  as  soon  as  they  are 
completed  into  terminals  at  the 
exchange  or  in  a  trading  firm's  of¬ 
fices. 

The  records  are  then  routed  to 
the  exchange’s  Digital  Equipment 
Corp.  minicomputers  via  local 
Ethernet  links  or  dedicated  9-6K 
bit/sec  transmission  facilities. 
The  minicomputers  match  a  buy¬ 
er’s  entry  with  the  seller’s.  Dis¬ 
crepancies  are  kicked  back  to  one 
of  four  terminals  near  the  trading 
floor. 

Traders  resolve  problems  as 
they  are  uncovered.  Previously, 
the  process  of  resolving  trading 
discrepancies  took  one  or  more 
days,  as  traders  had  to  wait  over¬ 
night  for  the  exchange  to  run  its 
trade-matching  applications. 

Barton  said  the  ability  to  re¬ 
solve  discrepancies  faster  will  let 
trading  firms  keep  closer  tabs  on 
their  trading  accounts. 

This  year,  LIFFE  also  plans  to 


In  addition,  the  network  al¬ 
lows  physicians  to  share  informa¬ 
tion  among  themselves  or  with 
laboratory  specialists.  Physicians 
can  send  patient  records  to  an¬ 
other  physician  for  a  second 
opinion  or  to  a  specialist  who  can 
review  the  records  before  the  pa¬ 
tient  arrives.  Dial-up  links  to  Park 
West’s  laboratory  enable  physi¬ 
cians  to  receive  patient  test  re¬ 
sults  when  they  are  ready,  in¬ 
stead  of  waiting  for  them  to  be 
delivered  by  mail. 

The  network  also  enables  phy- 


finish  upgrading  the  capacity  of 
its  Price  Reporting  System 
( PRS).  The  PRS  is  used  to  distrib¬ 
ute  real-time  quotes  of  prices  on 
LIFFE  trading  floors  to  price 
quote  vendors,  such  as  Telerate. 
Price  quote  vendors  get  this  in¬ 
formation  through  dedicated  net¬ 
work  links  to  LIFFE’s  host  com¬ 
puters. 

Previously,  LIFFE’s  PRS  could 
handle  only  five  price  changes 
per  second.  Now,  using  the  two 
new'  VAX  8820s  and  upgraded 
software,  PRS  can  handle  up  to  20 
price  changes  per  second,  Barton 
said. 

In  addition,  by  March  of  next 
year,  LIFFE  plans  to  finish  de¬ 
ploying  its  Clearing  Processing 
System,  which  trading  firms  can 
use  to  get  real-time  statements 
about  their  outstanding  debts  and 
uncollected  revenues.  Barton 
said  that  no  other  exchange  of¬ 
fers  this  kind  of  information  in 
real  time. 

Trading  firms  can  retrieve  this 
information  using  the  same  dumb 
terminal  they  use  for  TRS. 

Barton  said  the  LIFFEforce  ini¬ 
tiatives  were  needed  in  part  to  ac¬ 
commodate  massive  growth  at 
the  exchange.  Trading  volume 
has  increased  more  than  75%  an¬ 
nually  since  LIFFE  was  founded 
seven  years  ago,  and  the  ex¬ 
change’s  original  information 
systems  simply  couldn’t  keep  up, 
he  said. 

He  added,  however,  that 
LIFFEforce  is  intended  to  give  the 
exchange  a  competitive  advan¬ 
tage.  “Information  systems  are 
becoming  critical  to  maintaining 
a  leadership  role  in  the  trading 
markets,”  Barton  said.  “LIFFE¬ 
force  will  give  us  tremendous  ca¬ 
pabilities  in  this  area.”  □ 


sicians  to  access  up-to-date  infor¬ 
mation  on  drugs,  treatments  and 
diagnoses  from  an  extensive 
medical  library  stored  on  CD- 
ROM  disks  at  Park  West. 

Morris  said  Park  West  will  ex¬ 
pand  the  network  next  year  to  in¬ 
clude  83  physicians,  as  well  as  an 
external  laboratory.  In  addition, 
Park  West  is  planning  ways  to  in¬ 
tegrate  the  network  into  the  hos¬ 
pital’s  central  computer  system 
so  physicians  can  have  direct  ac¬ 
cess  to  complete  patient  medical 
records.  □ 


Executive  Briefs 

continued  from  page  29 

once  trade  barriers  begin  tum¬ 
bling  in  1992.  Only  38%  of  those 
surveyed  said  their  firms  were 
ready  to  compete  in  a  unified  Eu¬ 
rope. 

To  play  catch-up,  most  execu¬ 
tives  are  pursuing  several  strate¬ 
gies.  Almost  40%  said  they  plan 
to  expand  their  existing  opera¬ 
tions  in  Europe  prior  to  1992. 
Other  strategies  cited  include:  in¬ 
creasing  exports  (30%),  mergers 
and  acquisitions  (30%),  estab¬ 
lishing  new  operations  abroad 
(22%),  joint  ventures  (22%)  and 
licensing  products  or  sendees 
03%). 

The  sea  of  acronyms. 

The  high-tech  w'orld  is  notorious 
for  its  abundant  use  of  acronyms. 
And  one  of  the  industry  sectors 
that  generates  more  than  its  fair 
share  of  acronyms  is  the  network 
standards-setting  groups,  espe¬ 
cially  those  that  set  standards  for 
electronic  data  interchange. 

Take  a  gander  at  some  of  the 
more  commonly  used  EDI  acro¬ 
nyms:  TDCC,  UCS,  XI 2,  WINS, 
AIAG,  CIDX,  UICS,  CTX,  CTP,  BAI 
and  IGES.  Confused  yet?  Well, 
how  about:  EDIFACT,  TRADA- 
COMs,  TDI,  ODETTE,  SENDEN, 
TEDIS,  CALS,  CCD  +  ? 

Fortunately,  a  comprehensive 
guide  has  been  prepared  that 
helps  users  sort  through  this  mo¬ 
rass.  It’s  called  the  EDI  Stan¬ 
dards  Reference  Guide,  a  100- 
page  reference  to  commonly 
used  EDI  standards. 

Put  together  by  Input,  a  Moun¬ 
tain  View,  Calif. -based  market  re¬ 
search  and  consulting  firm,  the 
guide  outlines  company-  and  in¬ 
dustry-specific  de  facto  stan¬ 
dards,  as  well  as  standards  issued 
by  the  ANSI  XI 2  committee.  It 
also  evaluates  a  host  of  interna¬ 
tional  standards  and  includes  a 
discussion  of  the  pros  and  cons  of 
EDI  for  Administration,  Com¬ 
merce  and  Transport.  The  guide 
also  details  emerging  EDI  stan¬ 
dards  for  electronic  funds  trans¬ 
fer  and  graphics. 

The  EDI  Standards  Refer¬ 
ence  Guide  can  be  purchased  for 
$500  by  waiting  to  Input,  1280 
Villa  St.,  Mountain  Mew,  Calif. 
94041,  or  by  calling  the  firm  at 
(415)961-3300.  □ 


Net  to  link  doctors  to  hospital 
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To  get  information  on  products  or  services 
advertised  in  this  weeks  issue 

of  Network  World, 

see  the  FAXNeT  Form  on  Page  45 
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PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


Worth  Noting 


Q 

L/ee  inside  for: 

■  Wang  software  that  lets 
Wang  VS  minis  access  Unisys 
A  and  V  Series  mainframes. 

■  Equinox’s  1 2-port  board 
that  ties  async  terminals  to 
PCs  running  Unix  or  Xenix. 


irst  Look 

■  Hayes  unveils  modem 
for  Apple  Mac  lls 

Hayes  Microcomputer 
Products,  Inc.  last  week  in¬ 
troduced  at  Comdex/Fall  '89 
an  internal  2,400  bit/sec  mo¬ 
dem  for  Apple  Computer,  Inc. 
Macintosh  II  microcomputers. 

The  V-Series  Smartmo- 
dem  2400M  supports  V.42bis 
for  data  compression  at  a  4-to- 
1  ratio,  which  will  allow  it  to 
communicate  at  9.6K  bit/sec. 

The  V.42  error-correction 
standard  incorporates  the  Mi- 
crocom  Network  Protocol 
Class  4  and  Link  Access  Proce¬ 
dure  M.  It  also  supports  X.32 
standards  for  dial-up  access  to 
X.25  packet-switched  net¬ 
works. 

The  V-Series  Smartmodem 
2400M  can  also  transmit  at 
1,200  and  300  bit/sec,  ac¬ 
cording  to  the  company. 

Two  software  programs  in¬ 
cluded  with  the  modem  — 
HayesConnect  and  HayesCon- 
nect  Server  —  permit  Macin¬ 
tosh  II,  IIx,  Ilex  and  Ilci  on  an 
AppleTalk  network  to  share 
the  V-Series  Smartmodem 
2400M. 

The  modem,  which  com¬ 
municates  synchronously  and 
asynchronously,  will  be  avail¬ 
able  in  January  for  $699- 
Hayes  Microcomputer 
Products,  Inc.,  P.O.  Box 
105203,  Atlanta,  Ga.  30348; 
(404)449-8791. 


■  UDS  introduces 
two  V.32  modems 

Universal  Data  Systems 
(UDS)  last  week  introduced 
two  V.32  modems  —  one  with 
V.42  error  correction  and  the 
other  with  support  for  V.42bis 
data  compression. 

The  company  also  unveiled 
a  V.22bis  modem  that  sup- 
( continued  on  page  34 ) 


Net  control  system 
polls  LANs,  bridges 

Racal  InterLan  offering  uses  InterLan  Bridges  to 
give  users  central  control  of  remote  Ethernet  nets. 


Fiber  LAN 
boards  bow 
for  ISA,  EISA 

By  Tom  Smith 

New  Products  Editor 

YONKERS,  N.Y.  —  Codenoll 
Technology  Corp.  recently  un¬ 
veiled  an  aggressively  priced, 
next-generation,  fiber  Ethernet 
interface  that  supports  tradition¬ 
al  personal  computer  bus  archi¬ 
tectures  and  the  new  Extended 
Industry  Standard  Architecture 
(EISA). 

The  company’s  CodeNet  Fiber 
Optic  LAN  boards  for  local-area 
networks  will  sell  for  as  low  as 
$595  each  for  models  that  sup¬ 
port  the  Industry  Standard  Archi¬ 
tecture  (ISA).  By  pricing  the  new 
ISA  boards  at  almost  40%  less 
than  other  fiber  interfaces,  Code¬ 
noll  is  hoping  to  put  the  cost  of 
installing  fiber  media  on  par  with 
that  of  coaxial  or  twisted  pair. 

Codenoll  made  the  announce¬ 
ments  in  conjunction  with  Com¬ 
paq  Computer  Corp.’s  introduc¬ 
tion  of  a  line  of  EISA-based 


LAS  VEGAS  —  StarGate  Tech¬ 
nologies,  Inc.  last  week  intro¬ 
duced  a  cluster  controller  that 
connects  up  to  eight  asynchro¬ 
nous  terminals  to  a  thin-wire  Eth¬ 
ernet  network. 

The  Ethernet  Multi-Host  (MH) 
800,  unveiled  at  Comdex/Fall 
’89,  is  a  stand-alone  device  with 
eight  serial  RS-232  ports  to  con¬ 
nect  asynchronous  terminals  to  a 
thin-wire  Ethernet  local-area  net. 

The  cluster  controller  is  the 
second  product  in  the  company’s 
MH  800  product  line.  The  previ¬ 
ously  announced  MH  800  con¬ 
nected  asynchronous  terminals 
to  the  cluster  controller,  which 
then  uploaded  the  data  to  a  host 
over  a  dedicated  1M  bit/sec  Star- 
lan  link. 

By  contrast,  the  new  control¬ 
ler  can  upload  data  to  a  host  over 
a  10M  bit/sec  Ethernet  connec¬ 
tion.  Ethernet  MH  800,  like  its 
predecessor,  can  use  the  Telnet 
virtual  terminal  protocol  to  ac¬ 
cess  multiple  hosts  that  support 
the  Advanced  Research  Projects 
Agency  Network  protocols,  as 
well  as  Transmission  Control 
Protocol/Internet  Protocol. 

The  Ethernet  MH  800  can  link 
asynchronous  terminals  to  a  vari¬ 
ety  of  hosts,  including  an  IBM 
Personal  Computer  AT,  Digital 
Equipment  Corp.  VAX  or  a  main¬ 
frame. 

Like  StarGate  Technologies’ 


microcomputers  (“Compaq  en¬ 
ters  LAN  mart  with  server  line,” 
NW,  Nov  13).  Codenoll  unveiled 
two  fiber-optic  interfaces  that 
support  EISA.  Those  boards  will 
cost  $995  each. 

Codenoll  also  said  it  would  ini¬ 
tially  offer  two  models  of  the 
CodeNet  fiber-optic  interface  that 
support  the  ISA  at  the  heart  of 
IBM’s  Personal  Computer  AT, 
Compaq's  DeskPro  and  other 
compatibles. 

The  ISA  board  comes  in  two 
versions:  the  CodeNet-8330  for 
connection  to  passive  fiber-optic 
hubs  and  the  CodeNet-8331  for 
active  fiber-optic  hubs. 

Passive  hubs  simply  relay  opti¬ 
cal  signals  that  come  from  all 
connected  nodes.  Active  hubs,  by 
contrast,  regenerate  a  signal  be¬ 
fore  distributing  it,  enabling  it  to 
be  transmitted  at  far  greater  dis¬ 
tances.  The  maximum  distance 
that  can  be  supported  between  a 
workstation  and  hub  with  the 
Codenoll  passive  hub  is  800  me¬ 
ters;  with  a  Codenoll  active  hub, 
the  maximum  distance  is  4.5  km. 

The  board  plugs  into  an  IBM 
Personal  Computer  AT,  non-Mi- 
cro  Channel  Architecture  Person¬ 
al  System/2  or  compatible.  It 
( continued  on  page  34 ) 


MH  800  controller,  the  new  Eth¬ 
ernet  MH  800  can  connect  as 
many  as  five  hosts  to  the  control¬ 
ler,  according  to  David  Wertman, 
marketing  manager  for  StarGate 
Technologies. 

In  the  initial  release  of  MH 
800,  which  is  intended  as  an  en¬ 
try-level  network  terminal  con¬ 
troller,  only  IBM  Personal  Com¬ 
puter  AT  and  Personal  System/2 
hosts  were  supported,  Wertman 
explained. 

Any  computer  designated  as  a 
host  must  also  be  outfitted  with 
the  same  adapter  card  that  re¬ 
sides  in  the  controller  unit. 

The  Ethernet  MH  800  also 
comes  with  built-in  network  driv¬ 
ers  to  permit  the  controller  to  ac¬ 
cess  popular  Ethernet  network 
operating  systems. 

The  controller  has  two  Motor¬ 
ola  Corp.  80188  processors  — 
one  dedicated  to  communica¬ 
tions  with  the  host  and  one  net¬ 
work  processor  that  lets  the  con¬ 
troller  off-load  processing  from 
the  host  CPU,  boosting  speed  and 
response  time. 

The  eight  terminals  can  trans¬ 
mit  data  to  the  controller  at 
speeds  up  to  38. 4K  bit/sec.  The 
terminals  could  be  IBM  3151s, 
asynchronous  serial  terminals  or 
IBM  Personal  Computers  running 
asynchronous  emulation  soft¬ 
ware. 

( continued  on  page  34 ) 


By  Tom  Smith 

New  Products  Editor 

BOXBOROUGH,  Mass.  —  Ra¬ 
cal  InterLan  recently  introduced 
a  network  management  product 
that  can  be  used  to  centrally  mon¬ 
itor,  configure  and  manage  up  to 
50  remote  Ethernet  local-area 
networks  linked  by  Racal  Inter¬ 
Lan  bridges. 

LANcentral  consists  of  soft¬ 
ware  and  a  controller  board,  the 
NI5  2 1 0- 1 6,  for  Intel  Corp. 
80386-based  IBM  Personal  Com¬ 
puters  or  compatibles  running 
DOS.  The  system  can  communi¬ 
cate  configuration  and  manage¬ 
ment  information  to  the  compa¬ 
ny’s  InterLan  Bridge  (IB)  30  and 
IB  3000  intelligent  bridges. 

The  IB  30  is  a  low-end  Ether¬ 
net  bridge  that  can  filter  14,000 
packets  per  second  and  forward 
6,000  packets  per  second,  where¬ 
as  the  IB  3000  filters  28,000 
packets  per  second  and  forwards 
14,000,  according  to  Charles  Dil¬ 
lon,  Racal  InterLan’s  director  of 
network  management  products. 

With  LANcentral,  which  uses  a 
Microsoft  Corp.  Microsoft  Win¬ 
dows  graphical  user  interface, 
customers  can  develop  a  network 
map  with  icons  that  represent 
each  bridge,  the  LANs  they  sup¬ 
port  and  the  individual  nodes  on 
those  networks.  Users  can  moni¬ 
tor  network  components  and  col- 


Users  can  monitor 
components  and  collect 
statistics  from  bridges, 
nodes  or  Ethernets. 

▲  ▲▲ 


lect  statistics  from  specific 
bridges,  nodes  or  Ethernets  by  se¬ 
lecting  from  the  topological  map. 

Statistics  could  include  “net¬ 
work  rate  statistics,”  such  as  the 
number  of  imported  and  export¬ 
ed  frames,  number  of  broadcast 
packets,  number  of  IEEE  802.3 
Ethernet  collisions  and  number 
of  error  packets,  Dillon  said. 

In  larger  network  configura¬ 
tions,  performance  monitoring 
features  include  the  ability  to 
chart  the  top  10  bridges  and  net¬ 
works  measured  by  a  variety  of 
criteria,  such  as  frames  transmit¬ 
ted  per  second  or  total  errors. 

LANcentral  updates  the  bridge 
statistics  every  15  seconds  by 


polling  the  devices.  Users  see  val¬ 
ues  change  on  charts  in  real  time, 
Dillon  said. 

A  data  base  maintained  on  the 
microcomputer  tracks  network 
events  or  alarms,  including  ev¬ 
erything  from  a  bridge  failure  to  a 
reboot.  Network  administrators 
can  review  event  logs  on  a  period¬ 
ic  basis  to  gauge  performance. 

“One  thing  you  can’t  do  with 
this  product  today  is  collect  data 


IjANcentral  updates 
the  bridge  statistics 
every  15  seconds  by 
polling  the  devices. 

▲  A  A 


over  time  and  actually  graph  the 
data  into  a  format  you  like,”  Dil¬ 
lon  said.  Future  releases  of  the 
product  will  likely  include  an  in¬ 
terface  to  other  vendors'  data 
bases  for  archiving  purposes. 

The  product  also  supports  the 
Bridge  Management  Command 
Line  Interpreter  (BriM  CLI), 
which  enables  users  to  designate 
individual  bridges  on  the  network 
as  primary  or  secondary  under 
the  Spanning  Tree  Algorithm. 
The  algorithm  enables  bridges  to 
learn  the  network’s  topology  and 
route  data  via  the  most  efficient 
paths,  using  alternate  data  paths 
in  the  event  of  failures. 

The  BriM  window  is  menu- 
driven,  enabling  users  to  select 
options  based  on  the  cost  of  a  giv¬ 
en  network  path,  for  example. 

Dillon  said  users  can  display 
as  many  net  management  win¬ 
dows  as  needed  on  the  microcom¬ 
puter  screen.  For  example,  the 
screen  could  have  windows  dis¬ 
playing  the  network’s  topology 
map,  network  rate  statistics  and 
statistics  charting  the  perfor¬ 
mance  of  the  top  10  bridges. 

As  a  Microsoft  Windows  multi¬ 
tasking  application,  LANcentral 
can  perform  management  func¬ 
tions  in  background  while  the  mi¬ 
crocomputer  runs  other  applica¬ 
tions. 

LANcentral  will  be  available  in 
mid-December  for  $1,495,  a 
price  that  includes  the  software 
and  the  controller  board. 

Racal  InterLan  can  be  reached 
in  writing  at  155  Swanson  Road. 
Boxborough,  Mass.  01 7 19,  or  call 
(508)  263-9929.  □ 


StarGate  cluster  controller 
links  8  async  terminals 


NETWORK  WORLD  •  NOVEMBER  20.  1989 

31 


How  we  helped  improve  the  performance  of  the  new  BMW. 


There’s  a  sleek  new  shape  on  the  landscape.  A  gleaming  testament  to  the  fine  art  of 
engineering.  It’s  the  new  North  American  headquarters  of  BMW.  Ihuhiii  But  like 
all  things  BMW,  the  real  power  lies  under  the  hood.  At  the  heart  of  the  communica¬ 
tions  system — the  9751  CBX  from  ROLM.  Why  ROLM,  of  all  the  systems  they  could 
have  chosen?  It  began  with  a  set  of  expectations.  A  voice  message  system  that 
was  simple  to  use.  Ill'IHlli  An  installation  that  wasn’t  a  nightmare.  Service  and 
support  they  could  count  on.  All  the  things  they  assumed  they  could  get  anywhere. 
But  which,  surprisingly,  only  one  company  had:  ROLM.  The  installation  went  so 
smoothly  that  BMW’s  normal,  efficient  operations  never  hit  a  bump.  Ill'IHlli  On  the 
first  day  in  the  new  building,  every  phone  had  dial  tone,  every  computer  display  was 
aglow.  Before  long,  PhoneMail  had  become  an  everyday  part  of  doing  business, 
from  the  board  room  to  the  mail  room.  But  even  with  all  this,  a  feature  that  wasn’t 
even  on  their  list  of  expectations  turned  out  to  be  the  clinching  factor:  ROLM’s 
association  with  IBM.  This  combined  expertise  in  voice  and  data  offered  benefits 
no  one  else  could  match.  Ill'IHlli  Voice/data  integration,  up-to-the-minute  solu¬ 
tions  and  a  solid  link  for  the  long  term.  A  long  term  that  includes  the  technology 
of  Siemens,  a  world  leader  in  ISDN.  These  days,  there’s  a  new  standard 
of  performance  at  BMW.  You’ll  find  it  parked  on  every  desk:  ROLM.  I  ,  ^ ; 


An  IBM  and  Siemens  Company.  1-800-624-8999,  ext.  235 


BMWs  use  of  ROLM  and  IBM's  products  does  not  constitute  an  official  endorsement.  ©  1989  ROLM  Company. 
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First  Look 

continued  from  page  31 

ports  V.42  error  correction  protocols  as 
part  of  its  product  rollout  at  Conidex/Fall 
’89  here. 

The  introduction  marks  the  first  time 
UDS  has  supported  V.42  protocols  in  its 
modem  line.  V.42  is  a  CCITT  error  correc¬ 
tion  algorithm  that  utilizes  the  Microcom 
Network  Protocol  (MNP)  Class  4  and  Link 
Access  Procedure  M  protocols. 

V.42bis  compresses  data  by  a  ratio  of 
4-to-l.  In  the  case  of  a  9-6K  bit/sec  V.32 
modem,  V.42bis  support  can  result  in 
throughput  up  to  38. 4K  bit/sec,  according 
to  UDS. 

The  new  FasTalk  V. 32/42  is  a  full-du¬ 
plex  modem  that  operates  in  both  synchro¬ 
nous  and  asynchronous  modes. 

FasTalk  V. 3  2/4 2  also  supports  full-du¬ 
plex  transmission  at  2,400, 1,200  and  300 
bit/sec. 

The  modem  automatically  negotiates 
the  proper  speed  and  protocol  with  a  re¬ 
mote  modem.  It  supports  MNP  Class  5  data 
compression  for  throughput  up  to  1 9- 2K 
bit/sec. 

FasTalk  V.32/42  is  available  now.  The 


Cluster  controller 
links  8  terminals 

continued  from  page  31 

Due  to  the  distance  limitations  of  thin- 
wire  Ethernet,  the  maximum  distance  be¬ 
tween  the  controller  and  the  host  system  is 
600  feet.  Terminals  can  be  up  to  1 50  feet 
from  the  controller,  which  is  the  RS-232 
distance  limitation. 

Ethernet  MH  800  will  be  available  in  the 
first  quarter  of  1990.  The  stand-alone  unit 
costs  S  1,895;  optional  TCP/IP  software 
costs  $200. 

StarGate  Technologies  can  be  reached 
in  writing  at  29300  Aurora  Road,  Solon, 
Ohio  44139,  or  by  calling  (216)  349- 
1860.  □ 


Fiber  LAN  boards 
bow  for  ISA,  EISA 

continued  from  page  31 
comes  with  network  drivers  for  most  popu¬ 
lar  LAN  operating  systems,  including  No¬ 
vell,  Inc.’s  NetWare,  IBM's  OS/2  Extended 
Edition  and  The  Santa  Cruz  Operation, 
Inc.’s  SCO  Unix. 

The  EISA  board,  designed  for  use  in 
computers  such  as  Compaq’s  newr  System- 
Pro  and  DeskPro,  also  comes  in  two  ver¬ 
sions:  the  CodeNet-8300  and  CodeNet- 
8301  for  passive  and  active  hubs, 
respectively. 

The  EISA  cards  use  bus  mastering,  the 
technique  of  gaining  exclusive  control  of 
the  microcomputer's  internal  bus  to  sup¬ 
port  high-speed  data  transfer  from  the  in¬ 
terface  to  host  memory'.  Codenoll’s  EISA 
boards  support  internal  transfer  speeds  up 
to  264M  bit/sec,  according  to  Michael  Co¬ 
den,  president  of  Codenoll. 

Both  versions  of  the  ISA  and  EISA  cards 
are  available  now. 

The  company  also  announced  a  Code- 
Net  Starter  Kit,  which  consists  of  six  Code- 
Net-8330  ISA  Ethernet  boards,  six  20-me¬ 
ter  fiber-optic  cables  and  one  CodeStar 
passive  fiber-optic  hub.  The  package  will 
sell  for  $4,995. 

By  adding  $500  per  node,  users  can  get 
EISA  boards  in  the  starter  kit. 

Codenoll  can  be  reached  in  writing  at 
1086  N.  Broadway,  Yonkers,  N.Y.  10701, 
or  by  calling  (914)  965-6300.  □ 


product  carries  a  list  price  of  $  1 ,045. 

The  FasTalk  V.32/42b  includes  the 
V.42  error  correction  capability  of  the  Fas¬ 
Talk  V.32/42  offering  and  supports  full- 
duplex  transmission  at  2,400.  1,200  and 
300  bit/sec. 

Like  the  FasTalk  V.32/42,  the  V.32/42b 
features  a  Hayes  Microcomputer  Products, 
Inc.  AT  command  set  and  internal  diagnos¬ 
tics  that  include  digital  and  analog  loop- 
back  testing. 

FasTalk  V.32/42b  will  be  available  in 
the  first  quarter  of  1990  for  $1,145. 

The  FasTalk  V.22b/42  is  also  AT 
command  set-compatible  and  is  optimized 
for  error-free  transmission  between  per¬ 
sonal  computers  or  to  a  host. 

The  V.22bis  modem  communicates 
asynchronously  at  300,  1,200  and  2,400 
bit/sec.  It  supports  MNP  Class  5,  which  can 


increase  throughput  to  4.8K  bit/sec. 

V.22b/42  will  be  available  in  the  first 
quarter  of  1990  for  $550. 

Universal  Data  Systems,  5000  Brad¬ 
ford  Drive,  Huntsville,  Ala.  35805; 
(205)  721-8000. 

■  Wang  software  lets  VS  users 
access  Unisys  A,  V  Series  data 

Wang  Laboratories,  Inc.  recently  un¬ 
veiled  software  that  lets  users  of  Wang  VS 
superminicomputers  access  data  and  ap¬ 
plications  stored  on  Unisys  Corp.’s  A  and  V 
Series  mainframes. 

The  software,  VS-Unisys  (Bur¬ 
roughs)  Services  Release  1.0,  which 
was  developed  with  Intercomputer  Com¬ 
munications  Corp.,  also  lets  users  w'rite  co¬ 


operative  applications  that  run  on  both  the 
VS  and  Unisys  machines. 

VS-Unisys  (Burroughs)  Sen  ices  con¬ 
sists  of  four  components.  One  component 
provides  VS  users  with  Unisys  terminal  em¬ 
ulation,  while  a  second  lets  users  route 
Unisys  mainframe  printer  files  to  a  VS 
printer  without  affecting  regular  VS  opera¬ 
tions. 

A  third  component  lets  users  transfer 
files  between  Unisys  and  VS  machines, 
while  the  fourth  is  an  application  program 
interface  for  integrating  VS  applications 
with  Unisys  applications  and  data. 

Available  now,  VS-Unisys  (Burroughs) 
Services  costs  $2,000  to  $  16,000,  depend¬ 
ing  on  configuration. 

Wang  Laboratories,  Inc.,  1  Industri¬ 
al  Ave.,  Lowell,  Ma.  01851;  (617)  459- 
5000. 
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Just  a  few  of  Dual 


THE  BEST  MODEM  FOR  NETVlEW  ISN’T 
FROM  IBM. 

When  we  announced  the  new  DualView 
Management  Option  for  2600  Series  modems,  it 
made  big  news. 

And  the  biggest  news  is,  for  the  first  time  you 
can  choose  a  modem  for  NetView  based  on  capa¬ 
bility  instead  of  compatibility. 

So  if  you  need  a  leased-line  modem  for 
NetView  at  speeds  up  to  19.2  kbps,  now  you  can 
get  it  with  DualView.  Along  with  an  integral  time 


division  multiplexer,  fully  automatic  dial  back-up, 
and  other  exclusive  features. 


DualView  makes  NetView 

WORK  BETTER. 

DualView  expands  NetView ’s  modem 
management  capabilities  with  10  unique  built-in 
features  unavailable  on  IBM  modems. 

Plus  DualView  totally  bypasses  NetView/PC, 
so  you  can  monitor  your  modem  network  directly 
from  NetView. 
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PRODUCTS  &  SERVICES 


■  Equinox’s  12-port  board 
links  async  terminals,  PCs 

Equinox  Systems,  Inc.  recently  an¬ 
nounced  a  12-port  board  for  connecting 
asynchronous  terminals  to  personal  com¬ 
puters  running  Unix  or  Xenix.  The  Mega¬ 
port-12  enables  microcomputers  to  sup¬ 
port  as  many  as  12  asynchronous 
terminals  at  speeds  up  to  38.4K  bit/sec. 

The  board’s  proprietary  chipset  han¬ 
dles  processing  for  attached  terminals, 
freeing  the  host  workstation  to  run  user 
applications. 

The  Megaport- 12  complements  Equi¬ 
nox's  Megaport-24  board,  which  provides 
up  to  24  terminal  ports.  As  many  as  eight 
Megaport-12  or  Megaport-24  boards  can 
be  installed  in  a  single  personal  computer, 
providing  up  to  192  terminal  ports. 


Megaport- 12  is  compatible  with  IBM 
Personal  Computer  ATs.  The  board  pro¬ 
vides  12  asynchronous  RS-232  ports, 
which  support  DB-25  and  RJ-1 1  jacks,  or  a 
telephone  punch  block  termination. 

The  board  costs  $1,295  and  will  be 
available  in  November. 

Equinox  Systems,  Inc.,  14260  S.W. 
119th  Ave.,  Miami,  Fla.  33186;  (305) 
255-3500. 


■  NCR  adds  X/Windows  terminals 
to  Towerview  workstations 

NCR  Corp.  recently  added  two  new  X/ 
Windows  terminals  to  its  NCR  Towerview 
family  of  graphics  workstations. 

The  terminals,  the  15-in.  and  19-in. 
modular  X-Stations,  are  an  enhancement 


to  the  company’s  existing  X-Station,  which 
packaged  the  terminal’s  logic  and  display 
into  a  single  unit. 

The  new  models  separate  the  two  sub¬ 
systems,  permitting  users  to  upgrade  from 
a  standard  1 5-in.  display  to  a  19-in.  moni¬ 
tor  without  purchasing  a  new  unit,  accord¬ 
ing  to  NCR. 

In  addition,  the  new  terminals  support 
the  latest  version  of  X/Windows  server 
software,  XI  1.3.  The  new  terminals  can 
display  data  from  as  many  as  32  different 
applications  in  on-screen  windows,  the 
company  said. 

The  products  now  offer  Digital  Equip¬ 
ment  Corp.  YT-100  and  YT-220  terminal 
emulation,  whereas  the  prior  model  sup¬ 
ported  only  VT-220  emulation. 

The  15-in.  workstation  costs  $3,400, 
and  the  19-in.  model  costs  $4,200.  Both 


IBM’s  modem 
wort  prnmf€rpret  1 

^  *  PfM  commands 
Net  View  only  reacts 

i^^caUons Tv 

******  the  Code* 

astern  lets  ' 

<**«  ns* 

««««« 


vendors  to  write  directly  to  Net- 
View,  instead  of  to  the  unpopu¬ 
lar  NetView /PC.  IBM  has  re- 
peatedly  denied  speculation 
U  will  withdraw  NetVfew/FC 
from  the  market. 
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AND  EVERYTHING  WORKS 
BEST  WITH  A  CODEX  9800 
NETWORK  MANAGEMENT 
SYSTEM. 

Dual  View  does  more  than 
let  your  modems  talk  directly 
with  NetView.  It  lets  you  talk  simultaneously  to  a 
Codex  Integrated  Network  Management  System 
that  does  a  lot  of  things  NetView  can’t,  like 
predict  problems  and  help  solve  them,  instead  of 
just  reacting  to  them. 


CALL  US  FOR 
A  DUALVIEW  PREVIEW 
AT  1-8004264212 
EXT  7235 


What  this  all  adds  up  to  is  the 
best  of  everthing  for  you:  NetView 
to  manage  your  SNA  environment, 
and  Codex  to  manage  your  data 
communications  network. 

We  invite  you  to  give  DualView 
your  own  review.  For  more  information  about  how 
DualView  can  make  NetView  _a 

more  efficient  and  productive, 

just  give  us  a  call  toll  free  at  the  wX N 

number  above.  (ffi)  motorola 


IBM  and  NetView  are  trademarks  of  IBM. 


See  the  FAXNeT  Form  on  Page  #45 


will  be  available  in  December. 

NCR  Corp.,  1601 S.  Main  St.,  Dayton, 
Ohio;  (513)445-7478. 


AMP  switch  bypasses  failed 
nodes  on  FDDI  networks 

AMP,  Inc.  recently  introduced  a  switch  for 
workstations  on  100M  bit/sec  Fiber  Dis¬ 
tributed  Data  Interface  (FDDI)  networks 
that  reroutes  traffic  from  the  primary  to 
the  secondary'  fiber  ring  in  the  event  of  a 
node  failure. 

The  FDDI  Dual  Bypass  Switch  con¬ 
forms  to  the  proposed  FDDI  specification's 
Physical  Media  Dependent  document,  us¬ 
ing  optical  switching  to  bypass  failed 
nodes  on  primary  and  secondary  rings 
without  disrupting  the  network.  FDDI  uses 
a  dual  counterrotating  ring  topology. 

The  company  said  the  stand-alone 
switch  can  be  used  at  every  workstation  or 
it  can  be  connected  to  a  single  workstation 
to  serve  a  cluster.  Connection  to  the  work¬ 
station  can  be  made  via  modular  plug  or 
Multiple  Terminal  Emulator  receptacle. 

Optical  switching  is  electrically  activat¬ 
ed  when  a  failed  node  notifies  the  bypass 
switch  of  its  status.  The  switch  responds  by 
transferring  data  traffic  to  the  other  ring. 
The  slight  motion  of  a  pivoting  spherical 
mirror  inside  the  box,  which  is  5  inches 
wide,  5  Vi  inches  long  and  less  than  an  inch 
high,  reroutes  the  traffic  to  the  other  ring. 

There  will  likely  be  some  loss  of  data 
because  of  the  time  required  to  switch  the 
traffic  to  the  other  ring,  according  to  the 
company. 

The  product  is  available  three  weeks  af¬ 
ter  receipt  of  order.  It  costs  $750  in  single¬ 
unit  quantities. 

AMP,  Inc.,  P.O.  Box  3608,  Harris¬ 
burg,  Pa.  1 7105;  (800 )  522-6752. 


Advanced  Computer 
rolls  out  IP  router  product 

Advanced  Computer  Communica¬ 
tions  recently  introduced  a  router  that 
connects  remote  Transmission  Control 
Protocol/Internet  Protocol-based  Ether¬ 
net  local-area  nets  over  wide-area  links. 

The  Advanced  Communication 
System  (ACS)  4310  IP  Router,  a  mem¬ 
ber  of  the  company’s  Series  4000  product 
family,  can  use  High-Level  Data  Link  Con¬ 
trol  Link  Access  Procedure  B  to  link  thin- 
or  thick-wire  Ethernets  over  point-to- 
point  lines  at  speeds  as  high  as  the  Europe¬ 
an  T-l  rate,  2. 048M  bit/sec,  as  well  as  over 
X.25  links. 

The  router  uses  the  Routing  Informa¬ 
tion  Protocol,  a  de  facto  standard  dynamic 
routing  protocol  for  TCP/IP  environ¬ 
ments.  This  protocol  determines  the  opti¬ 
mal  path  for  packets  to  travel  and  avoids 
delays  caused  by  bottlenecks  or  downed 
links. 

Data  is  routed  to  the  packet's  destina¬ 
tion  rather  than  being  broadcast  through 
the  entire  network,  which  prevents  unnec¬ 
essary  traffic  on  the  link. 

As  it  receives  packets  with  new  network 
destinations,  the  ACS  4310  automatically 
adds  new  addresses  to  the  routing  table. 

Like  other  Series  4000  products,  the 
ACS  4310  uses  the  Simple  Network  Man¬ 
agement  Protocol,  which  lets  users  mea¬ 
sure  traffic  loads  and  isolate  network  er¬ 
rors. 

The  product  is  available  30  days  after 
receipt  of  order  at  a  cost  of  $7,500. 

Advanced  Computer  Communica¬ 
tions,  720  Santa  Barbara  St.,  Santa  Bar¬ 
bara,  Calif.  9310 1;  (805)963-9431.  U 
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OPINIONS 


COOPERATIVE  ALLIANCES 


BY  JOHN  MCQUILLAN 
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Industry  changes 
could  spell  benefits 
to  users 

Evidence  that  the  network  business  is  changing  is  every¬ 
where.  In  the  past,  vendors  provided  proprietary  solutions  and 
users  accepted  them.  Now  the  vendor  community  is  rallying 
around  standard  solutions. 

The  industry  tradition  has  been  to  offer  new  products  that 
are  better,  faster  and  less  expensive  than  old  products.  The  new 
trend  favors  product  families  that  are  upward-compatible,  have 
a  breadth  of  capability  and  can  interoperate  with  other 
suppliers’  products. 

In  the  past,  the  network  business  was  characterized  by  rapid 
innovation  in  products,  usually  developed  by  one  or  two 
companies  as  secretly  and  rapidly  as  possible.  But  now,  rather 

surprisingly,  the  almost-univer- 
sal  trend  is  toward  the  forma¬ 
tion  of  partnerships,  alliances 
and  other  cooperative  efforts. 
Many  companies  that  have  com¬ 
peted  for  years  now  recognize 
that  their  success  depends  on 
mutual  cooperation  in  some  ar¬ 
eas.  Other  companies  that  have 
paid  little  or  no  attention  to 
one  another  in  the  past  now 
recognize  one  another  as  po¬ 
tential  business  allies. 

Other  factors  are  relevant  as 
well.  In  the  last  few  years,  users  have  had  to  contend  with 
almost  too  much  innovation.  They  would  prefer  that  their 
suppliers  concentrate  more  on  matters  of  compatibility  and 
standardization.  In  effect,  users  are  saying,  “We  don't  want  a 
faster  box;  we  want  a  more  compatible  system.”  And  vendors 
are  responding. 

For  example,  the  current  management  systems  are  posi¬ 
tioned  not  so  much  by  the  beauty  of  the  displays,  but  by  how 
well  the  products  connect  to  IBM’s  NetView  and  AT&T’s  Unified 
Network  Management  Architecture.  Likewise,  Digital  Equipment 
Corp.’s  next  release  of  DECnet  (DECnet  Phase  V)  doesn’t  focus 
as  much  on  larger  network  capabilities  or  smarter  algorithms  as 
it  has  in  the  past.  Instead,  it  focuses  on  full  implementation  of 
the  Open  Systems  Interconnection  protocols.  And  even  ex¬ 
tremely  successful  companies  such  as  Network  Equipment 
Technologies,  Inc.  have  chosen  to  set  up  partnering  arrange¬ 
ments,  ranging  from  an  alliance  with  IBM  to  a  deal  with  cisco 
Systems,  Inc. 

All  these  changes  are  happening  at  once  and  are  confusing 
to  many  of  the  players.  If  everyone  is  working  on  compatibility, 
how  can  you  offer  better  or  faster  solutions?  If  standards  are 
the  only  way  to  compete,  what  role  is  there  for  proprietary 
engineering  solutions?  How  can  you  partner  with  a  company 
today  that  might  turn  out  to  be  your  competitor  tomorrow? 

The  tradition  in  our  business  has  been  one  of  vigorous 
innovation  with  price/performance  improvements  of  30%  to 
40%  a  year  in  many  categories.  But  this  innovation  has  often 
come  through  the  development  of  unique  technologies  by 
companies  out  of  the  mainstream  that  are  not  constrained  by 
standards  or  by  existing  marketing  relationships. 

Will  the  new  drive  toward  collaboration  stifle  innovation? 
Can  companies  continue  to  offer  the  dramatic  product  improve¬ 
ments  of  the  past  and  still  adhere  to  the  standardization  and 
compatibility  required  in  the  future? 

For  many  suppliers,  it’s  tricky  learning  how  to  compete  and 
collaborate  simultaneously,  and  it’s  difficult  to  say  exactly  how 
and  when  the  new  era  of  collaboration  will  deliver  its  promised 
benefits.  □ 

McQuillan  is  president  of  McQuillan  Consulting  in 
Cambridge,  Mass.  He  assists  users  and  vendors  in  planning 
future  communications  systems. 
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^^■EDITORIAL^^H 

Beware  of  vendors  pushing 
products  as  next  standard 


In  the  1930s,  a  new  genre  of 
cartoon  broke  away  from  tradi¬ 
tional  story'  line  standards  by 
merging  film  scenes  with  anima¬ 
tion. 

Considered  the  best  of  the  lot 
was  a  flick  aptly  called,  “You 
Ought  to  Be  in  Pictures,”  star¬ 
ring  cartoon  veteran  Porky  Pig 
and  a  brash  newcomer  named 
Daffy  Duck.  One  scene  had  Daffy 
perched  atop  the  desk  of  Warner 
Bros.,  Inc.  executive  Leon 
Schlessinger,  spouting  off  in  his 
Brooklyn  accent  about  his  ad¬ 
vantages  over  Porky. 

“Why,  I’m  a  better  actor  than 
him,”  bragged  the  duck.  “Porky 
never  did  anything;  /  did  all  the 
work.” 

Even  though  Daffy  made  a 
terrific  selling  pitch  in  the  scene, 
an  unconvinced  Schlessinger 
booted  the  narcissistic  duck  out 
of  his  office. 

Similarly,  users  should  factor 
in  vendors’  marketing  biases 
when  evaluating  network  serv¬ 
ers  and  workstations.  We  don’t 
mean  to  suggest  that  network 
buyers  should  boot  sales  agents 
out  of  their  offices.  But  users 
should  take  what  vendors  say 
with  a  liberal  dose  of  salt. 

For  example,  in  recent 
weeks,  Compaq  Computer  Corp. 
announced  its  SystemPro  line  of 
microcomputers  based  on  the 
Extended  Industry'  Standard  Ar¬ 
chitecture  (EISA).  Because  EISA 
is  a  so-called  industry  standard, 
Compaq  has  a  terrific  sales  op¬ 
portunity. 

According  to  analysts,  Sys¬ 
temPro  represents  a  quantum 


leap  over  the  older  DeskPro 
386.  Based  on  multiple  In 
Corp.  80386  microprocessors, 
the  SystemPro  can  be  upgraded 
to  support  Intel  80486  chips 
when  they  become  available. 

The  SystemPro  line  also  sup¬ 
ports  Novell,  Inc.’s  NetWare,  Mi¬ 
crosoft  Corp.’s  LAN  Manager 
and  The  Santa  Cruz  Operation, 
Inc.’s  Unix/386. 

The  top-of-the-line  model 
supports  up  to  1 .68G  bytes  of  in- 


s 

L/imilarly,  users 
should  factor  in 
vendors’  marketing 
biases  when  evaluating 
network  servers  and 
workstations. 
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ternal  disk  storage,  putting  it  on 
par  with  a  new  generation  of 
servers,  called  superservers. 

Compaq’s  main  marketing 
message  is  that  the  SystemPro  is 
based  on  the  industry-standard 
EISA  architecture,  whereas  oth¬ 
er  superserver  vendors  use  pro¬ 
prietary  architectures. 

SystemPro  can  accommodate 
EISA  and  industry-standard  add¬ 
on  boards,  and  it  can  run  stan¬ 
dard  system  software.  Devel¬ 
oped  by  a  group  of  IBM 
competitors,  EISA  is  a  superset 


of  the  Industry  Standard  Archi¬ 
tecture  (ISA)  used  in  IBM’s  orig¬ 
inal  Personal  Computer  line. 
The  EISA  bus  provides  much 
higher  I/O  throughput  while 
maintaining  downward  com¬ 
patibility  with  ISA  hardware. 

But  while  Compaq  and  other 
EISA  proponents  may  push  the 
technology  as  a  standard,  users 
shouldn’t  be  fooled  by  the  hype. 
Users  create  standards;  vendors 
don’t. 

Although  NetFrame  Systems, 
Inc.’s  server,  for  example,  may 
be  based  on  a  proprietary  archi¬ 
tecture,  it  too  could  become  a 
standard,  albeit  a  de  facto  one,  if 
users  purchase  it  in  droves. 

The  fact  is,  while  EISA  is  like¬ 
ly  to  become  a  standard  because 
of  the  sheer  number  of  vendors 
supporting  it,  it  isn’t  yet.  And  be¬ 
cause  it  isn’t,  customers  should 
focus  on  what  a  product  can  do. 

What  applications  are  avail¬ 
able  for  it  today?  What  is  its 
price/performance  ratio  rela¬ 
tive  to  other  machines  in  the 
same  class? 

What  intangibles  does  the 
machine  offer  that  could  result 
in  savings? 

Users  of  IBM  networks  will 
likely  want  to  know  if  the  ma¬ 
chine  operates  without  limita¬ 
tion  in  OS/2  Extended  Edition 
environments. 

Buyers  should  focus  on  how 
the  machine  can  fit  in  a  network. 
Don’t  take  for  granted  that  a 
product  based  on  so-called  in¬ 
dustry  standards  is  a  sure  fit. 
Make  certain  of  it. 

That’s  all,  folks.  □ 
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SS7 


OPINIONS 


BY  NANCI  ADLER 

Application  issues  shouldn’t 
delay  implementation 


Signaling  System  7  (SS7)  is 
the  network  of  the  future.  But 
the  telecommunications  indus¬ 
try  continues  to  delay  its  imple¬ 
mentation. 

Of  course,  some  users  may 
wonder  if  this  delay  matters.  In 
the  past  two  years,  SS7’s  image 
was  tarnished;  it  became  associ¬ 
ated  with  800  data  base  service. 
The  use  of  800  data  base  threat¬ 
ens  to  increase  call  setup  time  of 
all  800  calls,  a  particularly  trou¬ 
blesome  problem  for  users  in¬ 
volved  in  transaction  services. 

But  rather  than  causing  that 
problem,  SS7  will  cure  it.  The 
800  data  base  service  without 
SS7  causes  unacceptable  call 
setup  delays.  With  SS7,  the  de¬ 
lays  are  mitigated  or  eliminated. 
The  difficulty  arises  because  full 
implementation  of  SS7  is  not  ex¬ 
pected  until  the  mid-1990s. 

Other  applications  of  SS7 
also  cloud  its  image.  Because 
SS7  separates  call  detail  infor¬ 
mation  from  the  call  itself,  call 
information  can  be  stored  and 
processed  in  a  variety  of  ways. 
Controversy  over  the  propri¬ 
etary  nature  of  this  information 
and  its  use  is  inevitable. 

But  these  are  application  is¬ 
sues  for  users,  the  industry  and, 
if  necessary,  regulators  to  iron 
out.  We  won’t  be  able  to  resolve 
every  issue  before  SS7  is  de¬ 
ployed;  we  shouldn’t  try.  New  is¬ 
sues  will  continue  to  arise  as 
long  as  innovators  find  ways  to 
put  technology  to  use.  Unre¬ 
solved  application  issues  should 
not  stand  in  the  way  of  techno¬ 
logical  advantages  that  can  be 
provided  today. 

And  SS7  does  bring  concrete 
benefits  to  telecommunications 
carriers  and  users:  It  increases 
network  efficiencies  and  re¬ 
duces  equipment  requirements. 
Call  setup  times  for  1  +  calls  are 
significantly  reduced.  And  if  the 
network  fails,  alternate  routes 
through  multiple  switches  can 
be  used  without  penalty  of  call 
setup  delays. 

If  it  is  obvious  that  SS7  is  a 

Adler  is  a  consultant  with 
Technologies  Management, 
Inc.,  a  telecommunications 
consulting  firm  in  Winter 
Park,  Fla. 


significant  and  worthwhile  tech¬ 
nological  advancement,  why 
have  users  not  yet  seen  its  bene¬ 
fits?  The  problem  is  that  users 
are  unable  to  get  the  full  benefit 
of  SS7  until  all  networks  —  lo¬ 
cal,  intra-local  access  and  trans¬ 
port  area  and  inter-LATA  —  are 
interconnected  with  SS7  capa¬ 
bilities.  And  this  interconnec¬ 
tivity  is  not  yet  a  reality. 

Interconnectivity  of  SS7  net¬ 
works  and  ubiquitous  service  is 
essential.  The  advantages  of  SS7 
stem  from  the  fact  that  call  in¬ 
formation  —  including  the  orig¬ 
inating  number  and  terminating 
number  —  can  be  processed 
through  a  data  network.  If  any 


Tie  won’t  be  able  to 
resolve  every  issue 
before  SS7  is  deployed; 
we  shouldn’t  try. 
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portion  of  that  network  is  not 
connected  to  SS7,  its  capabilities 
are  severely  diminished  or  ren¬ 
dered  useless. 

The  stumbling  block  in  con¬ 
nectivity  lies  between  local  ex¬ 
change  companies  and  interex¬ 
change  companies;  the  process 
of  interconnecting  these  two  is 
moving  ahead  at  a  snail's  pace. 
While  competing  interexchange 
carriers  have  managed  to  inter¬ 
connect  SS7  networks,  intercon¬ 
nectivity  between  interex¬ 
change  and  local  exchange 
carriers  remains  a  distant  goal. 

Such  connectivity,  if  SS7  is 
deployed  at  the  access  tandem 
level,  will  probably  not  occur 
until  ’92.  At  the  central  office 
level,  nationwide  interconnec¬ 
tivity  could  take  until  ’97  or  lat¬ 
er.  Local  exchange  carriers  lack 
incentive  to  install  SS7  and  pro¬ 
vide  connectivity  to  interex¬ 
change  carriers.  Monopoly  pow¬ 
er,  rate-of-return  regulation  and 
the  inertia  of  large  corporations 
work  against  the  rapid  deploy¬ 
ment  of  new  technology. 

Furthermore,  local  exchange 


carriers  are  keeping  interex¬ 
change  carriers  in  the  dark  re¬ 
garding'  local  exchange  inter¬ 
connection  plans,  proposed 
tariff  formats  and  rates.  Nor 
have  they  developed  aggressive 
schedules  for  deployment. 

For  instance,  BellSouth  Corp. 
has  announced  an  SS7  connec¬ 
tivity  trial  with  MCI  Communica¬ 
tions  Corp.,  AT&T  and  US  Sprint 
Communications  Co.  for  the  end 
of  1989  —  one  of  the  first  such 
trials  planned.  That  trial  will  be¬ 
gin  more  than  one  year  after  the 
successful  interconnection  of 
on-line  interexchange  carrier 
SS7  networks. 

The  SS7  information  vacuum 
is  particularly  burdensome  for 
small  and  regional  interex¬ 
change  carriers  that  are  waiting 
for  local  exchange  carrier  inter¬ 
connection  before  installing 
their  own  SS7  capabilities.  With¬ 
out  reasonable  information  up 
front,  these  carriers  are  forced 
to  wait  until  local  exchange  tar¬ 
iffs  are  filed  before  making  the 
final  implementation  decisions. 
Since  it  can  take  six  months  to  a 
year  to  order  and  install  SS7 
networkwide,  the  industry  is 
faced  with  additional  delays. 

Independent  local  exchange 
carriers  form  another  barrier. 
Their  participation  is  vital  to  the 
success  of  SS7,  yet  it  remains  in 
question.  If  motivated,  indepen¬ 
dents  can  provide  SS7  connec¬ 
tivity  in  two  ways:  directly  with 
their  own  SS7  equipment  and 
software,  or  through  an  adjacent 
local  exchange  carrier’s  facili¬ 
ties.  Facility  sharing  has  already 
been  proven  possible  with  the 
use  of  Bell  operating  company 
access  tandems  by  independent 
local  exchange  carriers. 

Implementation  of  nation¬ 
wide,  interconnected  SS7  net¬ 
works  should  be  strongly  en¬ 
couraged,  supported  and  ex¬ 
pected.  Users,  interexchange 
carriers  and,  if  necessary,  regu¬ 
lators  can  pressure  local  ex¬ 
change  carriers  to  provide  SS7 
network  connectivity. 

Meanwhile,  controversy  over 
specific  applications  should  not 
block  users  from  the  benefits  of 
a  technology  that  can  be  gained 
today  and  should  have  been  here 
yesterday.  □ 


DON’T  TAKE  A  SLEDGEHAMMER  TO  THAT  PBX!  Channel  your  negative  energy  elsewhere 
by  writing  an  opinion  column  for  Network  World. 

Manuscripts  should  be  letter-quality,  double-spaced  and  between  600  and  900  words  in  length. 
Disk  or  modem  submissions  are  preferred. 

If  you’d  like  to  write  one,  call  Steve  Moore,  features  editor,  at  (508)  820-2543,  ext.  732,  or  fax 
your  idea  to  us  at  (508)  879-3167. 
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LETTERS 


Freedom  redefined 

Hopefully,  the  following 
discussion  will  explain  why 
my  article  did  not  contain  the 
“additional  facts”  about  cellu¬ 
lar  phones  imagined  by  Mr. 
Charles  Kilch  in  his  letter  to 
the  editor  (“Loss  of  American 
freedom,"  NW,  Oct.  30). 

Whenever  I  hear  people 
complaining  that  the  Electron¬ 
ic  Communications  Privacy 
Act  of  1986  (ECPA)  resulted 
in  the  “loss  of  another  Ameri¬ 
can  freedom,”  I  wonder  exact¬ 
ly  what  freedom  they  have  in 
mind.  Is  it,  perhaps,  the  free¬ 
dom  to  eavesdrop  on  the  con¬ 
versations  of  total  strangers? 

The  “loss  of  freedom"  that 
statement  seems  to  refer  to  is 
based  on  the  notion  that  Con¬ 
gress  deemed  the  airwaves  a 
public  resource;  but  what  Con¬ 
gress  did  in  the  Communica¬ 
tions  Act  of  1934  was  make 
the  electromagnetic  spectrum 
a  government  domain,  which 
the  Federal  Communications 
Commission  may  share  with 
the  public. 

The  act  provided  that  no 
one  has  an  entitlement  to  use 
of  the  spectrum,  neither  those 
who  would  transmit  nor  those 
who  would  receive  radio  sig¬ 


nals.  One  section  of  the  1934 
act  criminalized  the  unautho¬ 
rized  reception  and  divulgence 
of  radio  transmissions,  al¬ 
though  the  provision  has  nev¬ 
er  amounted  to  much.  This 
must  be  what  Mr.  Kilch  is 
referring  to  as  the  “Privacy  of 
Communications  Act." 

In  short,  the  airwaves  are  a 
public  resource  in  much  the 
same  way  the  White  House  is 
a  public  building;  you  get  to 
enter  only  if  you’re  allowed 
past  the  guard  house.  (This, 
by  the  way,  should  not  be 
taken  as  an  endorsement  of 
government  stewardship.) 

Contrary  to  the  impression 
of  some  radio  enthusiasts, 
Congress  was  not  declaring 
war  on  radio  hobbyists  when 
it  passed  the  ECPA.  The  law 
was  a  rewrite  of  the  Omnibus 
Crime  Control  and  Safe 
Streets  Act  of  1968,  the  first 
federal  statute  to  specifically 
regulate  wiretapping. 

Consistent  with  a  landmark 
Supreme  Court  decision,  the 
1968  law  required  police  to 
get  a  court  order  before  en¬ 
gaging  in  electronic  surveil¬ 
lance.  It  also  prohibited  wire¬ 
tapping  by  private  citizens. 

More  letters,  page  52 
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Instead  of  spending  your  time 
fishing  through  your 
calling  card  charges,  now  you  can 
spend  your  time  fishing. 

Introducing  AT&T  Card  EXECU-BILLSM  service.  A 
flexible  new  billing  service  that  gives  you  a  more  effi¬ 
cient  way  of  tracking  and  managing  your  AT&T  Card 
usage. 

With  AT&T  Card  EXECU-BILL  service,  you  can  tailor 
your  billing  to  suit  the  way  your  company  works.  For 
example,  you  can  specify  which  departments  and  indi¬ 
viduals  get  bills  or  reports  and 
what  information  you  want 
them  to  have.  You  can  even  get 
special  reports  to  summarize 
charges  or  flag  heavy  card  usage. 

What’s  more,  you  get  a  variety  of  monthly  manage¬ 
ment  reports  that  help  you  administer  your  corporate 
card  program,  analyze  charges  and  identify  abuse. 

AT&T  Card  EXECU-BILL  service  also  comes  with  op¬ 
tions  such  as  usage  data  on  magnetic  tape  and  custom 
card  design.  You  choose  how  and  where  you  want  your 
cards  distributed  and  can  easily  add  or  deactivate  cards. 

But  that’s  not  all. 

With  EXECU-BILL  service,  you’re  sure  you’re  getting 
AT&X  the  most  reliable  network  in  the  world.  Plus,  of 
course,  the  ease  and  convenience  of  the  AT&T  Card.  And 
you’re  guaranteed  AT&T’s  consistent  low  prices  with  no 
surprises. 

All  of  which  means  with  AT&T  Card  EXECU-BILL 
service,  you’ll  have  better  control  over  your  calling  card 
expenses.  Not  to  mention  how  you  spend  your  time. 

For  more  information,  call  your  AT&T  Account 
Executive  or  1 800  222-0400. 


^  Alter 

V  The  right  choice. 


I 
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CONTINUED  FROM  PAGE  1 
primarily  as  a  platform  for  build¬ 
ing  systems  and  application  soft¬ 
ware  products. 

Its  reputation  as  a  high-tech 
“power  tool”  notwithstanding, 
RPC  technology  is  gradually 
working  its  way  into  corporate  in¬ 
formation  systems  (IS)  and  tele¬ 
communications  departments. 
Organizations  are  using  RPC  tool 
kits  from  vendors  such  as  Apollo 
Computer,  Inc.,  Banyan  Systems, 
Inc.,  Netwise,  Inc.,  Novell,  Inc. 
and  Sun  Microsystems,  Inc.  to 
build  applications  optimizing 
their  networked  servers  and 
workstations.  (For  a  rundown  on 
these  vendors’  RPC  offerings,  see 
the  chart  on  page  44.) 

For  example,  apparel  retailer 
Burlington  Coat  Factory,  Inc.,  in 
Lebanon,  N.H.,  has  used  Sun’s 
RPC  environment  to  build  coop¬ 
erative  processing  systems  for 
point-of-sale  and  inventory  man¬ 
agement  applications,  according 
to  company  MIS  Director  Michael 
Prince.  “We’re  using  Sun’s  RPC  to 
tie  together  Unix  and  OS/2  envi¬ 
ronments,”  Prince  says.  “It  takes 
a  good  programmer  only  a  day  or 
so  to  learn  how  to  build  distribut¬ 
ed  applications  using  RPCs.” 

RPC  technology  gives  soft¬ 
ware  developers  the  ability  to 
split  application  programs  and 

Kobielus  consults  on  infor¬ 
mation  technology  in  Alexan¬ 
dria,  Va. 


easily  redistribute  the  procedures 
to  dispersed,  intercommunicat¬ 
ing  computers.  RPC  tool  kits 
cleave  a  source-code  program 
into  separate  client  and  server 
pieces  in  keeping  with  program¬ 
mer  specifications,  then  auto¬ 
matically  generate  the  stub  code. 
The  stub  code  coordinates  com¬ 
munications  among  the  pieces 
once  they’ve  been  installed  on 
separate  machines. 

The  underlying  program  code 
need  not  be  modified  when  dis¬ 
tributing  an  application’s  compo¬ 
nents  out  to  remote  processors. 
Management  of  the  run-time  net¬ 
work  connection  between  client 
(calling  procedure)  and  server 
(called  procedure)  is  handled  en¬ 
tirely  by  RPC  stubs  and  linked 
communications  protocol  stacks. 
The  client  and  server  procedures 
relate  to  each  other  as  if  they 
were  both  located  on  the  same 
machine. 

RPC  tools  relieve  program¬ 
mers  from  having  to  know  details 
of  network  operating  systems 
and  communications  protocols 
on  which  their  applications  are  to 
run.  Programmers  are  also 
spared  the  painstaking,  time-con¬ 
suming  labor  of  coding  and  de¬ 
bugging  communications  subrou¬ 
tines  by  hand. 

The  business  benefits  from 
RPC  technology  include  acceler¬ 
ated  network  application  devel¬ 
opment,  increased  programmer 
productivity,  improved  network 


resource  utilization,  enhanced 
multivendor  interoperability  and 
greater  portability  of  distributed 
applications  across  different  op¬ 
erating  environments. 

Standards  battle 

Recent  events  have  height¬ 
ened  the  visibility  of  RPC  prod¬ 
ucts  among  vendors  and  users 
alike  —  most  notably,  an  an¬ 
nouncement  by  the  Open  Soft¬ 
ware  Foundation  (OSF),  a  Bos¬ 
ton-based  vendor  consortium 
that  it  is  seeking  industry  input 
toward  the  establishment  of  an 
open  standard  for  RPC  technol¬ 
ogy- 

The  OSF  standards-setting 
process  is  shaping  up  as  a  dog¬ 
fight  between  two  industry  fac¬ 
tions  supporting  different  RPC 
specifications,  although  individ¬ 
ual  members  of  the  factions  may 
choose  to  propose  their  own 
schemes  as  industry  standards. 

The  first  faction  —  which  in¬ 
cludes  such  big-name  vendors  as 
Novell,  3Com  Corp.,  Banyan,  Sun 
and  Lotus  Development  Corp.  — 
is  rallying  around  a  2-year-old 
RPC  product  developed  by  Boul¬ 
der,  Colo. -based  Netwise.  At  Sep¬ 
tember’s  NetWorld  ’89  confer¬ 
ence  in  Dallas,  this  coalition 
announced  its  support  for  a  ven¬ 
dor-independent  RPC  tool  kit, 
Netwise’s  RPC  Tool  Version  3-0, 
slated  for  delivery  in  early  1990. 

The  other  industry  group  con- 
( continued  on  page  44 ) 


Remote  procedure  call  products  provide  tool  kits  to 
help  in  building  distributed  network  applications. 
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The  least  a  local  area  network  can  give  you  is  time 
for  lunch. 


Some  food  for  thought. 

Getting  all  the  information  from 
all  your  equipment  to  all  your  people 
can  occupy  all  your  time. 

That’s  where  the  IBM  Token-Ring 
Network  can  help. 

With  our  new  16-megabit  band¬ 
width,  it  provides  remarkable  new 
speed  in  moving  everything  from 
bulk  data  to  mail  to  graphic  images. 

IBM’s  Token-Ring  Network  fits 
into  most  existing  environments.  It’s 
compatible  with  today’s  popular 
software,  connecting  your  work¬ 
stations,  including  PCs  and  PS/2s® 
midrange  computers,  mainframes 
and  peripherals. 

We’ve  also  designed  it  for  reliabil¬ 
ity.  With  IBM  software,  it’s  easy  to 
diagnose,  isolate  and  correct  prob¬ 
lems,  without  affecting  the  rest  of 
your  network. 

It’s  another  reason  why  no  other 
company  connects  more  companies 
with  more  equipment  to  more 
people  than  IBM. 

For  more  information  on  IBM 
local  area  network  solutions,  contact 
your  local  IBM  Advanced  Product 
Dealer  or  your  IBM  marketing 
representative. 

We  can  help  your  entire  organiza¬ 
tion  run  more  smoothly  and  produc¬ 
tively.  And  that  means  you  can  devote 
your  time  to  other  important  matters. 

Bon  appetit. 


THE  RIGHT  TOOL 
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Remote  procedure  call  products 


Vendor 

Product 

Programming 

languages 

supported 

Machine  types 
supported 

Machine  OSs 
supported 

Net  OS  and 

protocols 

supported 

Apollo  Computer,  Inc. 
Chelmsford,  Mass. 

(508)  256-6600 

Network 

Computing 

System 

C,  Pascal 

Microcomputers, 

workstations, 

minicomputers, 

mainframes, 

supercomputers 

OS/2,  Unix  (BSD, 
System  V,  Ultrix, 
AIX),  VMS,  DOS 

TCP/IP 

Banyan  Systems,  Inc. 
Westborough,  Mass. 
(508) 898-1000 

NetRPC 

C 

Any  that  can  run 
VINES 

Any  that  can 
support  VINES 

VINES 

Netwise,  Inc. 

Boulder,  Colo. 

(303)  442-8280 

RPC  TOOL 

C,  Ada 

Microcomputers, 

workstations, 

minicomputers, 

mainframes, 

supercomputers 

DOS,  OS/2, 
Microsoft  Corp. 
Microsoft 
Windows,  Unix 
(BSD,  System  V, 
SunOS,  Xenix, 
Ultrix),  VS,  MPE, 
VMS 

TCP/IP,  SPX/ 
NetWare, 
NETBIOS,  Touch 
Communications, 
Inc.  OSI,  Named 
Pipes/LAN 
Manager,  VINES, 
DECnet,  NetIPC, 
Xerox  Corp.'s 
Xerox  Network 
Systems 

Novell,  Inc. 

Provo,  Utah 
(801)379-5900 

NetWare 

RPC 

C 

Microcomputers, 

workstations, 

minicomputers, 

mainframes, 

supercomputers 

DOS,  OS/2, 
Microsoft 
Windows,  Unix 
(BSD,  System  V, 
SunOS,  Xenix, 
Ultrix),  VS,  MPE, 
VMS 

TCP/IP, 

OSI/MAP, 
DECnet, 
SNA/APPC, 
Named  Pipes, 
NETBIOS 

Sun  Microsystems,  Inc. 
Mountain  View,  Calif. 
(415)960-1300 

Open 

Network 

Computing 

C 

Microcomputers, 

workstations, 

minicomputers, 

mainframes, 

supercomputers 

Unix,  DOS,  VMS, 
MVS,  VM 

TCP/IP,  SPX, 
NETBIOS,  OSI 

BSD  —  Berkeley  Software  Division 

SPX  =  Sequenced  Packet  Exchange 

SOURCE:  JAMES  KO0ELUS,  ALEXANDRIA,  VA. 

( continued from  page  41) 
sists  of  Apollo,  its  corporate  parent  Hew¬ 
lett-Packard  Co.  and  other  devotees  of 
Apollo's  established  Network  Computing 
System  (NCS)  architecture,  such  as  Digital 
Equipment  Corp.  In  June,  Apollo  and  DEC 
announced  that  they  were  jointly  extend¬ 
ing  the  RPC  component  of  NCS  and  will  in¬ 
corporate  the  extensions  into  their  respec¬ 
tive  products. 

There’s  no  telling  which,  if  any,  RPC 
standard  will  prevail.  Numerous  technical 
issues  figure  into  the  debate.  Many  of  these 
are  on  a  conceptual  plane  one  or  two  steps 
removed  from  the  practical  concerns  of 
potential  users.  In  addition,  it’s  unclear 
how  the  competing  specifications  mesh 
with  the  OSI  draft  standard  9072  —  Re¬ 
mote  Operations  Service  Element  — 
which  pertains  to  RPCs  in  multivendor  en¬ 
vironments. 

At  this  time,  the  question  of  RPC  stan¬ 
dards,  and  which  is  best,  may  be  less  im¬ 
portant  than  the  issue  of  whether  users 
need  RPC  technology  at  all.  RPC  is  an 
emerging  distributed  application  develop¬ 
ment  technique  still  groping  for  recogni¬ 
tion  within  the  IS  and  telecommunications 
communities. 

RPC  technology  goes  up  against  two  al¬ 
ternative,  better  established  approaches  to 
building  distributed  network  applications: 
network  application  program  interfaces 
(API)  and  distributed  data  base  manage¬ 
ment  systems. 

What  principally  distinguishes  RPC 
tools  from  these  other  techniques  are  the 
issues  of  application  portability  and  trans¬ 
parency  across  different  operating  envi¬ 
ronments. 

“RPCs  are  a  level  above  network  APIs  in 
freeing  software  developers  from  the  need 
to  know  the  details  of  particular  network 
protocols  when  writing  distributed  appli¬ 
cations,”  says  Mark  Leary,  a  consultant 


with  International  Data  Corp.  (IDC)  in 
Framingham,  Mass.  APIs  are  function 
calls,  such  as  Attach  To  File  Server  and  Get 
Printer  Status.  They  are  embedded  within 
particular  network  operating  systems, 
such  as  Novell’s  NetWare  and  3Com’s  3  + . 

Building  a  distributed  application  that 
invokes  environment-specific  APIs  usually 
means  that  the  application  can  be  ported 
to  other  networks  only  through  laborious 
rewrites. 

Distributed  DBMSs  support  a  special¬ 
ized  form  of  cooperative  processing  in¬ 
volving  applications  that  use  data  culled 
from  multiple  remote  data  bases,  typically 
those  built  around  relational  data  base 
principles.  Application-level  integration 
among  dispersed  data  bases  is  accom¬ 
plished  through  a  specialized  data-retriev- 
al  bridge  language,  often  some  form  of 
SQL. 

IBM’s  Systems  Application  Architecture 
(SAA)  is  an  application  development  envi¬ 
ronment  for  distributed  DBMSs  —  in  this 
case,  IBM’s  Distributed  Data  Manager  run¬ 
ning  on  IBM’s  OS/2,  Application  Sys¬ 
tem/400  and  ES/370  host  operating  sys¬ 
tems.  Most  of  the  applications  that  can  be 


built  using  SAA  specifications  and  SAA- 
compliant  tool  kits  are  just  sophisticated 
twists  on  the  time-honored  data  down¬ 
load/upload  technique. 

However,  IBM  plans  to  incorporate 
more  cooperative-processing  capabilities 
into  SAA,  according  to  Jack  Karp,  vice- 
president  of  Meta  Group,  a  consulting  firm 
in  Westport,  Conn. 

In  contrast  to  SAA  and  other  DBMS-ori¬ 
ented  environments,  RPC  products  enable 
developers  to  do  more  than  just  pass  data 
files,  records  and  fields  among  remote  sys¬ 
tems.  RPCs  also  make  it  possible  for  the 
flow  of  control  to  pass  between  remote 
machines  executing  procedures  of  the 
same  application  as  if  the  dispersed  mod¬ 
ules  were  interlocking  gears  in  a  single  ma¬ 
chine.  Portability  and  transparency  of  RPC 
applications  is  ensured  by  client-  and  serv¬ 
er-side  stub  code  and  linked  communica¬ 
tions  protocols. 

RPC  technology  can  be  thought  of  as  a 
means  for  fine-tuning  the  distribution  of 
processing  loads  across  networked  ma¬ 
chines.  Any  mix  of  capabilities  that  can  be 
developed  to  run  on  a  single  computer  can 
be  decoupled  by  RPC  technology  and  dis¬ 
tributed  to  devices  optimized  for  particular 
uses. 

Why  place  all  the  processing  burden  on 
one  host  machine  when  table  lookup 
chores  can  be  sent  to  a  data  base  server, 
number-crunching  assignments  to  a  high- 
performance  processor,  printing  jobs  to  a 
print  server,  program  compilation  to  a 
compile  server,  communications  tasks  to  a 
protocol  gateway  and  so  on? 

Within  the  RPC  community,  technical 
comparisons  among  competing  products 
center  on  the  issues  of  flexibility,  perfor¬ 
mance  and  network  resource  manage¬ 
ment.  The  industry’s  chief  concerns  are 
the  ability  of  various  RPC  products  to  ac¬ 
commodate  different  programming,  pro¬ 


tocol,  operating  system  and  hardware  en¬ 
vironments;  provide  acceptable  applica¬ 
tion  response  times  and  throughput;  and 
coordinate  pieces  of  complex  applications 
dispersed  across  networks. 

The  top  contenders  in  the  RPC  arena  — 
Netwise  and  Apollo/HP  —  provide  ap¬ 
proaches  that  differ  markedly  from  each 
other.  Netwise’s  product  family,  RPC  Tool, 
builds  distributed  applications  incorporat¬ 
ing  two  logical  entities  —  client  and  server 
—  while  Apollo/HP’s  NCS  includes  a  third 
entity  —  the  broker. 

Perhaps  the  most  significant  fact  about 
Netwise’s  RPC  Tool  is  that  it  has  gained 
support  as  an  industry  standard  from  the 
top  three  local-area  network  operating 
system  vendors  —  Novell,  3Com  and  Ban¬ 
yan.  RPCs  are  first  and  foremost  geared  for 
LAN  environments.  These  and  other  com¬ 
munications  and  computer  vendors  have 
embraced  RPC  Tool  as  a  “common  distrib¬ 
uted  computing  platform,”  according  to 
an  announcement  this  September  (“Soft¬ 
ware  development  kit  wins  key  vendor 
backing,”  NW,  Sept.  18). 

Most  RPC  Tool  users  are  independent 
software  vendors,  according  to  Mark 


Hatch,  Netwise’s  vice-president  for  mar¬ 
keting.  The  main  component  of  RPC  Tool 
is  a  compiler.  Its  function  is  different  from 
that  of  standard  compilers,  which  convert 
program  source  code  into  executable  bina¬ 
ry  files.  The  Netwise  compiler  transforms  a 
single  C  or  Ada  language  source-code  file 
into  two  source-code  files  —  client  and 
server  —  each  with  attached  stub  code  and 
communications  subroutines.  To  run  in 
the  target  host  machines,  the  client  and 
server  source-code  files  produced  by 
Netwise’s  compiler  must  still  be  processed 
through  standard  C  or  Ada  compilers /link¬ 
ers. 

Programmers  must  write  a  separate  in¬ 
put  specification  file  that  tells  the  RPC 
Tool  compiler  how  to  split  the  application 
into  client  and  server  procedures.  For  ease 
of  use,  the  specification  language  may  use 
the  same  syntax  as  the  programming  lan¬ 
guage.  The  specification  file  declares 
which  procedures  will  execute  remotely 
and  whether  the  communications  path  be¬ 
tween  client  and  server  modules  persists 
between  procedure  calls  or  must  be  rees¬ 
tablished  with  each  call. 

The  programmer  must  also  write  a  serv¬ 
er  control  procedure  that  tells  the  server 
module  how  to  manage  communications 
sessions  and  the  flow  of  control  vis-a-vis 
client  procedures.  For  example,  the  server 
could  be  set  up  to  handle  multiple  client 
connections  —  known  as  bindings  —  con¬ 
currently,  though  processing  only  one  RPC 
at  a  time. 

Many  versions  of  the  RPC  Tool  compiler 
exist,  each  supporting  a  particular  operat¬ 
ing  environment:  computer  hardware 
type,  machine  operating  system  and  net¬ 
work  operating  system  or  protocol  suite. 
To  execute  into  different  environments, 
client  and  server  procedures  must  be  de¬ 
veloped  using  the  corresponding  RPC  Tool 
compilers. 

These  compilers  build  client  and  server 
stubs  that  translate  between  each  environ¬ 
ment’s  specialized  data  representation 
technique  and  a  machine-independent  en¬ 
coding  scheme:  ISO  standard  8825,  Speci¬ 
fication  of  Basic  Encoding  Rules  for  Ab¬ 
stract  Syntax  Notation,  also  known  as 
ASN.l  BER. 


The  machine  types  that  RPC  Tool  sup¬ 
ports  include  IBM-compatible  personal 
computers,  as  well  as  larger  systems  from 
Alliant  Computer  Systems,  Apollo,  Convex 
Corp.,  DEC,  ELXSI,  Ltd.,  Prime  Computer, 
Inc.,  Sun  and  Wang  Laboratories,  Inc. 

Machine  operating  systems  supported 
include  DOS,  OS/2,  Microsoft’s  MS-Win¬ 
dows,  Unix  (Berkeley,  System  V  and  Xenix 
varieties),  DEC’S  Ultrix  and  VMS,  and 
IBM’s  VS. 

Network  operating  systems  and  proto¬ 
col  suites  supported  include  Transmission 
Control  Protocol/Internet  Protocol,  No¬ 
vell’s  NetWare/Sequenced  Packet  Ex¬ 
change  (SPX),  the  Network  Basic  I/O  Sys¬ 
tem,  Touch  Communications,  Inc.’s  Touch 
OSI,  Microsoft  and  3Com’s  jointly  devel¬ 
oped  LAN  Manager/Named  Pipes,  Ban¬ 
yan’s  VINES  and  DEC’S  DECnet. 

Porting  a  distributed  application  to  dif¬ 
ferent  machine  types  and  operating  sys¬ 
tems  involves  recompiling  the  original 
program  code  with  the  appropriate  RPC 
Tool  compilers.  New  and  evolving  commu¬ 
nications  protocols,  such  as  the  OSI  suite, 
can  be  added  to  RPC  Tool’s  Network  Li¬ 
brary  and  easily  linked  to  existing  client 
and  server  stubs. 

RPC  Tool’s  flexibility  across  diverse  op¬ 
erating  environments  has  won  it  support 
from  communications  and  computer  ven¬ 
dors  alike.  LAN  industry  leader  Novell  has 
been  selling  NetWare  RPC,  a  licensed  ver¬ 
sion  of  Netwise’s  product,  since  March,  ac¬ 
cording  to  Dwight  Davis,  director  of  mar¬ 
keting  at  Novell’s  Austin,  Texas-based 
Development  Products  Division. 

Novell’s  version  supports  the  compa¬ 
ny’s  proprietary  SPX  protocol  for 
NetWare,  but  it  also  supports  OSI/Manu- 
facturing  Automation  Protocol,  DEC’S 
DECnet,  IBM’s  Systems  Network  Architec¬ 
ture/Advanced  Program-to-Program 
Communications,  Microsoft  and  3Com’s 
Named  Pipes  and  NETBIOS.  Support  for 
numerous  communications  protocols  is 
referred  to  within  the  RPC  community  as 
transport-independence. 

Most  NetWare  RPC  users  to  date  are  No¬ 
vell  value-added  resellers,  says  Davis,  al¬ 
though  some  corporate  IS  departments  are 
( continued  on  page  46 ) 


RpC  technology  goes  up  against  two  alternative, 
better  established  approaches  to  building  distributed  net 
applications:  network  APIs  and  distributed  DBMSs. 
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( continued  from  page  44 ) 
beginning  to  pick  up  on  the  benefits  of  RPC 
technology.  “Corporate  IS  is  a  bit  conser¬ 
vative  when  it  comes  to  trying  out  new  de¬ 
velopment  techniques,”  he  says.  However, 
Davis  predicts  that  as  the  RPC  market  ma¬ 
tures,  IS  and  telecommunications  profes¬ 
sionals  will  lean  toward  RPC  as  a  viable 
technique  for  linking  diverse  operating  en¬ 
vironments. 

Unlike  Netwise’s  RPC  Tool,  Novell’s 
NetWare  RPC  can  only  compile  application 
source  code  written  in  the  C  language.  This 
is  no  handicap,  Davis  says,  because  “most 
distributed  application  programmers  work 
inC.” 

How  does  NetWare  RPC  relate  to  No¬ 
vell’s  proprietary  NetWare  APIs,  which 
also  provide  resources  for  building  distrib¬ 
uted  applications?  “NetWare  RPC  is  for  de¬ 


veloping  customized  procedure  calls  with¬ 
in  heterogeneous  client/server  environ¬ 
ments,”  Davis  states,  “while  our  APIs 
support  standardized  procedures  within 
the  NetWare  environment.” 

Sun  already  has  its  own  cooperative¬ 
processing  product,  the  RPCgen  network 
compiler.  In  fact,  Sun  is  one  of  the  pio¬ 
neers  in  the  RPC  field,  having  introduced 
RPCgen  as  part  of  its  Open  Network  Com¬ 
puting  (ONC)  environment  in  1985.  Sun’s 
RPC  and  External  Data  Representation 
protocols  are  the  basis  upon  which  the 
company’s  network  services,  such  as  Net¬ 
work  File  System  (NFS),  are  created. 

Sun  will  continue  to  support  and  en¬ 
hance  its  own  RPC  environment.  At  the 
same  time,  Netwise  is  engineering  RPC 
Tool  Version  3  0’s  compiler  so  that  pro¬ 
grammers  can  easily  build  stub  code  com¬ 


patible  with  existing  Sun  ONC/NFS  clients 
and  servers. 

Meanwhile,  another  RPC  pioneer,  Apol¬ 
lo,  is  proposing  that  its  own  3-year-old 
RPC  environment,  NCS,  be  considered  an 
industry  standard.  “Apollo  and  Sun  are 
ahead  of  others  in  RPC  technology,”  says 
IDC’s  Leary,  “because  their  whole  focus  as 
technical  computing  vendors  has  been  on 
distributed  computing.” 

Building  RPC  applications  in  Apollo’s 
environment  is  not  different  in  principle 
from  the  Netwise  and  Sun  architectures. 
NCS  has  a  compiler  that,  in  accordance 
with  an  input  specification  file,  produces 
client  and  server  procedures  with  linked 
stub  codes  and  protocol  stacks.  NCS  sup¬ 
ports  a  range  of  computer  hardware  types, 
machine  operating  systems,  network  oper¬ 
ating  systems  and  protocol  suites  similar 


to  the  Netwise/Sun  products. 

What  chiefly  distinguishes  Apollo’s  ar¬ 
chitecture  from  the  Netwise/Sun  RPC  ar¬ 
chitectures  is  the  broker  concept  —  Apol¬ 
lo’s  technique  for  coordinating  and 
managing  dispersed  client  and  server  pro¬ 
cedures. 

Installed  on  each  server  machine,  the 
location  broker  is  a  data  base  that  tracks 
the  locations  of  server  procedures  and 
routes  client  requests  to  the  appropriate 
destination.  Dispersed  server  processes 
and  data  bases  can  be  flexibly  relocated. 

The  NCS  location  broker  maintains  an 
updated  directory  of  server  locations  and 
transparently  routes  client  requests  to  the 
most  appropriate  server.  The  location  bro¬ 
ker  architecture  eliminates  the  need  to  re¬ 
program  client  procedures  every  time  a 
server  is  relocated. 

The  prime  benefit  of  this  arrangement 
is  “location  independence”  in  the  distribu¬ 
tion  of  remote  procedures.  Without  bro¬ 
kers,  the  clients  themselves  must  keep 
track  of  servers  and  their  locations,  as  they 
are  required  to  under  the  Netwise  and  Sun 
RPCs. 

Another  difference  between  NCS  and 
other  RPC  schemes  is  that  the  former  al¬ 
lows  communications  between  like  pro¬ 
cessors  in  their  native,  low-level  data  rep¬ 
resentation  scheme,  rather  than  translat¬ 
ing  into  a  machine-independent  scheme 
such  as  Netwise’s  ASN.  1  BER.  Use  of  native 
data  representation  schemes,  where  possi¬ 
ble,  provides  a  performance  advantage  in 
client/server  transmissions. 

NCS  provides  the  requisite  “power  for 
heavy-duty  RPC  applications,”  according 
to  Duncan  Campbell,  marketing  manager 
in  HP’s  Networks  Division  in  Fort  Collins, 
Colo.  Campbell  says  NCS  has  been  licensed 
for  systems  development  by  many  comput¬ 
er  vendors,  including  IBM  and  DEC. 

In  fact,  Apollo  has  been  working  with 
DEC  since  February  to  extend  NCS’  support 
for  wide-area  networks,  international  lan¬ 
guage  representation,  additional  network 
protocols  and  large  data  processing  appli¬ 
cations.  The  extensions  will  be  incorporat¬ 
ed  into  both  companies’  products. 

Despite  recent  efforts,  DEC  and  IBM 
have  been  conspicuously  absent  from  the 
RPC  community,  according  to  RPC  veteran 
Jim  Allchin,  vice-president  of  research  and 
development  at  Westborough,  Mass.-based 
Banyan.  Allchin,  lead  developer  of  Ban¬ 
yan’s  6-year-old  NetRPC  product,  says  the 
computer  industry  leaders  “don’t  under¬ 
stand  distributed  processing.”  The  closest 
IBM  has  come  to  an  RPC  offering,  he  says, 
is  with  its  Server-Requester  Programming 
Interface  specification,  which  does  not  in¬ 
clude  a  compiler  for  building  distributed 
applications. 

Of  course,  nobody’s  counting  IBM  out 
of  the  RPC  fray  just  yet.  Big  Blue  has  been  a 
latecomer  to  other  technologies  —  most 
notably,  personal  computers  —  that  it 
eventually  dominated.  It  wouldn’t  be  at  all 
surprising  if  RPC  concepts  were  eventually 
incorporated  into  Ad/Cycle,  the  firm’s  fast 
unfolding  SAA/CASE  environment. 

Dominance  in  the  young  RPC  market  is 
up  for  grabs.  Regardless  of  which  standard 
emerges  from  the  OSF  process,  RPC  tech¬ 
nology  is  likely  to  gain  needed  visibility 
and  acceptance  among  mainstream  IS  and 
telecommunications  professionals. 

RPC  is  a  concept  so  simple  it  almost 
seems  inevitable.  Programmers  are  always 
clamoring  for  power  tools  that  improve 
the  design  and  performance  of  their  appli¬ 
cations.  Give  them  the  means  to  harness 
the  ultimate  computer  —  an  entire  net¬ 
work  of  processors  —  and  they’ll  never 
look  back.  □ 
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Advertisers  who  want  to  place 
their  print  ads  in  a  quality  publication 
ask  the  question:  “Is  your  circulation 
audited?” 

We’re  very  proud  to  answer  “Yes.” 

We  are  a  member  of  the  Audit 
Bureau  of  Circulations  because  we 
share  ABC’s  belief  that  circulation 
audits  are  an  essential  assurance  of 
value. 

ABC  is  the  premier  circulation 
auditing  organization  in  the  world, 
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circulation  figures  are  facts,  not 
claims.  An  ABC  audit  is  the  sign  of  a 
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Tearing  down 
the  wall 


By  KRIS 


Recently  announced 
products  for  linking 
IBM  Personal  Com¬ 
puter-  and  Personal 
System/ 2 -type  com- 
k  puters  with  Apple 
Computer,  Inc.’s  Macintosh  are 
blasting  holes  in  the  Berlin  Wall 
that  has  separated  these  two  plat¬ 
forms. 

Interconnecting  Macintoshes 
and  personal  computers  is  be¬ 
coming  easier  as  vendors  re¬ 
spond  to  a  growing  demand  for 
heterogeneous  networking  solu¬ 
tions. 

The  market  for  personal  com- 
puter-to-Macintosh  local-area 
network  software  is  expected  to 
grow  from  2.9  million  networked 
personal  computers  and  Macin¬ 
toshes  in  1987  to  30  million  in 
1991,  according  to  Infonetics, 
Inc.,  a  market  research  firm  in 
Santa  Clara,  Calif. 

Acceptance  of  the  Macintosh 
in  corporate  environments  is  in¬ 
creasing.  “Every  major  player  in 
the  LAN  world  has  either  partially 
addressed  this  or  is  moving  rapid¬ 
ly  to  address  it,”  says  Lee  Doyle, 
manager  of  LAN  research  for  In- 

Herbst  is  a  free-lance  writer 
based  in  the  Washington,  DC. 
area. 


ternational  Data  Corp.  (IDC),  a 
market  research  firm  based  in 
Framingham,  Mass. 

Connectivity  —  once  the 
Achilles’  heel  of  Apple’s  Macin¬ 
tosh  family  of  computers  —  is 
now  being  addressed  by  a  rapidly 
expanding  array  of  products  that 
allow  Macintoshes  and  personal 
computers  to  share  files,  printers 
and  other  network  resources  on 


HERBST 

many  types  of  networks,  includ¬ 
ing  Apple  LocalTalk,  Arcnet,  Eth¬ 
ernet  and  token-ring  networks. 

Cupertino,  Calif. -based  Apple 
and  Novell,  Inc.  of  Provo,  Utah, 
two  of  the  five  vendors  that  domi¬ 
nate  the  market  for  LAN  software 
interconnecting  Macintoshes  and 
personal  computers,  support  Ap¬ 
ple’s  native  networking  protocol, 
the  Apple  Filing  Protocol  (AFP). 


The  remaining  three  vendors 
—  The  TOPS  Division  of  Surt  Mi¬ 
crosystems,  Inc.  of  Alameda, 
Calif.,  3Com  Corp.  of  Santa  Clara, 
Calif.,  and  Banyan  Systems,  Inc. 
of  Westborough,  Mass.  —  have 
announced  plans  to  make  their 
LANs  AFP-compliant  in  the  near 
future. 

Peer-to-peer  networks 

Until  very  recently,  TOPS  had 
provided  the  simplest,  most  inex¬ 
pensive  and  most  popular  LAN 
for  small  work  groups  of  Macin¬ 
toshes  and  personal  computers. 
Available  since  1986,  TOPS  was 
one  of  the  first  networks  to  inter¬ 
connect  the  two. 

Before  this  summer’s  intro¬ 
duction  of  the  Personal  Server 
Network  (PSN),  a  product  from 
Calabasas,  Calif. -based  Informa¬ 
tion  Presentation  Technologies, 
Inc.,  TOPS  was  the  only  network 
for  Macintoshes  and  personal 
computers  that  could  be  operated 
either  as  a  centralized  network 
with  dedicated  file  servers  or  as  a 
distributed  peer-to-peer  net¬ 
work. 

PSN  is  challenging  TOPS’ 
domination  of  the  low  end  of  the 
market  for  personal  computer- 
to-Macintosh  LANs.  Unlike  TOPS, 
(continued  on  page  48) 


The  harriers  to  connectivity 
between  personal  computer  and 
Macintosh  networks  are  crumbling 
as  vendors  respond  to  users* 
demands  for  solutions. 


ILLUSTRATION  ®1989  JAMES  KACZMAN 


NETWORK  WORLD  •  NOVEMBER  20,  1989 

47 


TEARING  DOWN  THE  WALL 


( continued  from  page  47) 

PSN  is  fully  compatible  with  AFP 
—  a  feature  TOPS  has  announced 
it  will  offer  early  next  year  —  and 
it  uses  Apple’s  networking  inter¬ 
face.  When  used  with  Informa¬ 
tion  Presentation  Technologies’ 
uShare  server  products,  PSN  also 
supports  Unix  nodes. 

Peer-to-peer  networks  require 
no  dedicated  server  or  network 
administrator  because  all  ma¬ 
chines  on  a  network  can  act  as 
both  clients  and  servers.  Any 
Macintosh  or  personal  computer 
can  access  some  or  all  of  the  files 
on  any  other  Macintosh  or  per¬ 
sonal  computer  over  the  net¬ 
work.  Or  any  such  device  can 
“mount”  a  remote  disk,  in  which 
case  it  functions  as  if  it  were  a 
drive  of  that  station.  Macintosh 
users  see  icon  symbols  for  files 
and  folders  (directories).  Per¬ 
sonal  computer  users  see  DOS- 
type  listings  of  files. 

Personal  computers  and  Mac¬ 
intoshes  can  directly  read  appli¬ 
cations  that  share  a  common  file 
format  or  have  built-in  transla¬ 
tors,  such  as  Lotus  Development 
Corp.’s  Lotus  1-2-3,  Microsoft 
Corp.’s  Microsoft  Excel  and  Mi¬ 
crosoft  Word,  Word  Perfect 
Corp.’s  Word  Perfect  and  Aldus 
Corp.’s  PageMaker. 

For  applications  that  do  not 
have  built-in  file  translation, 
TOPS  bundles  Datavis,  Inc.  ’s  Mac- 
LinkPlus  utility.  However,  these 
applications  lack  a  “file  format 
standard  that  enables  the  most 
complete  data  transmission  be¬ 
tween  environments,”  says  Abi¬ 
gail  Christopher,  program  man¬ 
ager  for  Macintosh  market 
research  at  IDC.  “I  think  this  real¬ 
ly  is  a  problem.” 

TOPS’  NetPrint  software  al¬ 
lows  personal  computers  to  send 


files  to  a  PostScript-compatible 
laser  printer  using  Apple  net¬ 
working  protocols.  Even  if  per¬ 
sonal  computer  files  are  generat¬ 
ed  using  non-PostScript-compati- 
ble  application  software,  they  can 
be  printed  using  an  Epson  Corp. 
printer-to-PostScript  translation. 

Dispensing  with  a  dedicated 
file  server  saves  money  and 
makes  distributed  peer-to-peer 
networks  easy  to  run.  Rich  Sha- 
pero,  vice-president  and  general 
manager  for  TOPS,  also  notes 
that  “one  of  the  nice  things  about 
peer-to-peer  architecture  is  that 
you  don’t  have  a  bottleneck 
where  there  is  contention  for  the 
central  server. 

“Most  server-based  LANs  are 
PC-based  and  tend  to  be  unidirec¬ 
tional,  meaning  that  you  have  a 
Mac  client  that  can  look  at  files  on 


a  PC  but  not  necessarily  the  other 
way  around,”  he  says.  “The 
whole  concept  of  TOPS’  peer-to- 
peer  architecture  is  that  every 
user  can  manage  his  or  her  own 
files  and  make  them  available  to 
other  users  on  the  network,  re¬ 
gardless  of  platform.” 

On  the  other  hand,  without  a 
central  file  server,  a  distributed 
network’s  operating  system  must 
occupy  a  relatively  large  amount 
of  random-access  memory  on 
each  machine.  This  can  become 
unwieldy  on  distributed  networks 
that  require  a  lot  of  systems  ad¬ 
ministration. 

“If  you  have  a  reason  to  have 
files  that  are  centrally  adminis¬ 
tered,  server-based  LANs  are  ar¬ 
chitecturally  more  suited  to  those 
functions,”  Shapero  admits. 
However,  be  sure  to  include  ac¬ 
cess  privileges  for  all  users  or 
centralized  backup  and  recovery. 

But,  he  adds,  for  simply  shar¬ 
ing  disks,  printers  and  personal 
files,  a  peer-to-peer  network  “is 
absolutely  the  network  of  choice. 
Distributed  architecture  is  very 
suitable  —  and  even  preferable 
—  for  situations  where  people 
are  sharing  data  among  them¬ 
selves,  as  opposed  to  going  to  a 
central  repository  for  data.” 

Besides  having  little  competi¬ 
tion  prior  to  the  introduction  of 
PSN,  the  TOPS  network  has  been 
popular  because  it  has  proven  to 
be  an  attractive  solution  for  small 
firms  with  limited  budgets, 
networking  expertise  and  LAN  re¬ 
quirements,  as  well  as  for  some 
firms  with  more  intensive  net¬ 
working  requirements. 

When  Seymour  Cray  left  Cray 
Research,  Inc.  last  year  to  found 
Cray  Computer  Corp.  of  Colorado 
Springs,  his  new  firm  selected 
TOPS  software  to  network  the  1 5 


personal  computers  and  150 
Macintoshes  it  is  using  to  design  a 
new  generation  of  supercom¬ 
puter,  dubbed  Cray  3. 

“We’ve  been  using  TOPS  for 
almost  a  year  now,  and  it’s  doing 
the  job  we  wanted  it  to  do,”  says 
Jerry  Stevens,  a  systems  informa¬ 
tion  specialist  for  Cray  Comput¬ 
er.  “We  like  it  because,  as  a  dis¬ 
tributed  type  of  network,  it  can 
allow  a  Mac  or  PC  to  act  as  a  serv¬ 
er  or,  at  the  same  time,  it  can  act 
as  a  client  of  other  users.” 

Stevens  says  that  TOPS’  high 
degree  of  connectivity,  which  al¬ 
lows  each  workstation  user  to 
share  files  with  all  other  worksta¬ 
tion  users,  has  helped  Cray  Com¬ 
puter  cope  with  development 
work  that  is  advancing  on  several 
fronts  simultaneously  and  is  gen¬ 
erating  large  amounts  of  data. 


TOPS  and  PSN  are  both  plug- 
and  software-compatible  with 
AppleTalk,  Apple’s  proprietary 
LAN  for  Macintosh  computers. 
Connecting  personal  computers 
to  these  networks  requires  add¬ 
ing  an  adapter  board  to  each  per¬ 
sonal  computer.  TOPS’  personal 
computer  adapter  board  and  the 
optional  equivalent  for  the  Mac¬ 
intosh  run  on  a  superset  of  Ap¬ 
ple’s  LocalTalk  that  TOPS  calls 
FlashTalk. 

In  the  past,  Apple  has  used  the 
term  “AppleTalk”  to  refer  to 
both  its  overall  LAN  system  and 
the  Macintosh’s  cabling  compo¬ 
nents.  To  avoid  confusion,  it  now 
uses  “LocalTalk”  to  describe  the 
physical  connecting  components 
of  the  net,  “AppleTalk”  to  de¬ 
scribe  its  overall  networking  sys¬ 
tem  and  “AppleShare”  to  refer  to 
its  file  and  print  server  software. 

TOPS  FlashTalk  cards  triple 
the  communications  speed  on  a 
TOPS  net  from  Apple  LocalTalk’s 
sluggish  230.4K  to  770K  bit/sec. 

These  relatively  slow  speeds 
may  be  adequate  for  light  to  me¬ 
dium  application  throughput  re¬ 
quirements,  such  as  logon,  and 
linking  and  launching  network 
applications  such  as  electronic 
mail,  word  processing  and  data 
managers.  However,  they  are  not 
satisfactory  when  a  net  grows  to 
1 0  or  more  nodes,  when  there  are 
frequent  file  I/O  or  print  re¬ 
quests,  or  when  transferring  long 
files,  such  as  the  data-intensive 
graphics  files  for  which  the  Mac¬ 
intosh  is  especially  well-suited. 

The  slow  speeds  on  these  nets 
can  be  increased  by  upgrading 
the  file  server  or  installing  accel¬ 
erator  boards  or  adapter  boards 
that  allow  the  use  of  Ethernet 
running  on  twisted-pair  or  coaxi¬ 
al  cable  at  10M  bit/sec. 

These  alternatives  to  Local- 
Talk  —  as  well  as  upgrading  the 
file  server  or  introducing  other 
products  such  as  amplifiers, 
bridges,  repeaters  and  cabling 
systems  that  permit  the  use  of 
regular  phone  wire  or  fiber-optic 
cable  —  allow  for  increased 
transmission  speeds,  longer  ca¬ 
ble  runs  and  installation  of  a  larg¬ 
er  number  of  nodes  on  an  Apple- 
Talk  network. 

Still,  these  networks  have  lim¬ 
itations.  Some  users  are  wary 
about  using  TOPS  on  networks  of 
more  than  10  nodes  or  at  higher 
speeds  on  Ethernet.  TOPS  has 
had  to  respond  to  numerous  com¬ 
plaints  about  corruption  of  large 
(25  bytes  or  more)  multiuser 
data  base  files  on  TOPS  running 
on  Ethernet.  In  addition,  “they 
don’t  support  multiuser  applica¬ 
tions  as  well  as  some  other  net¬ 
works,”  IDC’s  Doyle  says. 

AppleTalk 

For  somewhat  larger  net¬ 
works,  Apple’s  AppleTalk  LAN  is 
a  relatively  inexpensive  solution, 
especially  if  a  significant  portion 
of  your  computers  are  Macin¬ 
toshes.  This  is  because  the  hard¬ 
ware  and  software  for  connecting 
to  an  AppleTalk  LAN  is  built  into 
every  Macintosh,  as  well  as  Ap¬ 
ple’s  LaserWriter  and  Image  Writ¬ 


er  printers. 

All  that  is  required  to  connect 
a  Macintosh  to  an  AppleTalk  are 
cables  that  have  a  set  of  small 
connector  boxes  and  can  be 
plugged  into  the  printer  port.  For 
this  reason,  most  networked  Mac¬ 
intoshes  use  Apple’s  AppleTalk 
LAN. 

Ease  of  use  is  one  of  Apple¬ 
Talk’s  major  advantages.  Users 
without  any  technical  skills  can 
install  a  network  of  Macintoshes 
simply  by  plugging  in  and  follow¬ 
ing  simple  menu  commands. 

Installing  personal  computer 
nodes,  however,  requires  a  good 
command  of  DOS  file  and  directo¬ 


ry  structures.  Personal  comput¬ 
ers  must  be  equipped  with  cables, 
software  to  operate  on  AppleTalk 
and  a  LocalTalk  personal  com¬ 
puter  card,  which  makes  each 
personal  computer  a  client  of  any 
server  running  under  AFP. 

“LocalTalk  is  very  ‘plug  and 
play,’  ”  Doyle  says.  “It  is  cheap, 
easy  to  administer  and  easy  to  fix. 
It  has  a  lot  going  for  it.” 

AppleTalk’s  primary  draw¬ 
backs  are  LocalTalk’s  slow 
230. 4K  bit/sec  speed,  its  limited 
node  capacity  and  —  compared 
to  peer-to-peer  networks  —  the 
cost  of  adding  a  dedicated  server, 
particularly  if  the  server  is  the 
relatively  expensive  Macintosh  II. 
LocalTalk’s  speed  is  the  lowest 
rated  throughput  of  any  wiring 
scheme  in  the  LAN  industry. 

Also,  Apple  recommends  in¬ 
stalling  no  more  than  32  nodes 
on  a  single  LocalTalk  network 
and  limiting  the  overall  length  of 
cables  to  1 ,000  feet  due  to  Apple¬ 
Talk’s  bandwidth  and  power  limi¬ 
tations.  All  of  these  problems  can 
be  at  least  partially  mitigated  by 
third-party  solutions. 

When  you  use  a  Macintosh  II 
as  a  file  server,  you  pay  for  but 
don’t  use  its  graphics  and  sound 
capabilities,  and  most  of  its  pro¬ 
cessing  power.  However,  you  can 
save  about  $1,000  by  not  pur¬ 
chasing  the  monitor,  keyboard 
and  mouse.  Timbuktu,  a  software 
program  from  Berkeley,  Calif.- 
based  Farallon  Computing,  al¬ 
lows  another  Macintosh  on  the 
network  to  control  such  a  “head¬ 
less”  server. 

Third-party  vendors  provide 
software  and  boards  that  allow 
DOS-based  machines  to  be  used 
as  dedicated  AFP  file  servers  on 
AppleTalk  networks,  but  they  run 
much  slower  than  a  Macintosh  II. 

Jasmine  Technologies,  Inc.  of 
San  Francisco  has  a  new  product 
called  DirectServe,  a  memory 
board/hard  disk  combination 
based  on  Macintosh  hardware 


and  software  that  costs  $1,299. 
Jasmine  Technologies  claims  that 
DirectServe  runs  significantly 
faster  than  a  Macintosh  server. 

AppleTalk  networks  include 
AppleShare  software.  The  Ap¬ 
pleShare  File  Server  works  like 
any  Macintosh  drive  and  has 
built-in  file-  and  folder-protec¬ 
tion  schemes.  Files  on  the  server 
appear  the  same  as  local  files  to 
the  personal  computer  user, 
making  the  LAN  transparent  to 
the  user. 

Apple’s  PC  LaserWriter  soft¬ 
ware  allows  personal  computers 
to  send  PostScript-compatible 
files  directly  to  a  printer.  Al¬ 


though  less  convenient,  personal 
computer  users  can  send  a  file 
from  a  non-PostScript-compati¬ 
ble  application  to  an  Apple  print¬ 
er  by  submitting  it  as  an  Epson- 
compatible  print  file,  then 
quitting  the  DOS  application  and 
submitting  the  print  file  to  a  pro¬ 
gram  called  AppleTalk  PC  Printer 
Driver. 

As  with  TOPS  and  PSN,  Local- 
Talk  cabling  can  be  replaced  with 
third-party  twisted-pair  wiring, 
coaxial  cable  or  fiber-optic  sys¬ 
tems.  It  can  be  speeded  up  with 
accelerator  cards  or  by  adding 
adapter  cards  that  allow  Macin¬ 
toshes  and  personal  computers 
on  AppleTalk  to  run  on  Ethernet 
or  token  ring  (l6M  bit/sec). 

These  alternatives  to  Local- 
Talk  and  other  products  such  as 
amplifiers,  bridges  and  repeaters 
allow  for  increased  transmission 
speeds,  longer  cable  runs  and  in¬ 
stallation  of  a  larger  number  of 
nodes  on  an  AppleTalk  network. 

PC  networks 

You  may  want  to  use  a  person¬ 
al  computer  LAN  if  you  need  a 
larger  LAN  with  more  sophisticat¬ 
ed  networking  features,  if  you 
have  more  personal  computers 
than  Macintoshes  to  connect  to 
the  network  or  if  you  have  al¬ 
ready  invested  in  a  personal  com¬ 
puter  LAN.  The  top  two  contend¬ 
ers  in  the  personal  computer  LAN 
market  are  Novell’s  NetWare  and 
3Com  Corp.’s  3+  LAN. 

Novell  is  the  LAN  industry' 
leader,  controlling  53-6%  of  the 
market.  3Com,  with  a  9-2%  mar¬ 
ket  share,  falls  between  Apple 
(13-3%)  and  TOPS  (8.7%),  ac¬ 
cording  to  Dave  Perro,  an  indus¬ 
try  analyst  for  Dataquest,  Inc.,  a 
San  Jose,  Calif.-based  research 
firm.  Banyan  Systems,  Inc., 
which  has  a  5%  market  share,  can 
only  connect  Macintoshes  to  its 
VINES  operating  system  via  third- 
party  E-mail  software  until  Ban¬ 
yan  releases  an  AFP-compli- 


D  ispensing  with  a  dedicated  file  server 
saves  money  and  makes  distributed  peer-to- 
peer  networks  easy  to  run. 
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XJocalTalk  is  very  ‘plug  and  play,’  ” 
Doyle  says.  “It  is  cheap,  easy  to  administer 
and  easy  to  fix.  It  has  a  lot  going  for  it.’’ 
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Tfelebit  has  a  modem  for  the  job. 
Whatever  the  job. 


Product 

Standards 

Error  Correction 

Compression 

Protocol 

Environment 

Low-Speed 

High-Speed 

MNP* 

16-bit  CRC 

MNP  5 

Lempel- 

Ziv 

UUCP.  Kennit 
Xmodem. 

Y  modem 

Aaync 

Sync 

103J.  212A 
V.22.V.22  bis 

PEP 

V.32 

TIOOO 

u 

■ 

■ 

■ 

■ 

■ 

■ 

TrailBlazer 

Plus 

T2000 

T2500* 

m 

•also  indudes  V.21  and  V.23 

No  matter  what  your  communications  requirement,  you’ll  find  a  Telebit 
high-speed,  dial-up  modem  that  can  do  the  job.  At  prices  starting  from  $745. 
Just  complete  and  mail  back  this  card.  We’ll  do  the  rest. 


Name _ 

T  itle _ Company _ 

Address _ 

City _ State _ Zip 

Phone _ 

I’m  interested  in  the  following  modems: 

_ T1000  _ TrailBlazer  Plus 

_ T2000  _ T2500 

_ Please  have  a  sales  person  call. 


TF  T  F  RIT 

When  connectivity  counts. 


NW  M10B 


Telebit  Corporation 


1345  Shorebird  Way 


Mountain  View,  CA  94043-1329 


TEARING  DOWN  THE  WALL 
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ant  version  of  VINES,  scheduled  for  early 
next  year. 

3Com’s3+  has  been  the  personal  com¬ 
puter  network  of  choice  for  Macintosh  us¬ 
ers  because  it  was  the  first  personal  com¬ 
puter  LAN  to  support  the  Macintosh.  3Com 
has  supported  the  Macintosh  in  some  fash¬ 
ion  for  four  years,  its  network  servers  have 
included  a  LocalTalk  port  since  1986,  and 
it  shipped  its  first  Macintosh  networking 
products  before  Apple  announced  AFP 
(which  is  why  3Com  has  not  supported 
AFP  thus  far). 

3Com’s  3  +  Share  personal  computer 
server  software,  which  provides  Network 
Basic  I/O  System  file  service  to  networked 
personal  computers,  can  be  run  with  3  + 
for  Macintosh  (3  + Mac),  an  extension  of 
3  + Share  that  allows  AppleTalk,  Ethernet 
or  token-ring  connections  between  Macin¬ 
toshes  and  personal  computers. 

3  + Open,  3Com’s  network  operating 
system  based  on  Microsoft’s  OS/2  LAN 
Manager,  will  include  AFP  and  Apple’s 
Printer  Access  Protocol,  allowing  Macin¬ 
toshes  to  connect  to  3Com’s  DOS-  and 
OS/  2-based  nets  using  the  AppleShare  net¬ 
working  software  in  the  Macintosh. 

3Com’s  file  servers,  called  3Servers, 
are  designed  to  run  on  midsize  to  large- 
scale  Ethernet  networks.  One-third  of  all 
3Servers  shipped  to  date  are  configured 
with  Macintosh  software. 

Because  of  its  dominant  market  posi¬ 
tion,  Novell  instantly  became  a  major  com- 


13ecause  of  its  market 
position,  Novell  instantly 
became  a  competitor  of 
3Com’s  3  + Mac  last  year 
when  it  released  NetWare 
for  Macintosh. 

AAA 


petitor  of  3Com’s  3  + Mac  late  last  year 
when  it  released  NetWare  for  Macintosh. 
This  software  package  implements  Apple- 
Talk  protocols  on  any  NetWare  personal 
computer  server  running  Version  2.15  or 
higher  of  NetWare  server  software. 

NetWare  for  the  Macintosh  allows  Mac¬ 
intoshes  that  can  access  an  AppleShare 
server  to  access  a  NetWare  server  also, 
without  any  additional  client  software. 
The  NetWare  server  looks  like  an  Apple- 
Share  server  to  Macintosh  users. 

The  argument  about  whether  3+  or 
NetWare  is  superior  for  connecting  Macin¬ 
toshes  and  personal  computers  has  re¬ 
volved  around  the  significance  of  Novell’s 
AFP  compatibility,  a  point  that  will  become 
moot  once  3Com  releases  the  AFP-com- 
patible  3  + Open.  The  argument  also  cen¬ 
ters  on  which  network  does  a  better  job  of 
supporting  Macintosh  users  in  a  familiar 
Macintosh-like  environment. 

3Com  argues  that  software  developers 
thus  far  have  released  virtually  no  Macin¬ 
tosh  applications  that  rely  on  AFP.  Some 
Novell  users  say  that  by  using  AFP,  Novell 
has  done  a  better  job  of  preserving  the  look 
and  feel  of  the  Macintosh. 

“The  one  thing  we  really  like  about  No¬ 
vell  is  that  it’s  exactly  like  AppleShare,” 
says  Chris  Gladwin,  LAN  evaluation  spe¬ 
cialist  for  the  computing  standards  depart¬ 


ment  of  Martin  Marietta  Corp.  in  Chantilly, 
Va.  “We  wanted  to  migrate  from  Apple- 
Share  to  NetWare,  and  we  were  able  to  do 
that  with  absolutely  no  retraining  of  users. 


That  was  of  great  value.” 

Gladwin  says  NetWare’s  AFP  compati¬ 
bility  also  helped  persuade  Martin  Marietta 
to  use  NetWare  to  link  Macintoshes  and 


personal  computers. 

“AFP  is  a  standard  dictated  by  Apple 
and  embraced  by  the  vendors,”  he  says. 
“In  their  conversations  with  us,  Apple  has 


made  it  absolutely  clear  that  they  are  going 
to  make  AFP  a  standard  in  the  Macintosh 
world  and  all  their  vendors  are  going  to 
support  it.  It’s  as  simple  as  this:  With  AFP, 


you’re  safe;  you  know  it’s  going  to  work. 
Without  AFP,  there  is  a  chance  of  it  not 
working.” 

Regardless  of  what  type  of  LAN  you 
choose,  you  will  find  that  with  each  updat¬ 
ed  version  of  their  product,  personal  com¬ 
puter  LAN  vendors  are  moving  closer  to 
giving  Macintosh  users  equal  access  to  net¬ 
work  resources  and  capabilities  that  they 
provide  for  personal  computer  users  while 
doing  a  better  job  of  preserving  the  Apple 
interface  that  has  made  the  Macintosh  such 
a  popular  platform. 

Whether  you  install  an  ad  hoc  solution, 
peer-to-peer  LAN,  Apple  LAN  or  personal 
computer  LAN  for  linking  Macintoshes  and 
personal  computers,  you  will  find  the  walls 
between  these  two  platforms  are  falling 
with  each  new  round  of  networking  prod¬ 
ucts.  □ 


It’s  as  simple  as  this:  With  AFP,  you’re  safe;  you 
know  it’s  going  to  work,”  says  Chris  Gladwin. 
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How  Tfelebit  modems  made  some 
fast  Molds  in  the  LAN  industry 


Thanks  to  Telebit  dial-up  modems,  out-of- 
building  LAN  communications  have  really  picked 
up  speed. 

And  Telebit  has  picked  up  a  lot  of  new  friends. 

Friends  like  the  nation’s  largest  general 
contractor.  Using  Telebit  modems  and  Banyan’s 
VINES,  it  transmits  payroll  information  from 
35  remote  offices  to  corporate  headquarters. 

In  half  the  time.  And  has  eliminated  the  cost  of 
leased  lines. 

Then,  there’s  a  national  developer  of  communi¬ 
cations  software  that  uses  Telebit  modems  and 
Novell’s  NetWare  AnyWare.  Throughput  between 
its  New  York  headquarters  and  remote  offices 
for  accounting,  E-mail  and  order  entry  data  has 
increased  fourfold. 

Plus  a  LAN  VAR  that  uses  Telebit  modems  and 


3Com’s  3+Mail.  Its  E-mail  connections  are 
5  times  faster  than  before.  And  its  phone 
and  special  delivery  bills  are  lower. 

Imagine  what  Telebit 
modems  will  do  for  you. 

If  you  have  high-speed, 
dial-up  WAN  needs,  we 
should  get  acquainted.  So 
call  today  for  your  FREE 
application  brochure:  1-800- 
TELEBIT  or  (415)  969-3800. 

Or  write  1345  Shorebird  Way, 

Mountain  View,  CA  94043. 

Because  no  one  gets  the 
message  through  like  Telebit. 


€>  1989,  Telebit  is  a  registered  trademark  of 
Telebit  Corporation.  Other  product  names 
are  trademarks  of  their  respective  holders. 


TF  T  F  RIT 

When  connectivity  counts. 


See  the  FAXNeT  Form  on  Page  #45 


NETWORK  WORLD  •  NOVEMBER  20,  1989 

49 


mm  mm, 


' 


Did  you  know  that  one  of  the  most  valuable 
enhancements  to  any  disaster  recovery  plan  is 
automatic  and free  of  charge?  It  is,  if  you  use 
AT&T 800  Service. 

Introducing  the  AT&T  800  Assurance  Policy. 

If  your  800  calls  can’t  get  through, whether  it’s 
because  of  problems  with  your  telephone  equipment, 
your  local  telephone  line  or  the  AT&T  Network,  AT&T  will 
provide  alternate  service  until  regular  service  can  be 
restored.Youll  be  up  and  running  within  60  minutes  of 
notifying  the  AT&T  service  hotline.  Guaranteed. 

In  one  hour  or  less,  AT&T  will  route  800  calls  to 


charge...  and  exclusively  from  AT&T 


more  business  for  your  business 


©  1989  AT&T  Applies  to  domestic  800  services. 
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prices.  And  now  offering  something  even 
more.  A  guaranteed  provide  the  solutions 
you  need.. when  you  need  them  most. 
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Call  before  December 31, 1989  and 
take  advantage  of  our  extended free 
installation  offer for  AT&T 800  Services. 
For  details  about  this  offer  or  the  AT&T 
800 Assurance  Policy,  call  your  AT&T 
Account  Executive  or  1 800  222-0400. 
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AT&T 


The  right  choice. 


Letters 

continued  from  page  37 

Pressure  mounted  to  update 
the  law  as  it  became  clear  that  it 
did  not  extend  protection  to  new 
communications  technologies, 
including  cellular  phones.  The 
general  idea  was  that  police 
should  get  court  authorization 
before  they  embark  on  an  elec¬ 
tronic  stakeout.  The  ECPA,  which 
resulted  from  that  idea,  adopted 
this  concept  for  many  new  tech¬ 
nologies  and  also  retained  the 
prohibition  on  private  surveil¬ 
lance. 

Congress,  largely  at  the  urging 
of  the  Department  of  Justice, 
came  to  the  realization  that  many 
radio-based  communications 
technologies  are  inherently  vul¬ 
nerable. 

So  it  exempted  from  the  EC- 
PA’s  coverage  certain  technol¬ 
ogies  considered  to  be  “readily 
accessible  to  the  general  public.” 
Cellular  telephones  escaped  such 
exemption,  not  because  of  a 
sound  technical  reason,  but 
largely  because  of  the  lobbying 
efforts  of  the  cellular  industry. 

As  I  noted  in  my  article,  legis¬ 
lation  does  not  change  the  laws  of 
physics.  The  industry,  which  has 
never  openly  acknowledged  its 
vulnerability  to  its  subscribers, 
nevertheless  sought  some  sort  of 
Good  Housekeeping  Seal  of  Ap¬ 
proval  through  passage  of  the 
ECPA.  The  FCC  has  attempted  to 
perpetuate  the  myth  of  privacy  by 
declining  to  require  labels  on  cel¬ 
lular  phones  or  radio  scanners. 

The  privacy  problem  is  pri¬ 
marily  a  matter  of  perception. 
The  general  public  does  not  per¬ 
ceive  the  vulnerability  of  cellular 
telephones  to  surveillance;  the 
industry,  backed  by  the  govern¬ 
ment,  would  like  to  keep  it  that 
way. 

Perhaps  if  people  were  more 
aware  of  the  risks,  the  industry 
would  get  serious  about  encryp¬ 
tion.  Or,  in  any  event,  we  might 
find  out  if  a  market  exists  for  en¬ 
cryption. 

Finally,  hobbyists  needn’t  get 
overly  concerned  about  being 
rounded  up  by  the  airwaves  po¬ 
lice.  Even  if  it  is  possible  to  detect 
the  interception  of  a  cellular  call, 
it  is  simply  not  practical  to  do  so. 
Besides,  the  government  has  all 
but  announced  that  it  is  not  going 
to  enforce  restrictions  on  private 
cellular  interceptions. 

Robert  Corn- Revere 
Attorney 
Hogan  &  Hartson 
Washington,  D.C. 

Key  to  cabling  is  planning 

In  response  to  James  Carlini’s 
“Alligators  in  the  swamp”  article 
(“STP  —  the  phone  company’s 
edge,”  NW,  Sept.  11),  I  believe 
he  has  oversimplified  the  cabling 
problem  and  has  given  the  reader 
a  distorted  view  of  cable  planning 
and  the  need  for  keeping  certain 
information  proprietary. 

In  the  case  where  the  manager 
was  left  with  insufficient  spares 
for  his  project,  it  was  obvious  that 
the  installation  of  the  switch  had 


already  begun  before  it  was  de¬ 
termined  how  many  cable  pairs 
were  needed. 

As  any  net  manager  will  tell 
you,  the  capacity  of  existing  cable 
should  be  checked  during  the 
planning  stage,  not  the  imple¬ 
mentation  stage. 

A  call  to  the  local  telephone 
company  marketing  office  with 
the  request  for  the  number  of  cir¬ 
cuits  needed  will  bring  about  a 
check  of  facilities,  and  shortcom¬ 
ings  will  be  noticed  in  advance  of 
actual  need. 

The  type  of  problem  to  which 
Mr.  Carlini  alludes  is  usually 
caused  in  a  downtown  area  by  the 
construction  of  a  new  building 
that  the  developer  stated  was  go¬ 
ing  to  be  occupied  by  companies 
with  average  telecommunica¬ 
tions  needs. 

But  six  months  later,  Gargan¬ 
tuan  Data  Sharers  moves  in  and 
they  need  1,200  lines  in  two 
weeks. 

So  the  needed  1,200  pairs  are 
borrowed  from  the  building  next 
door,  which  has  4,000  pairs  as¬ 
signed  to  it,  1,200  of  which  are 
spare. 

Most  users  don’t  realize  that 
cable  layout  involves  a  large 
amount  of  data  from  planning 
boards  and  developers,  as  well  as 
forecasts  of  future  needs  by  exist¬ 
ing  users  and  the  availability  of 
routes  and  conduit.  These  are  all 
major  factors  that  determine  how 
much  and  where  cable  is  de¬ 
ployed. 

The  results  will  only  be  as  ac¬ 
curate  as  the  input. 

We  must  also  realize  that  if  ev¬ 
ery  feed  was  diversified,  it  would 
exponentially  complicate  the 
above  problems.  We  would  have 
twice  as  much  diversified  cable 
than  needed  in  one  location  and 
only  half  as  much  as  needed  in 
the  second  location. 

As  for  the  proprietary  issue,  if 
the  information  is  critical  to  the 
success  of  an  installation  and 
does  not  involve  dissemination  of 
information  that  could  compro¬ 
mise  another  subscriber  service, 
then  it  should  be  shared.  To  my 
knowledge,  information  such  as 
the  number  of  spare  pairs  at  a 
particular  location  has  never 
been  restricted. 

The  problem  with  the  Span¬ 
ning  Tree  Protocol  is  that  few  re¬ 
questers  understand  the  respon¬ 
sibility  the  telephone  companies 
have  to  other  users. 

Although  a  particular  manag¬ 
er  is  only  concerned  with  the 
1,200  lines  in  his  building,  the 
telephone  company  is  concerned 
with  the  quarter  of  a  million  cir¬ 
cuits  throughout  the  city.  Many  of 
these  are  critical  lines  directly 
used  for  security,  emergency  and 
public  safety. 

If  anything,  the  telephone 
companies  should  be  less  propri¬ 
etary  about  why  they’re  doing 
something  than  about  what  or 
how  they’re  doing  it. 

Alex  Lynch 

Network  applications  manager 
New  Jersey  Bell 
Telephone  Co. 

Woodbridge,  N.J. 


DEC  left  behind 

After  reading  your  feature  ar¬ 
ticle  on  LAN  servers  (“Tough 
choices  face  LAN  server  shop¬ 
pers,”  NW,  Oct.  16),  I  feel  that 
you  have  done  a  great  disservice 
to  your  readers  by  not  mention¬ 
ing  Digital  Equipment  Corp.’s 
Personal  Computer  System  Ar¬ 
chitecture  (PCSA)  product  line. 

PCSA  is  built  on  top  of  DEC’S 
Network  Basic  I/O  System-com¬ 
patible  DECnet-DOS  software  and 
uses  an  Ethernet  controller  card 
from  either  DEC  or  a  third  party. 
It  provides  virtual  disk  emulation 
and  file  sharing  with  VAX/VMS 
servers. 

PCSA  also  provides  VT-200 
terminal  emulation  using  DEC’S 
high-speed  Local  Area  Transport 
protocol  and  optional  IBM  3170 
emulation.  Print  spooling  is  in¬ 
cluded  as  well. 

Unlike  MS-DOS,  VMS  is  a  mul¬ 
titasking  operating  system;  the 
server  can  perform  many  addi¬ 
tional  functions.  Furthermore, 
the  Digital  Command  Language 
used  by  VMS  is  very  similar  to  MS- 
DOS,  meaning  that  personal  com¬ 
puter  users  should  adapt  to  VMS 
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Telemail)  electronic  messaging 
service  with  new  X.400  service 
between  the  U.S.  and  Hong  Kong, 
Malaysia  and  Finland. 

The  service  will  be  provided 
through  US  Sprint’s  newly 
formed  Sprint  International 
group,  which  was  formed  by  com¬ 
bining  the  data  communications 
services  of  Telenet  Communica¬ 
tions  Corp.  and  US  Sprint’s  inter¬ 
national  voice  services. 

US  Sprint  now  offers  commer¬ 
cial  X.400  service  between  the 
U.S.  and  12  countries,  including 
Australia  and  Japan.  SprintMail 
has  more  than  300,000  users 
worldwide. 

QPSX  Communications, 
Ltd.,  an  Australian  metropolitan- 
area  net  vendor,  last  week  an¬ 
nounced  that  it  has  signed  a  10- 
year  manufacturing  and  market¬ 
ing  agreement  with  Siemens  AG, 
giving  Siemens  the  right  to  manu¬ 
facture  and  sell  QPSX  products  in 
North  America  and  Europe. 

This  agreement  comes  closely 
on  the  heels  of  a  similar  pact 
signed  two  months  ago  between 
QPSX  and  Alcatel  N.V.,  based  in 
Brussels,  Belgium. 

“We  realized  early  on  that  the 
U.S.  market  is  too  big  for  us  to  ad¬ 
dress  directly,  so  we  tried  to  find 
appropriate  partners  to  do  the 
manufacturing  and  marketing  for 
us,”  said  Achilles  Perdikaris, 
vice-president  of  network  sys¬ 
tems  at  QPSX’s  U.S.  subsidiary, 
QPSX  Systems,  Inc.,  based  in 
Holmdel,  N.J. 

Perdikaris  described  the  Sie¬ 
mens  and  Alcatel  agreements  as 
“complete  technology  trans¬ 
fers,”  which  will  allow  the  two 
companies  to  evolve  the  QPSX 
products  —  now  in  prototype  de¬ 
velopment  —  by  giving  them  val- 


faster  than  to  Unix.  DEC  provides 
a  graphical  interface  —  DECWin- 
dows-DOS,  based  on  X/Windows 
—  for  users  who  do  not  like  com¬ 
mand  languages. 

Finally,  it  should  be  noted  that 
PCSA  is  an  “architecture,”  with 
MS-DOS  being  the  first  element  of 
the  product  line.  Future  products 
serving  OS/2  and  Apple  Comput¬ 
er,  Inc.  Macintoshes  can  be  ex¬ 
pected. 

Jack  Patteeuw 
Software  specialist 
Ford  Motor  Co. 

Dearborn,  Mich. 

Clarifications 

In  the  Oct.  30  issue  of  Net¬ 
work  World,  the  article  “Aca¬ 
demics  at  Educom  ’89  lament 
cost  of  technology”  contained 
several  inaccuracies  concerning 
my  comments  at  Educom  that  I 
think  need  to  be  pointed  out. 
These  include  the  following: 

■  In  discussing  the  problems  of 
small  universities  connecting  to 
national  networks,  the  statistics  I 
quoted  were  for  universities  con¬ 
nected  to  NSFnet,  not  BitNet,  as 
the  article  states. 


ue-added  enhancements. 

The  QPSX  metropolitan-area 
network  products  are  designed  to 
transmit  voice,  data  and  video 
traffic  over  the  same  communica¬ 
tions  line  at  speeds  of  up  to  140M 
bit/sec  and  share  common 
switching  equipment. 

QPSX  plans  to  collaborate 
with  Siemens  and  Alcatel  on  fu¬ 
ture  versions  of  the  products,  in¬ 
cluding  models  designed  to  sup¬ 
port  Synchronous  Optical  Net- 
work-based  networks  at  155M 
bit/sec. 

David  Systems,  Inc.  last 
week  said  it  has  raised  $11  mil¬ 
lion  in  a  fourth  round  of  venture 
capital  financing. 

The  company  said  it  will  use 
the  funds  to  continue  its  develop¬ 
ment  of  advanced  telecommuni¬ 
cations  systems,  including  Inte¬ 
grated  Services  Digital  Network 
and  local-area  network  products. 

All  of  the  participants  in  the 
most  recent  financing  round 
were  already  investors  in  David 
Systems.  These  companies  are: 
Technology  Venture  Investors, 
Sequoia  Capital,  Institutional 
Venture  Partners  and  PaineWeb- 
ber  Development  Corp.,  as  well 
as  corporations  such  as  Sharp 
Corp.  of  Japan  and  Pirelli  S.p.A. 
of  Italy. 

Since  David  Systems  was 
formed  in  1982,  it  has  raised  a  to¬ 
tal  of  $  28  million  in  previous  ven¬ 
ture  financing  rounds. 

David  Systems  recently  signed 
a  number  of  marketing  and  distri¬ 
bution  agreements  with  compa¬ 
nies  including  Pacific  Bell,  Amer- 
itech  and  Contel  Corp.  The 
company  also  recently  estab¬ 
lished  a  nationwide  distribution 
network  for  ExpressNet  —  an 
Ethernet  product  that  runs  over 
telephone-type  wiring  —  which 
includes  over  60  systems  integra¬ 
tors  and  OEMs.  □ 


■  I  made  no  comments  implying 
that  the  cost  of  joining  a  nation¬ 
wide  net  such  as  the  “NSF  BitNet 
network”  was  $500,000.  The  ar¬ 
ticle  makes  this  statement  and 
appears  to  imply  that  I  made  it. 

■  Concerning  PREPnet,  my  com¬ 
ments  were  that  our  mandate  was 
to  provide  affordable  connectiv¬ 
ity  for  all  Pennsylvania  colleges 
and  universities,  and  not  just  for 
the  well-endowed  ones.  I  did  not 
imply  that  we  were  required  to 
provide  connectivity  for  all  state 
universities,  and  clearly  we  do 
not  have  a  mandate  to  provide 
connectivity  for  all  Pennsylvania 
companies. 

And,  oh  yes,  the  proper  spell¬ 
ing  of  my  last  name  is  Augustson, 
not  Auguston,  a  common  mis¬ 
spelling  no  matter  where  I  seem 
to  appear. 

I  hope  these  corrections  help 
clarify  the  points  I  was  trying  to 
make  at  Educom.  Thank  you. 

J.  Gary  Augustson 
Executive  director 
Computer  and 
Information  Systems 

Pennsylvania  State  University 
University  Park,  Pa. 


People 
&  Positions 

continued  from  page  1 1 
maker  of  fiber-optic  local-  and 
metropolitan-area  network  prod¬ 
ucts,  last  week  said  it  has  hired 
one  of  the  foremost  authorities 
on  metropolitan-area  net  stan¬ 
dards. 

The  company  named  James 
Mollenauer  to  the  newly  creat¬ 
ed  position  of  vice-president  for 
advanced  technology. 

Since  1982,  Mollenauer  has 
chaired  the  Institute  of  Electrical 
and  Electronics  Engineers,  Inc. 
Project  802.6,  the  metropolitan- 
area  network  standards  group. 
This  committee  is  close  to  com¬ 
pleting  a  set  of  standards  for  city¬ 
wide  nets  that  will  provide  voice, 
video  and  very  high-speed  and 
low-speed  data  services. 

Mollenauer  will  be  responsi¬ 
ble  for  all  advanced  technology 
and  standards  employed  in  Ar¬ 
tel’s  new  products  and  will  repre¬ 
sent  Artel  at  standards  meetings. 

Before  joining  Artel,  Molle¬ 
nauer  was  principal  technical 
consultant  at  Prime  Computer, 
Inc.  in  Natick,  Mass. 

Data  General  Corp.  last 
week  elected  Edson  de  Castro 
chairman  of  the  board  of  the 
Westborough,  Mass. -based  com¬ 
puter  and  communications 
equipment  company. 

Ronald  Skates,  well  known 
at  DG  for  his  financial  manage¬ 
ment  skills,  was  named  to  suc¬ 
ceed  de  Castro  as  president  and 
chief  executive  officer.  Skates  has 
held  the  post  of  executive  vice- 
president  and  chief  operating  of¬ 
ficer,  with  responsibility  for  day- 
to-day  operations  at  the  compa¬ 
ny,  since  August  1988. 

No  one  yet  has  been  named  to 
replace  Skates  as  chief  operating 
officer.  □ 
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ActionCenter 


SEMINAR 


CHANNEL  SERVICE  UNITS 


Live  Interactive 

Satellite 

Broadcasts 


The  TCP/IP 

Protocol  Suite  December  8, 1989 

Selecting  a  LAN; 

Standards  and 

Applications  February7, 1990 

Integrated  Services 

Digital  Networks  April  11, 1990 

Featuring: 

Dr.  William  Stallings:  Well  known  Data  and  Computer  Commu¬ 
nications  expert  and  author. 

The  seminar  will  benefit  those  who  need  to  understand  the 
current  status  and  future  direction  of  telecommunications  and 
computer  communications. 

11:00  A.M.  -5:00  P.M. 

Eastern  Time 


Sponsored  By: 
Boston  University 


To  register,  call  303-484-6050 
National  Technological  University 
Broadcasted  on  the  NTU  Network 
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VERILINK^% 

ESF  CSU:  The  pioneer  intelligent  CSU  offering  full  ESF  diagnostics  anaV 
performance  monitoring.  ' 

ConnecT-1  DSU/CSU:  Gives  LAN  bridges,  CAD/CAM  and  Video¬ 
teleconferencing  equipment  access  to  the  speed  and  performance  of  a  T-1 
Network. 

VERINET  2  ™  NETWORK  MANAGEMENT  SYSTEM: 

A  centralized  T-1  network  management  system  for  alarm  reporting,  automatic 
data  collection  and  analysis,  diagnostics,  and  configuration.  Includes 
controlled  access  for  network  security. 

CALL  US  TODAY  TOLL-FREE  AT 

1  -800-669-4278 

FOR  FREE  BROCHURES  AND  INFORMATION 


THE  HELFRICH  COMPANY 

19782  MacArthur  Blvd,  Suite  210  Irvine,  CA  92715 
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COMPUTER  CABLE 


800-727-2449 

CABLE  ASSEMBLIES 

PLUS... 
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Make  Your  Cabling 
Problems  Ours!  Call  Now! 

(Ask  About  FREE  Shipping!) 

We  have  a  facility  near  you! 

Colorado  •  Connecticut  •  Florida  e  Illinois  e  Minnesota 
New  York  •  Northern  California  •  Pennsylvania 
Southern  California  •  Texas  •  Virginia 

CABLE  ASSEMBLIES  PLUS 

800-727-2449  •  Sales,  Quotes,  Sourcing 
The  Only  Connection  You'll  Ever  Need! 
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ANALYZE  DATA  LINE  PERFORMANCE 


Analyze 
Data  Line 


Performance 


•  Reveal  utilization  trends. 

•  Measure  response  time. 

•  Plan  network  evolution. 

•  Troubleshoot  contention 
problems. 

•  Evaluate  transaction 
impact. 

•  Analyze  network  changes 

•  Choose  SNA,  Bisync,  X. 25, 
or  Burroughs  poll/select. 


The  PC-based  PA1  Performance 
Analyzer  lets  you  analyze  over  35 
network  parameters  using  easy-to- 
read  color  graphics  and  printed 
reports.  Response  time,  excep¬ 
tion  and  over-threshold  reports  help 
you  quickly  find  problem  areas.  Line 
utilization  data  reveals  overloaded 
equipment  and  underused  capacity. 

Know  what’s  happening  on  your 
data  lines.  Call  us  for  our  PA1  demo  or 
a  15-day  free  product  trial. 


Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521  - 1 91 9  USA 
(312)574-3399  FAX  (312)  574-3703 

Circle  Reader  Service  No.  19 


Get  the  hottest  prospects 
for  your  mailing.  And 
the  right  attendees  for  your  seminar. 


Our  database  of  over  70,000  communications/networking  profession¬ 
als  use  —  and  purchase  —  many  types  of  networking  products  and 
services.  With  the  most  extensive  selectivity  available  anywhere,  you 
can  target  only  those  professionals  you  want  to  reach.  No  more,  no 
less.  It’s  that  easy. 

So  when  planning  your  next  seminar,  check  Network  World’s  sub¬ 
scriber  list  first.  Call  Deb  Goldstein,  or  Kevin  Normandeau  today  at 
1-800-343-6474  (in  MA,  508-879-0700).  And  discover  why  Network 
World’s  database  is  a  list  worth  renting  again  and  again. 


]\ETW0RK  \%/0HI.D 


An  IDG  Publication 
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ActionCenter 


DATA  COMMUNICATIONS 


MULTIPLEXERS 


>  SM  •  Twr 


|  C4SE  /  Dabahel 


DCM1900 


Only  DCI  offers  value  and  pricing  like  this! 

*  Case/Datatel  DCM1900  19.2Kbps  Modem . $1795.00 

-  Intelligent  Front  Panel  w/Full  Diagnostics  -  Trellis  Coding/Forward  Error  Correction 

-  Leased  line  operation  w/Auto  Rate  Adaption 

*  DSI  9624LE  V.32  Modem . $699.00 

-  Speeds  to  19.2Kbps  -  V.32,  V.22,  21 2A  Compatible 

-  Async  and  Sync  operation 

*  Data  Race  Mach  Stat  Muxes . Low  as  $795.00 

-  Dial  or  leased  line  operation  -  Opt.  V.32,  V.29,  V.33/V.32  Integral  Modems 

-  4  or  8  port  modular  growth  to  16  chnls. 

Call  us  with  your  networking  needs.  We  have  the  expertise  and  over  130  full  product  lines  including: 
Fujitsu  -  Data  Race  -  Case/Datatel  -  DSI  -  UDS  -  GDC  and  many  more. 

More  great  values  in  our  Free  Product*  Catalog. 

1  -800-933-4-DCI 

DCI 

P.O.  Box  21929,  Salt  Lake  City,  Utah  84121-0929 

Business  Hours  8:00  AM  -  5:00  PM  M-F/M.S.T.  excluding  holidays 
Circle  Reader  Service  No.  1 1 


MATRIX  SWITCHING 


.  .  .  TELENEX  Matrix  Switches 

Speed  and  Capacity 

that  Exceeds  All  Others 


o 

Q. 


CP 

s 

3 


4096 


3000 


2000 


1000 


TELENEX  MATRIX  SWITCH 


OTHER  MATRIX  SWITCHES 


19.2  56  256 

(KBPS) 


LINE  SPEED 


1.544  2.048  3.147 

(MBPS) 


[ELENEX 

]  [corporation 

A  UNIT  of  GENERAL  SIGNAL 


(609)  234-7900  •  TELEX  710  897  1648  •  FAX  (609)  778-8700 
13000  MIDLANTIC  DRIVE  •  MOUNT  LAUREL,  NJ  08054 

Circle  Reader  Service  No.  1 3 


3270  MULTIPLEXERS 


Adacom  is  the  IBM™  3270  multiplexing  expert,  offering  up  to  128  port  solutions 
as  alternatives  to  the  exorbitant  expense  of  coax  or  fiberoptic  cabling,  as  well  as 
IBM  ™  3299  compatible  units. 


Adacom’s  Advantages  are: 


IBM™  Compatibility 
Compact  Size 


*  Low  Cost 

*  Low  Power  Consumption 


Easy  Installation 


CALL  TOLL-FREE  TODAY  1-800-3270-ADA 

ADAGQft 


3  2  7  0  COMMUNICATIONS 


8871  Bond 

Overland  Park,  KS  66214 
(913)  888-4999 


■  Circle  Reader  Service  No.  12 


NETWORK  CABLING 


I 


INC.  800-776-5611 


Let  Our  Cabling  Experts  Fill  Your 
Network  and  Custom  Cabling  Requirements 

LAN  Cables  -  Ethernet,  T 1  and  Others 
Computer  Cables  -  Custom  and  Standard 

Harnesses  *  Coaxial 
Semi-Rigid  *  Flat  Ribbon 


We  Offer: 

100%  Testing  -  Quick  Delivery 
Free  Freight 


To  Order,  Call:  800-776-5611 


SPINNERET,  INC. 


Circle  Reader  Service  No.  1 4 


Profits  come  from  sales... 


Sales  come  from  leads... 

Leads  come  from  an  ad  in  ActionCenter!! 

Network  World  is  the  only  publication  that  gives  you  weekly  exposure  for  a  month, 
directory-type  pages,  and  bingo  card  response  --  all  for  one  cost-effective  price! 

Call  today  and  generate  leads  and  profits  from  your  300,000  impressions  in 
Network  World’s  ActionCenter. 


Joan  Bayon  Pinsky 
508-820-2543 


Susan  Egan  (Pacific  &  Mountain  Time) 
714-250-3006 
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ActionCenter 


NOVEMBER 


NETWORK  MONITORING  &  CONTROL 


Communication  Ot<c«  Inc 

XYZ  Co  .  Inc  Data  Bate 


NETWORK  WINDOWS 


Wed  Not  17  07  13  09  1987 


DATE  TIME  GROUP  I  DENT  Modem*  PROBLEM 

1028  S  Ring  No  Anivei 

1028  5  Modem  Butted  Out 

NY  3_ 23  Carrier  Lon 


11/17/87  08  23  17 

1 1 '17/87  08  23  17 

11/17/87  08  45  21 

08  51 


11/17/87 

11/17/87 


06  59 


11/17/87  09  21 
11/17/67  10  35 
11/17/87  10  47 


NETWORK  WINDOWS 


Wed  Not  17  07  13  09  1967 


|  1024  1025  1026  1027  1028  1029  1030  1031  1032  1033  2059  2060 

2061  2062  2063  2064  2065  2066  2067  2068  [I NY  I  NY  2  NY  3  NY  4 


NYS  NY*  NY  7  PHL1 


2  0^242 


FIRE  H2  0 112424  2425 


2434  2435  2436  2437 
2446  2447  2448  2449 

2456  2459  2460  2461 
2470  2471  II 7706  7707 


Activity 

'ESC) 

CommuoicatioQ  Devicn  loc 

XYZCe  lot  Dcti  Bate 

NETWORK  WINDOWS 

loot _ 

75t- 

r , 

1 - ’ 

DIAL  UP  MODEM 
MANAGEMENT 


Any  Vendors  Modem 
Any  Speed 

Any  Type,  Including  V.32 

Operating  in  10  Countries 
Field  Proven  since  1983 

NETWORK  WINDOWS  (,m» 
PC  Based  System 


DAILY  USAGE  &  ERROR  REPORTS 
AUTOMATIC  BUSY  OF  “RING  NO  ANSWERS” 
MODEM  VENDOR  INDEPENDENT 

Call  or  write  for  information  &  DEMO  Disk 

Communication  Devices  Inc. 

1  Forstmann  Ct.  See  us  at  the  CMA  Show, 

Clifton,  NJ  07011  Booth  501 

Phone  (201)  772  6997  FAX  (201)  772  0747 

Circle  Reader  Service  No.  1 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  “short  at 
306  ft”.  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

'  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 

Circle  Reader  Service  No.  3 


M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 

Call  for  Info 

Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 


Send  For  Free  Info 

NW  Nov  89 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Company 
Phone  ( 

Street  _ 

City _ 

State  _ 


Zip. 


NW  Nov  89 


(Expires  2/28/90) 

1  23456789 
10  11  12  13  14  15  16  17 
18  19  20  21  22  23  24  25 
26  27  28  29  30  31  32  33 
34  35  36  37  38  39  40  41 
42  43  44  45  46  47  48  49 
50  51  52  53  54  55  56  57 


N  •  E  • 


•  W  •  O  •  R  •  K  •  I  •  N  •  G 

;  TT TO-fl 


SEE  US  AT 
COMDEX 


BOOTH  H7915 


OFF-LINE 

UNINTERRUPTIBLE 
POWER  SUPPLY 

NEW.  Fastest  AC  Transfer  Time  Available 

Our  NEW  Turbo  2+  is  the  most  feature  rich  Off-Line  Uninterruptible 

Power  Supply  in  the  business.  Choose  from  5  models, 
covering  the  power  range  from  200  VA  to  675  VA. 
They're  built  with  Bullet  Proof  Reliability,  network 
compatibility,  and  a  contemporary  design  to  fit  modem 
office  decor.  Call  today  for  our  special  dealer  offer. 
(408)  439-6600. 


r  SOLDSWECDNTRCLS.INC 

OataShield 

269  Mt.  Hermon  Road 
Scotts  Valley,  CA  95066 

1KSJ5  Circle  Reader  Service  No.  2 

1 1 1.  A  member  ot  The  Marmon  Group  of  companies 


PHONE  LINE  SWITCH 


REDUCE  DIAL  LINE  COSTS 

ONE  LINE  DATA  QUALITY  PBX 


MICRO  CALL  DIRECTOR 

Share  One  Line  with  4  Dial-up  Data  Communication 
Devices.  Control  Line  Switching  by  Modem  or  DTMF 
Tones. 

DIRECT  DIAL  LINE  TO  YOUR  APPLICATION 

High  or  Low  Speed  Modems,  Voice  Line,  Data  Logging, 
System  Configuration. 

LOCAL  OR  REMOTE  CALL  TRANSFER 

Ring  Desired  Device  at  Any  Time.  Generates  Busy 
and  Ringback  Signals.  Intercom  Calling. 

POWER  AND  A/B  SWITCH  CONTROL 

Turn  Equipment  On  or  Off  as  Needed.  Remote  Power 
Reset.  Control  Remote  Data  A/B  Switches  with  Tone 
Commands.  Save  Power,  Extend  Equipment  Life. 


3> 


INC 


170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 

Circle  Reader  Service  No.  4 


PROTOCOL  ANALYZER 


Turn  your  IBM  PC  into 
a  3270  Coax  Protocol 
Analyzer  and  Controller. 


■  Passive  Monitor  ■  3299  MPX,  DFT,  SNA,  Host  Response  Time  Analyzer 
Transmits  Recorded  Files  ■  Certification  Library  ■  TwinaxScope  Also  Available 

Azure 
CoaxScope 

Priced  From 

$2,995.00 

14  Day  FREE  Trial 
Evaluation 


(508) 520-3800 

Azlre 


TECHNOLOGIES 

38  Pond  Street,  Franklin,  Massachusetts  02038 

FAX;  (508)  528-4518 


Circle  Reader  Service  No.  6 
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ActionCenter- 


PROTOCOL  CONVERTER 


TELEPHONE  SETS 


The  Cx-81r  :  for  only  $3295  you  won't  find 
another  ASCII-to-3270  protocol  converter 
featuring: 


•  Multiple  sessions  across  two  hosts 

•  Host  ports  up  to  64  Kbps 

•  Five  terminal  ports  up  to 
38.4  Kbps 

•  NetView™  compatible 

•  Support  for  over  250  types  of 
terminals  built-in 

•  Terminal  customization  program 
for  unique  terminals. 

Take  advantage  of  this  low  price  with  a  30  day  money  back  guarantee,  12 
month  full  warranty,  and  a  free  overnight  exchange  program  for  registered  users. 
Call  (301)  721-3666,  ext  564  today. 


Domestic  and  international  reseller  inquiries  invited. 


ConmtexJnc 

working  at  networking™ 

1655  Crofton  Blvd.  •  Crofton  •  Maryland  •  21114-1305 
Tel:  (301)  721-3666  •  FAX:  (301)  721-1513  •  Telex:  752065 

Circle  Reader  Service  No.  7 


HUGE  SAVINGS  ON 
NORTHERN  TELECOM  SL1  PHONES 

Models  include: 

QSU  60  FULLY  MODULAR 
M2009  (ASH  OR  DOLPHIN  GRAY) 

M2112  (ASH  OR  DOLPHIN  GRAY) 

M2018  (ASH  OR  DOLPHIN  GRAY) 

*  ADDITIONAL  DISCOUNTS  ON  ORDERS  OF  100  OR  MORE. 

*  ALL  SETS  ARE  NEW  OR  LIKE  NEW  CONDITION. 

*  ALL  MODELS  ARE  READY  TO  DELIVERY  NOW. 

m  M  Bn Financial 

.KMServices.  Inc. 

W  ?  M  An  EOS  Company 

CONTACT:  MICHAEL  WOOD 
214  733-0412 

Circle  Reader  Service  No.  8 


AUSTRON 
MODEL  3150 


mmm 


STRATUM  1  SOURCE 


PRIMARY 

SYNCHRONIZATION 

•  RELIABLE 

•  FLEXIBLE 

•  AFFORDABLE 

The  Model  3150  Communications 
Network  Synchronization  System  provides 
an  independent  on-site  timing  source  for 
your  telecommunication  network.  The 
3150  gives  you  STRATUM  ONE  timing 
stability  and  accuracy  in  a  broad  variety  of 
configurations.  This  system  is  used  around 
the  world  in  civil  and  militaiy  networks. 
Call  today: 

AUSTRON  Inc. 

a  DATUM  company 

P.O.  BOX  14786-EXIT  248,  N.  IH35  AUSTIN, TX  78761 
TELE  (51 2)251-231 3/TWX(91 0)874-1 356/FAX  (51 2)251  -9685 

Circle  Reader  Service  No.  9 


TOKEN  RING 


' 


1990 

ActionCenter  Rates 
Now  Available 


Plan  Now  And  Reach  Network  World’s  70,000+  Buying/Decision  Makers. 


Call  For  Further  Information 

Joan  Bayon  Pinsky 
508-879-2543 


Pacific  &  Mountain  Time  Advertisers 

Call  Susan  Egan 
714-250-3006 
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NETWORKING  MARKETPLACE 


Attn:  End  Users 

Upgrading 

Your 

Equipment? 

Sell  your  present  system 
through  an  ad 
in  Network  World. 

Write  Or  Phone: 
Network  World, 
Classified  Advertising 
Joan  Bayon  Pinsky, 

375  Cochituate  Rd, 

PO  Box  9171, 
Framingham, 

MA  01701-9171; 
1-800-343-6474 
(in  MA  508-820-2543)  x755 
Pacific  &  Mountain: 
Susan  Egan, 

18008  Sky  Park  Circle, 
Suite  145, 

Irvine,  CA  92714; 
714-250-3006 


TRAINING 


TELETUTOR 

X.25  Course 

The  best  computer-based 
training  in  the  business 


lELEtutor* 


Tf  IEC0MWUNICA7I0NS  TRAINING  SERIES 

For  FREE 

catalogue  of  all  our 
courses  call 

800-542-2242 

(603)  433-2242 


SOFTWARE 


•  250  UNIX  SYSTEM  EXHIBITORS 
■  16  FREE  UNIX  WORKSHOPS 

•  20  ALL-DAY  TUTORIALS 

•  47  CONFERENCE  SESSIONS 

CALL:  800-323-5155 

for  complete  details 

(312-299-3131  in  Illinois  S  Outside  U  S  Alter 
November  11.  call  708-299-3131) 

JCUniForum 

January  23-25,1990 
Washington  Convention  Center 
Washington,  D.C. 


NETWORK  WORLD 


A  number  of  Management  Updates,  Buyer’s  Guides  and  Industry  Focuses  are 
scheduled  to  run  in  NETWORK  WORLD  during  1989.  Each  of  these  features  will 
focus  on  one  aspect  of  the  networking  and  communications  industry  and  give 
our  advertisers  a  chance  to  reach  a  more  select  audience.  These  are  some  of 
the  topics  the  features  will  cover: 

Buyer’s  Guides: 

Products  and  services  are  front  and  center  in  these  Buyer’s  Guides,  providing 
Network  World  readers  -  your  customers  --  with  the  important  information  they 
need.  Here’s  where  they  get  the  information  that  helps  them  make  the  most 
informed  buying  decisions  for  a  variety  of  products  and  services. 


DATA  COMMUNICATIONS 


T-1  CSU’s 

GET  THE  FACTS,  STRAIGHT 

from: 

TA  DATA  GROUP  LTD. 

VERILINK 

ESF  CSU’s  -  The  pioneer  in 
Intelligent  CSU's  offering  full  ESF 
diagnostics. 

ESF  Network  Management  - 

Centralized  T-1  network 
management  for  complete 
diagnostics,  alarm  reporting,  data 
collection  and  configuration. 

ConnecT-1  DSU/CSU  -  Gives 
LAN  bridges,  CAD/CAM  and  Video¬ 
teleconferencing  equipment  access 
to  the  T-1  Network. 

ALL  UNITS  IN  STOCK 

CALL  THE  EXPERTS 
IN  T-1  TODAY: 

TA  DATA  GROUP  LTD. 

4  GURNEE  COURT 
NEW  CITY,  N.Y.  10956 

914-354-8879 

OR 

Fax:  914-362-3328 


SELL  OR 
TRADE 
YOUR 
SURPLUS 

modems ,  mux's , 
data  pbx,  etc. 


ftf  PAJRS  •  UPGRADES  •  INSTALLATION  •  CABUNG  | 

fff/cum  code* 

paradyne  ^  AT&T 

IBM  Racal-Milgo 

/4RK  G4SE  Oatatel 


Universal 
Data  Systems 


B—  , 

OaciOomm 


NEW  AND  USED  EQUIPMENT  BACKED  BY  WARRANTY 
NATOVW1DE  SERVICE.  MAINTENANCE  AND  INSTALLATION  j 


we  need  to  buy 

•  TIMEPLEX  MULTIPLEXORS 

•  UDS  208  AS  MODEMS 

•  CODEX  208  AB  MODEMS 

•  MICOM  BOX  2  MUX  S 

•  GDC  MEGA  SWITCH 

call  us... 


(201 )  586-3070  FAX  586-3080 

Me  Warwick 

DATA  SYSTEMS.  INC. 


66  FORD  ROAD.  DEfWILLE.  MEM/  JERSEY  07834 


See  Us  At  The  CMA  Show 
Nov  28,  29,  30th 
Booth  #732 


Buy,  Sell  Or  Announce 
Through  Network  World’s 
Classified  Section 


Nov.  27  -  Telecom  Buyer’s  Guide:  VSAT  Systems 

Dec.  1 1  -  Datacom  Buyer’s  Guide:  Packet  Switches  &  PADs 

Industry  Focuses: 

Dec.  4  -  Industry  Focus:  Education 

Dec.  18  -  Network  World  User  Excellence  Awards 
Dec.  25/Jan.  1  -  Network  World  Reader  Forecast 


NETWORK  WORLD  publishes  every  Monday  with  an  ad  deadline  of  12  days 
prior  to  each  issue  date.  The  December  4th  Issue  will  be  closing  November 
22nd.  You  may  send  in  copy  to  be  pubset  or  camera-ready  material  (velox  or 
negative)  via  the  mail.  We  provide  telecopier  service  and  will  also  take  ads  over 
the  phone. 

Our  mailing  address  is 

NETWORK  WORLD  Classified  Advertising 

Joan  Bayon  Pinsky,  PO  Box  9171, 

375  Cochituate  Road,  Framingham,  MA  01701-9171 
Or  call  for  more  information  at:  1-800-343-6474  (In  MA:  508-820-2543) 

Pacific  &  Mountain:  Susan  Egan, 

18008  Sky  Park  Circle,  Suite  145,  Irvine,  CA  92714 

714-250-3006 


Buying  or  selling  communications-related 
products  or  services? 

Or  do  you  want  to  announce  an 
upcoming  event  or  business  opportunity? 

If  so,  Network  World’s  classified  section 
is  the  right  choice  for  you. 

You’ll  reach  more  than  70,000 
communications/networking  professionals 
all  of  whom  are  buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective 
and  cost  efficient  Network  World 
classified  advertising  can  be. 

For  all  the  facts  write  or  call: 
Network  World,  Classified  Advertising 

Joan  Bayon  Pinsky, 

375  Cochituate  Rd,  PO  Box  9171, 
Framingham,  MA  01701-9171; 
800-343-6474  (in  Mass.,  508-820-2543) 

Pacific  &  Mountain:  Susan  Egan, 

1 8008  Sky  Park  Circle, 

Suite  145,  Irvine,  CA  92714; 
714-250-3006 
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Real  Estate 


'wTrrrr 


..  “  irXLn., . . 

I !  1  if k  "  I ! i  II . 


COMMUNICATIONS 

Former  facility  for  a  national  voice  and  data 
communications  group. 


SIZE 

145,000  square  foot,  six-story  brick  building 


BUILDING  POWER 

1600  amp  feed  for  data  center,  2400  amp 
general  feed  for  building. 


TELEPHONE  MAINS 

Two  Illinois  Bell  trunks  — 1200  copper  cable  pairs 
and  300  copper  cable  pairs  (as  a  backup). 


SUPPLEMENTAL  COOLING 

Three  BAC  air  coil  cooling  towers,  one  20  ton 
chiller,  one  10  ton  chiller,  dedicated  well. 
Additional  Liebert  process  cooling  units. 


U.P.S.  SYSTEM 

Battery  backup,  static  switch  and  power  filter 
system. 


EMERGENCY  GENERATOR 

Caterpillar  750  KW,  1106  HP,  938  KVA,  60  HZ 
550  gallon  diesel  fuel  tank. 


CAFETERIA 

Two-story  atrium-type,  125  seat,  full  service 


AMENITIES 

•  Card  access  security  system 

•  511  parking  spaces  including  51  underground 

spaces 

•  Satellite  communications  infrastructure 
for  dishes 

•  Walking  distance  to  hotels  and  restaurants 

•  Executive  area,  auditorium/classroom,  and 
video  conferencing  room. 


LOCATED  IN  FULLY  LANDSCAPED 
OFFICE  PARK 


Rob  Marquardt 

1111  East  Tbuhy  Avenue 

Des  Plaines,  IL  60018 


lential  Property  Company  (S> 

MOVE  UP  TO  THE  ROCK. 
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ARLINGTON  HEIGHTS,  ILLINOIS 


NETWORKING  CAREERS 


It’s  Easy  To  Place 

Your  Recruitment  Ad  In  Network  World! 

All  the  information  you  need  is  right  here. 

The  following  information  will  help  you  determine  the  size  ad  you’d  like  to  run  and 
when  you’d  like  to  run  it. 

CLOSING  DATES:  To  reserve  space,  you  need  to  call  us  by  5:30  P.M.  Eastern  Stan¬ 
dard  Time,  12  days  prior  to  the  Monday  issue  date.  We  need  your  ad  materials  (cam¬ 
era-ready  mechanical  or  copy  for  pub-set  ad)  by  5:30  P.M.,  7  days  prior  to  the  week¬ 
ly  issue. 

AD  COPY:  We’ll  typeset  your  ad  at  no  extra  charge.  You  can  give  us  copy  via  phone, 
U.S.  mail,  or  FAX.  To  typeset  an  ad  for  you,  we  need  clean,  typewritten  copy.  Figure 
about  30  words  to  the  column  inch,  not  including  headlines.  (There  are  seven  col¬ 
umns  on  each  page.) 

LOGOS  AND  SPECIAL  ARTWORK:  Any  logos  or  special  artwork  should  be  en¬ 
closed  with  your  ad  copy.  For  best  reproduction,  please  send  us  either  a  stat  of  your 
logo  or  a  clean  sample  on  white  bond  paper. 

COLUMN  WIDTHS  AND  MINIMUM  DEPTHS:  Your  ad  can  be  one  of  seven  different 
widths.  There  is  a  minimum  depth  requirement  for  each  width.  You  can  also  run  larg¬ 
er  ads  in  half-inch  increments.  The  chart  below  can  serve  as  a  reference. 


NUMBER  OF 
COLUMNS 


1 

2 

3 

4 

5 

6 
7 


column 

columns 

columns 

columns 

columns 

columns 

columns 


WIDTH 

1- 1/4” 

2- 5/8” 

4- 1/16” 

5- 9/16” 

6- 15/16” 

8- 3/8” 

9- 3/4” 


MINIMUM 

DEPTH 

2” 

2” 

3” 

4” 

5” 

6” 

7” 


RATES:  Your  price  will  depend  on  the  size  of  your  ad.  The  1990  lx  open  line  rate  is 
$8.00  per  line  or  $112.00  per  column  inch. 

The  mimimum  ad  size  is  two  column  inches  (1-1/4”  wide  by  2”  deep)  and  costs 
$224.00.  You  can  run  larger  ads  in  half-inch  increments  at  $56.00  per  half  column 
inch. 

If  you  run  your  ad  twice  within  a  four  week  time  period,  the  second  ad  is  half-price. 
Information  on  other  discounts  are  available  upon  request. 

U.S.  box  numbers  are  available  and  cost  $15.00  per  insertion. 

SAMPLE  AD  SIZES  AND  PRICES:  To  assist  you  in  planning  your  recruitment  adver¬ 
tising,  the  following  shows  common  ad  sizes  and  their  respective  costs  at  the  lx 
open  line  rate.  (All  are  at  gross  cost).  15%  agency  commission  applies. 


Manager  Of  Network 
Support 

Northwestern  Technologies  Group 

A  Joint  Venture  of  Northwestern  University 
and  Northwestern  Memorial  Hospital 

Work  in  a  creative  atmosphere  within  a  dynamic 
and  rapidly  growing  private  communications 
company.  Join  a  sophisticated  technological 
environment  which  responds  to  an  exciting 
customer  base. 

Responsibilities  include: 

•  Leading  a  team  assembled  from  computing 
and  communications  units  that  supports  the 
operation  and  effective  functioning  of  a  multi¬ 
campus  backbone  network 

•Interfacing  with  regional  and  national  network 
control  centers  and  service  providers 
•Planning,  designing,  analyzing  and  evaluating 
complex  data  networks 
•Researching  future  communications  and  net¬ 
work  management  technologies 
•Providing  sophisticated  customers  with  net¬ 
working  solutions 

Qualifications: 

•  B.S.  degree  (M.S.  preferred)  in  telecommuni¬ 
cations,  computer  science  or  engineering 

•Some  experience  in  the  industry  with  empha¬ 
sis  on  network  systems  analysis  and  project 
management 

•Knowledge  of  network  protocols  (OSI  model, 
TCP/IP,  802.3  in  particular),  standards,  and 
computer  hardware  and  software  concepts 

•  Experience  with  the  UNIX  operating  system 
and  its  networking  utilities  and  the  UNIX  BSD 
networking  suite 

Please  send  your  resume  to: 

Human  Resource  Administration 
Department  1806 

Northwestern 
University 

720  University  Place 
Evanston,  IL  60208-1142 

EEO/AA  Employer.  Employmenteligibility  verification  required 
upon  hire. 


HELP! 

If  you  have  the  talent,  we  have  technology,  tools, 
and  projects  for  telecommunications  pioneers  with 
7  years  applicable  experience. 

MANAGERS 
FIELD  ENGINEERS 
(Illinois  and  South  Carolina) 

STAFF  ENGINEERS 
ACCOUNT  EXECS 
MARKET  ANALYSTS 
(Mid  America  Corporate  Headquarters) 

Learn  more  about  these  unique  opportunities  and 
benefits  of  association  with  start-up  company  dedi¬ 
cated  to  Signaling  System  7.  Call  or  send  resume’ 
to:  Human  Resources 

INDEPENDENT 
TELECOMMUNICATIONS 
NETWORK,  INC. 

P.O.  Box  2909,  Olympia,  WA  98507 
(206)456-0190 


1  column  x  2” 

2  columns  x  2” 

3  columns  x  3” 

4  columns  x  5” 

5  columns  x  7” 


$224.00 

$448.00 

$1,008.00 

$2,240.00 

$3,920.00 


PAYMENT:  If  you’re  a  first-time  advertiser  or  if  you  haven’t  established  an  account 
with  us,  we  need  your  payment  in  advance  (or  with  your  ad)  or  a  purchase  order 
number.  Once  you  have  established  an  account  with  us,  we’ll  bill  you  for  any  ads  you 
run  as  long  as  your  payment  record  is  good. 


NEED  HELP? 


Guess  which  newspaper  was  voted  “most 
helpful”  in  the  latest  TCA  Member  Profile 
Study? 

You  guessed  it  -  Network  World. 

And  you’ll  find  Network  World  “most  help¬ 
ful”  when  you  have  to  hire  networking  pro¬ 
fessionals. 


CAREERS  NETWORK  BUYS:  You  can  take  advantage  of  special  rates  that  let  you 
run  your  ad  in  Network  World  and  Network  World’s  sister  newspaper  Computer- 
world  at  special  rates.  Call  for  details. 

For  further  information: 


Network  World,  the  Users  Choice,  delivers 
to  your  target  audience  every  week. 

Over  70,000  qualified  networking  profes¬ 
sionals  with  an  estimated  pass-along  read¬ 
ership  of  230,000  every  week. 


Please  call  Barbara  Hill  at  1-800-343-6474  (or  in  MA,  508-620-7782.) 

Or  you  may  send  your  copy  to: 

375  Cochituate  Road,  PO  Box  9171,  Framingham,  MA  01701-9171. 


Minimize  your  recruitment  expenditures 
while  maximizing  your  recruitment  respons¬ 
es. 

For  more  information,  or  to  place  your  re- 


If  you  wish  you  can  fax  your  copy  to  us  at  508-879-3167. 


cruitment  ad  in  Network  World,  call  Barbara 
Hill  at  800-343-6474  (in  MA  call  508-820- 
2543) 
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StrataCom,  Vitalink  join 
forces  for  R&D  endeavor 


BOSTON  —  StrataCom,  Inc. 
and  Vitalink  Communications 
Corp.  last  week  announced  their 
intentions  to  jointly  develop  a 
network  management  system 
capable  of  controlling  their  re¬ 
spective  T-l  multiplexer  and  lo¬ 
cal-area  net  bridge  products. 

The  joint  development  effort 
is  an  offshoot  of  work  both  com¬ 
panies  are  doing  to  build  links  to 
Digital  Equipment  Corp.’s  En¬ 
terprise  Management  Architec¬ 
ture  (EMA).  StrataCom  and  Vita¬ 
link,  two  of  DEC’S  seven  charter 
EMA  partners,  began  discussing 
the  possibility  of  working  to¬ 
gether  while  attending  EMA 
briefings. 

Officials  from  the  two  com¬ 
panies  said  the  joint  develop¬ 
ment  effort  will  benefit  users 
wanting  to  manage  T-l  net¬ 
works  that  support  LAN  bridges 
as  separate  entities. 


“We  do  not  presume  that  we 
will  be  supplying  an  umbrella 
management  system,”  said  Tim 
Lee-Thorp,  Vitalink’s  network 
management  product  manager. 
“That  is  precisely  the  program 
Digital  is  undertaking  with 
EMA.” 

WAN  Manager  base 

The  jointly  developed  prod¬ 
uct  will  be  based  on  Vitalink’s  ex¬ 
isting  WAN  Manager,  which  con¬ 
sists  of  an  Ultrix-based  DEC 
VAXstation  and  software. 

Vitalink  currently  offers  soft¬ 
ware  that  uses  the  Simple  Net¬ 
work  Management  Protocol,  an 
emerging  standard  for  manage¬ 
ment  of  Transmission  Control 
Protocol/Internet  Protocol  net¬ 
works,  to  monitor  and  control 
Vitalink  bridges. 

StrataCom  is  working  with  Vi¬ 
talink  to  develop  software  that 


will  enable  WAN  Manager  to  sup¬ 
port  a  StrataCom  proprietary 
network  management  protocol 
used  to  manage  its  T-l  multi¬ 
plexers.  That  software  is  expect¬ 
ed  to  ship  early  next  year. 

StrataCom  said  it  will  contin¬ 
ue  to  sell  its  proprietary  Strata- 
View  network  management  sys¬ 
tem,  which  consists  of  an  IBM 
Personal  Computer  and  propri¬ 
etary  software,  in  addition  to 
jointly  marketing  the  WAN  Man¬ 
ager  product  with  Vitalink  and 
building  a  link  to  EMA.  Vitalink 
will  continue  to  sell  WAN  Manag¬ 
er  configured  to  manage  Vita¬ 
link  networks  while  also  build¬ 
ing  a  separate  product  to  link  its 
bridges  to  EMA. 

Both  Lee-Thorp  and  Brian 
Button,  StrataCom’s  product 
manager  for  network  manage¬ 
ment  and  data  communications, 
said  this  strategy  will  enable  cus¬ 
tomers  to  purchase  a  propri¬ 
etary  management  tool  to  man¬ 
age  networks  that  have  either 
StrataCom’s  or  Vitalink’s  de¬ 
vices. 

— Jim  Brown 


IBM  set  to 
ship  Netcenter 

continued  from  page  2 
briefing,  IBM  said  it  will  ship  an 
internally  developed  graphic  Net- 
View  interface  by  the  end  of 
1990,  prompting  consultants  to 
term  Netcenter  merely  a  stopgap 
measure  to  fill  a  glaring  need 
(“IBM  reveals  NetView  graphic 
interface  plan,”  NW,  Oct.  16). 

The  internally  developed  in¬ 
terface  is  expected  to  feature  an 
LU  6.2  link  to  the  mainframe  and 
will  be  based  on  OS/2  and  IBM’s 
Presentation  Manager,  which  fits 
with  the  Common  User  Access 
(CUA)  standard  within  IBM’s  Sys¬ 
tems  Application  Architecture. 

By  contrast,  Netcenter  is 
based  on  DOS  and  uses  the  GEM 
graphics  software  from  Digital 
Research,  Inc.  It  links  to  the 
mainframe  via  a  3270-type  LU  2 
connection,  which  is  slower  and 
less  functional  than  an  LU  6.2 
link,  according  to  analysts. 

“They’ve  basically  divulged 
that  they’re  going  to  come  out 
with  a  better  product  within  a 
year  that’s  going  to  run  under 
OS/2,”  said  Dean  Wolf,  a  manag¬ 
er  at  Network  Strategies,  a  net¬ 
work  consulting  practice  of  Ernst 
&  Young  in  Fairfax,  Va.  “Unless 
the  price  differential  is  enor¬ 
mous,  what’s  the  point  [in  buying 
Netcenter]?” 

Onetime  charges  for  host- 
based  Netcenter  software  range 
from  $43,400  to  $71,400,  de¬ 
pending  on  the  System/370  pro¬ 
cessor  type.  Monthly  license  fees 
range  from  $1,085  to  $1,785; 
workstation  software  costs  extra. 

Mark  Knittel,  IBM’s  systems 
manager  for  network  manage¬ 
ment,  declined  to  confirm  wheth¬ 
er  IBM  will  ship  an  internally  de¬ 
veloped  graphical  interface  to 
NetView  next  year  and  said  such 


reports  were  speculation. 

But  a  NetView  user  from  a 
large  company  who  asked  not  to 
be  identified  said  IBM  has  told 
him  an  internally  developed 
graphical  interface  would  debut 
next  year. 

The  same  user  was  dismayed 
at  the  price  tag  of  the  Netcenter 
products  because,  when  the  cost 
of  workstation  software  is  includ¬ 
ed,  the  product  can  cost  more 
than  NetView,  at  least  for 
MVS/XA  systems. 

Under  MVS/XA,  NetView  pric¬ 
ing  ranges  from  $41,400  to 
$103,650,  while  its  cost  ranges 
from  $56,1 10  to  $126,500  under 
MVS/ESA. 

IBM  said  investments  in  Net- 
Center  will  be  protected. 

“The  customer  can  be  com¬ 
fortable  with  the  fact  that  we  will 
protect  them  both  price-wise  and 
migration-wise  with  any  kind  of 
enhancements  that  we  do  come 
out  with  in  the  future,”  said  Hel¬ 
en  Morse,  IBM’s  manager  of  net¬ 
work  management  software  mar¬ 
keting. 

Morse  said  that  protection 
would  apply  even  if  the  “en¬ 
hancements”  were  a  completely 
new  product  not  based  on  Net- 
Center.  Customers  concerned 
about  protecting  their  invest¬ 
ment  can  elect  the  monthly  li¬ 
censing  charge,  she  said. 

NetCenter’s  center 

IBM  also  disclosed  additional 
details  about  features  that  will 
ship  with  Netcenter. 

The  core  Netcenter  compo¬ 
nent  is  the  Graphic  Network  Mon¬ 
itor  (GNM),  which  consists  of 
both  host-  and  microcomputer- 
based  software.  The  host-based 
software  collects  event  and  alarm 
data  from  VTAM  or,  if  installed, 
from  NetView.  It  forwards  that 
data  to  a  DOS-based  microcom¬ 


puter  running  a  separate  GNM 
software  component  that  dis¬ 
plays  the  alarms  graphically. 

SPI  runs  on  the  mainframe 
and  collects  data  on  non-SNA  de¬ 
vices  that  are  unknown  to  VTAM. 
It  requires  the  use  of  a  service 
point  such  as  NetView/PC  to  col¬ 
lect  net  management  data  from 
non-IBM  devices  and  convert  it  to 
a  NetView-compatible  format. 

An  optional  Inventory  Infor¬ 
mation  Manager  (IIM)  software 
module  lets  users  set  up  a  host- 
based  data  base  of  information 
about  both  SNA  and  non-SNA  re¬ 
sources  that  can  be  easily  ac¬ 
cessed  from  the  Netcenter  con¬ 
sole.  It  can  include  information 
such  as  component  descriptions, 
locations  and  site  contacts. 

Netcenter  also  obviates  the 
need  for  console  operators  to 
have  extensive  knowledge  of 
VTAM  and  NetView  commands 
since  it  provides  menus  that  pre¬ 
sent  generic  descriptions  of  net¬ 
work  tasks  and  functions.  By 
clicking  on  both  an  icon  and  a 
command,  the  console  operator 
can  conduct  such  tests  without  us¬ 
ing  formal  VTAM  or  NetView  com¬ 
mand  structures. 

Three  GNM  workstation  soft¬ 
ware  packages  will  be  available. 
Manager  Workstation  software 
costs  $1,000  and  supports  only 
passive  monitoring,  while  the 
$2,000  Operator  Workstation 
package  lets  users  control 
networked  devices. 

At  least  one  $5,000  Adminis¬ 
trative  Workstation  software 
package  is  required  to  define  us¬ 
ers  and  work  groups,  set  alarm 
filter  priorities  and  build  custom¬ 
ized  network  views. 

Netcenter  is  available  only  for 
MVS  environments;  Knittel  said 
IBM  has  no  plans  at  this  time  to 
offer  a  version  of  the  product  to 
run  under  VM.  □ 


DEC  unwraps 
EMA  product 

continued  from  page  2 
year  end.  The  announcements 
also  help  DEC  appease  EMA  crit¬ 
ics,  who  have  chastised  the  com¬ 
pany  for  lagging  behind  IBM  and 
AT&T  in  releasing  integrated  net 
management  products. 

“There  is  a  lot  of  the  infra¬ 
structure  now  in  place  to  support 
EMA,”  said  Howard  Niden,  senior 
manager  in  the  management  con¬ 
sulting  services  department  of 
Price  Waterhouse’s  Pittsburgh  of¬ 
fice.  “If  I  were  a  developer  who 
wanted  to  build  EMA  applica¬ 
tions,  I’d  be  delighted  at  this 
point.” 

The  hardware  core 

The  DECmcc  Management  Sta¬ 
tion,  announced  last  week  and 
due  out  in  January,  will  help  DEC 
keep  pace  with  IBM  and  AT&T, 
both  of  which  offer  workstations 
that  support  many  of  the  same 
functions. 

As  expected,  the  DECmcc  Man¬ 
agement  Station  is  based  on  a 
VAXstation  3100  running  VMS 
and  supporting  DECwindows 
(“DEC  preps  for  EMA,  All-In- 1 
product  blitz,”  NW,  Oct.  9).  The 
device  will  enable  users  to  inte¬ 
grate  existing  net  management 
applications,  which  are  run  on 
VAXes  today,  on  a  single  worksta¬ 
tion  and  control  a  variety  of  de¬ 
vices  such  as  bridges  and  routers. 

The  DECmcc  Management  Sta¬ 
tion  will  come  in  two  versions:  a 
DECmcc  Site  Management  Sta¬ 
tion  designed  to  monitor  and 
control  DECnet  LANs,  and  a 
DECmcc  Enterprise  Management 
Station  for  monitoring  and  con¬ 
trolling  DECnet  wide-area  net¬ 
works  (WAN).  Both  versions 
have  an  Ethernet  interface. 

Imagine  the  possibilities 

The  DECmcc  Site  Management 
Station  will  run  the  following  ex¬ 
isting  DEC  management  applica¬ 
tions:  the  Network  Management 
Control  Center  (NMCC)/VAX 
Ethernet  Integrity  Monitor, 
which  enables  managers  to  moni¬ 
tor  devices  attached  to  Ethernets; 
LAN  Traffic  Monitor,  which  col¬ 
lects  Ethernet  usage  statistics  and 
displays  that  data  in  a  graphical 
format;  Terminal  Server  Manag¬ 
er,  which  monitors  and  controls 
DECnet-attached  terminal  serv¬ 
ers;  and  Remote  Bridge  Manage¬ 
ment  Software,  which  lets  man¬ 
agers  monitor  and  control 
DECnet-attached  LANbridge  100 
bridges. 

In  addition  to  these  applica¬ 
tions,  the  DECmcc  Enterprise 
Management  Station  will  run 
DEC’S  NMCC/DECnet  Monitor, 
which  enables  users  to  monitor 
DECnet  WAN  routers  and  links 
between  those  routers  for  such 
information  as  the  number  of 
data  packets  received  with  errors. 

The  DECmcc  Management  Sta¬ 
tion  will  run  DECmcc  Director 
software  when  it  is  released,  en¬ 
abling  users  to  control  multiven¬ 
dor  networks  from  a  single  work¬ 
station. 


DECmcc  Director  —  the  core 
software  component  of  EMA  — 
manages  the  flow  of  data  between 
EMA  Access  Modules,  Functional 
Modules  and  Presentation  Mod¬ 
ules.  These  modules,  described  in 
an  EMA  blueprint  released  last 
fall,  run  on  the  same  workstation 
as  DECmcc  Director. 

The  modules  will  use  Interna¬ 
tional  Standards  Organization- 
based  net  management  stan¬ 
dards,  such  as  the  Common 
Management  Information  Proto¬ 
col  and  ASN.  1  data  format,  to  col¬ 
lect  and  merge  data  from  dispa¬ 
rate  devices  onto  a  single  screen. 

Access  Modules,  which  are  be¬ 
ing  developed  by  DEC  and  its  EMA 
partners,  will  collect  net  manage¬ 
ment  data  and  forward  it  to  one 
or  more  Functional  Modules. 

Functional  Modules  store  data 
in  a  data  base  and  allow  users  to 
retrieve  information  to  prepare 
performance  reports.  They  are 
also  used  to  flash  alarm  messages 
on  the  workstation  screen  when 
alarms  are  received. 


DECmcc  Management  Station 


DEC’S  Presentation  Modules 
define  the  DECwindows-based 
graphical  user  interface  and  spell 
out  how  topological  network 
maps  can  be  created. 

Of  the  initial  seven  EMA  part¬ 
ners  —  Codex  Corp.,  Digital 
Communications  Associates, 
Inc.,  Siemens  AG,  StrataCom, 
Inc.,  Timeplex,  Inc.,  TSB  Interna¬ 
tional,  Inc.  and  Vitalink  Commu¬ 
nications  Corp.  —  only  Codex, 
StrataCom,  TSB  and  Vitalink  said 
they  will  ship  Access  Modules 
when  DECmcc  Director  ships. 

The  six  new  EMA  partners  — 
ChipCom  Corp.,  Infonet,  New¬ 
bridge,  Nynex  Information  Solu¬ 
tions  Group,  Inc.,  TelWatch,  Inc. 
and  3Com  —  said  they  are  only 
now  beginning  to  develop  Access 
Modules. 

The  DECmcc  Management  Sta¬ 
tion  costs  $20,400.  Customers 
that  currently  use  DEC’S  manage¬ 
ment  packages  can  trade  in  those 
programs  for  versions  that  will 
run  on  the  new  management  con¬ 
sole. 

Users  that  purchase  the  work¬ 
station  now  will  receive  DECmcc 
Director  software  free  of  charge 
when  it  is  available. 

According  to  David  Korf, 
DEC’S  director  of  network  man¬ 
agement  marketing,  “This  gets 
users  to  think  about  managing  on 
a  workstation  today,  which  is 
really  the  way  to  do  network 
management.”  □ 
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LAN  mergers 
result  in  pluses 

continued  from  page  2 

ing  new  products,  observers  said. 

“The  3Com/Bridge  deal  has 
been  particularly  disappointing 
since  I  had  such  high  hopes  for 
it,”  said  Brad  Baldwin,  an  indus¬ 
try  analyst  at  Dataquest,  Inc.,  a 
San  Jose,  Calif. -based  market  re¬ 
search  firm.  “Bridge  provided 
host  connectivity  and  3Com  pro¬ 
vided  PC  LAN  connectivity.  It 
looked  like  a  perfect  fit.” 


Bridge  was  a  high-flying  inter¬ 
networking  and  net  management 
firm  when  it  was  acquired,  but  it 
has  since  lost  many  of  its  top  ex¬ 
ecutives  and  has  contributed  few 
innovative  new  products,  ana¬ 
lysts  said. 

3Com  also  had  trouble  manag¬ 
ing  Bridge’s  direct  sales  force  and 
its  own  reseller  distribution  chan¬ 
nel,  they  said. 

Eric  Benhamou,  vice-presi¬ 
dent  and  general  manager  for 
3Com’s  distributed  systems  divi¬ 
sion  and  a  founder  of  Bridge,  ad¬ 
mitted  that  3Com  made  mistakes 
after  acquiring  Bridge,  but  he 
claimed  things  are  turning 
around.  It  typically  takes  18 


PCs  positioned 
as  servers 

continued  from  page  4 
limiting,”  Leppanen  said. 

The  Premium  486/25TE  tow¬ 
er  comes  with  2M  bytes  of  stan¬ 
dard  memory,  expandable  to  36m 
bytes.  The  microcomputer-based 
server  supports  up  to  six  5  VS -in. 
disk  drives  for  a  total  of  2G  bytes 
of  internal  hard  drive  storage. 

It  contains  10  expansion  slots 
that  support  eight-,  16-  and  32- 
bit  expansion  boards  and  as  many 
as  six  EISA  bus  master  boards. 

The  Premium  486/25TE  EISA 
tower  comes  in  four  models:  the 
Model  5  costs  $  10,245;  the  Model 
115,  with  a  llOM-byte  AT- 
embedded  hard  drive,  costs 
$11,745;  the  Model  665,  with  a 
660M-byte  Small  Computer  Sys¬ 
tem  Interface  (SCSI)  hard  drive, 
costs  $15,745;  and  the  Model 
1005,  with  a  lG-byte  SCSI  hard 
drive,  costs  $19,245. 

The  Premium  486/25E  desk¬ 
top,  by  contrast,  comes  with  2M 
bytes  of  standard  memory,  ex¬ 
pandable  to  36M  bytes,  and  has 
five  disk  drives  that  offer  a  total 
of  320M  bytes  of  memory. 


months  to  get  a  product  out  the 
door,  so  3Com  is  not  as  far  behind 
as  some  observers  think,  he  said. 

For  example,  3Com  last  week 
started  shipping  a  new  3  +  Open 
Transmission  Control  Protocol/ 
Internet  Protocol  product  that 
was  the  direct  result  of  develop¬ 
ment  work  between  3Com  and  its 
Bridge  business,  Benhamou  said. 

While  joint  product  develop¬ 
ment  is  the  ideal  result  of  an  ac¬ 
quisition,  joint  marketing  strate¬ 
gies  can  be  just  as  beneficial  to 
users,  said  Paul  Deninger,  a  se¬ 


nior  associate  with  Broadview  As¬ 
sociates,  a  Fort  Lee,  N.J.-based  in¬ 
vestment  banking  firm. 

Tandem  Computers,  Inc.’s  ac¬ 
quisition  of  Ungermann-Bass, 
Inc.  is  a  good  example  of  compa¬ 
nies  that  have  worked  well  to¬ 
gether,  Deninger  said.  “It  gives 
those  companies  the  opportunity 
to  act  as  systems  integrators,”  he 
said.  “The  UB  products  give  users 
of  Tandem  systems  the  chance  to 
talk  to  disparate  systems.” 

Tandem  last  month  intro¬ 
duced  its  NonStop  Cyclone  main¬ 
frame  computer,  which  supports 
Ungermann-Bass’  Access/One 
LAN  products.  Until  Ungermann- 
Bass  rolled  out  a  spate  of  new  of- 


In  addition  to  high-resolution 
graphics,  the  company  said  the 
Premium  486/25E  desktop  is 
well-suited  for  use  in  data-inten- 
sive  LANs. 

Another  difference  between 
the  EISA  desktop  and  tower  mod¬ 
els  is  that  the  floor-standing  tow¬ 
er  has  three  more  expansion 
slots,  an  extra  disk  drive  and  up  to 
1G  bytes  more  storage  memory 
for  data  base  and  high-resolution 
graphics  applications. 

The  Premium  486/2  5 E  desk¬ 
top  is  available  in  three  models: 
the  Model  5  costs  $9,745;  the 
Model  115,  with  a  1  lOM-byte  AT- 
embedded  hard  drive,  costs 
$11,245;  and  the  Model  325, 
with  a  320M-byte  Enhanced  Sys¬ 
tem  Disk  Interface  drive,  costs 
$13,395. 

The  EISA  systems  will  be  avail¬ 
able  in  the  first  quarter  of  1990. 

Both  support  any  LAN  operat¬ 
ing  system  that  runs  on  Intel 
Corp.’s  80486  platform,  includ¬ 
ing  Novell,  Inc.’s  NetWare  386, 
3Com  Corp.’s  3  + Open,  Micro¬ 
soft  Corp.’s  LAN  Manager  and 
Unix,  Leppanen  said. 

AST  Research  will  not  initially 
offer  EISA  LAN  interface  cards  for 


ferings  last  month,  some  observ¬ 
ers  were  concerned  that  the  LAN 
maker’s  product  development  ac¬ 
tivities  were  drying  up. 

Too  soon 

The  jury  is  still  out  on  more  re¬ 
cent  LAN  industry  acquisitions, 
such  as  the  Novell/Excelan  and 
Hughes  Aircraft  Co./Sytek,  Inc. 
deals,  but  analysts  are  optimistic 
about  both  of  those  agreements. 

Excelan  gives  Novell  the 
TCP/IP  products  it  was  lacking, 
although  it  puts  Novell  back  into 
the  hardware  business  just  as  it 
was  finishing  its  migration  to¬ 
ward  being  a  software-only  firm. 

The  Sytek  agreement  is  seen 
as  beneficial  for  Sytek  (now 
Hughes  LAN  Systems)  users  since 
the  company  was  in  dire  financial 
straits  before  the  acquisition. 

Bill  Hipp,  director  of  market¬ 
ing  at  Hughes  LAN  Systems,  said 
some  cooperative  selling  has  be¬ 
gun  between  his  unit  and  its  par¬ 
ent.  Hughes  also  is  working  with 
its  new  LAN  arm  to  develop  net 
management  and  LAN-to-wide- 
area  network  offerings  that  will 
support  products  from  both  busi¬ 
nesses,  he  said. 

The  trend  toward  consolida¬ 
tion  in  the  LAN  industry  is  expect¬ 
ed  to  continue,  Deninger  said.  Al¬ 
though  the  pool  of  attractive  LAN 
takeover  targets  is  shrinking, 
vendors  with  niche  LAN  technol¬ 
ogies  will  make  good  buys,  he 
said.  “Novell  keeps  upping  the 
ante  in  this  business  with  its  dra¬ 
matic  growth,  so  you’ve  got  to  be 
a  certain  size  to  play,”  he  added. 

Bear,  Stearns’  Giglio  agreed. 
“In  a  fast-growing  field  like 
networking,  a  small  company  can 
run  out  of  money  quickly  doing 
marketing  and  R&D,  and  building 
a  sales  force.  That’s  why  you’ll 
continue  to  see  them  looking  for 
partners.”  □ 


the  systems,  though  it  could  pos¬ 
sibly  do  so  in  the  future,  Lep¬ 
panen  said. 

ISA  model  added 

AST  Research  also  unveiled 
the  Premium  486/25T  ISA  floor¬ 
standing  computer,  which  is  in¬ 
tended  for  use  as  a  network  serv¬ 
er.  The  company  said  the 
Premium  486/25T  offers  perfor¬ 
mance  required  by  CPU-intensive 
applications,  such  as  computer- 
aided  design  and  manufacturing. 

The  Premium  486/25T  offers 
2M  bytes  of  standard  memory, 
expandable  to  36M  bytes.  It  sup¬ 
ports  a  maximum  of  1G  bytes  of 
storage  and  has  10  expansion 
slots  that  support  existing  eight- 
and  1 6-bit  cards. 

It  comes  in  four  models:  the 
Model  5  is  priced  at  $8,995;  the 
Model  115,  with  a  1  lOM-byte  AT- 
embedded  drive,  costs  $10,495; 
the  Model  665,  with  a  660M-byte 
SCSI  hard  drive,  costs  $14,495; 
and  the  Model  1005,  with  a  1G- 
byte  SCSI  hard  drive,  costs 
$17,995. 

The  Premium  486/25T  is  also 
expected  to  be  available  in  the 
first  quarter  of  1990.  □ 


Vendors  wage 
PC  bus  war 

continued  from  page  1 
mac  as  the  two  debated  the  rela¬ 
tive  merits  of  the  MCA  and  EISA 
buses.  Win,  lose  or  draw,  one 
thing  is  clear:  Both  the  MCA-  and 
EISA-based  superservers  can  put 
most  minicomputers  to  shame. 

“It’s  probably  going  to  be  the 
last  nail  in  the  coffin  for  mini¬ 
computers,”  said  New  York- 
based  analyst  Esther  Dyson  of  the 
superserver  phenomenon.  Dyson 
is  president  of  EDventure  Hold¬ 
ings,  Inc. 

The  combination  of 80486  mi¬ 
croprocessors  with  buses  that 
have  the  bandwidth  and  sophisti¬ 
cated  traffic  management  capa¬ 
bilities  of  MCA  or  EISA  produces  a 
system  that  is  overkill  for  most 
desktops  but  ideal  for  local-area 
network  servers. 

Multiple  bus  master  boards 
can  be  used  to  create  a  “LAN-in-a- 
box,”  using  the  bus  as  a  high¬ 
speed  network.  For  example,  a 
disk  drive  could  talk  directly  to  a 
printer  without  involving  the  sys¬ 
tem  processor. 

While  most  of  the  three  mil¬ 
lion  MCA  systems  installed  to 
date  are  based  on  1 6-bit  80286  or 
80386SX  processors,  the  EISA  ar¬ 
chitecture  —  which  is  32-bit  by 
definition  —  seems  to  be  geared 
toward  the  file  server  niche. 

“Now  that  the  EISA  machines 
and  cards  are  starting  to  appear, 
[the  only  products  we  see  are] 
high-performance  systems,  disk 
controllers  and  network  adapters 
that  are  aimed  at  the  file  server 
environment,”  said  Mike  How¬ 
ard,  vice-president  of  Infonetics, 
Inc.,  a  market  research  firm  in 
Santa  Clara,  Calif. 

More  than  20  32-bit  bus  mas¬ 
ter  EISA  adapters  have  already 
been  introduced  for  the  EISA  ma¬ 
chines.  By  contrast,  fewer  than 
30  of  the  1,150  MCA  adapters 
that  have  appeared  over  the  past 
two  years  are  3 2 -bit  bus  masters. 

The  manufacturers  of  EISA 
adapters  are  being  aided  by  an 
EISA  bus  master  chip  from  Intel 
Corp.  Intel  is  developing  a  similar 
chip  for  MCA  bus  masters,  but  it 


Telecom  pack 
gets  net  upgrade 

continued  from  page  6 

lines,  through  its  error-checking 

and  error-correction  techniques. 

High  transfer  rates  are 
achieved  mainly  because  data 
compression  takes  place  at  the 
personal  computer,  rather  than 
at  the  modem,  according  to  Gray. 
Transmission  bottlenecks  typi¬ 
cally  occur  at  the  modem,  even 
with  modems  using  V.42bis  data 
compression,  which  compresses 
at  a  4-to-l  ratio,  or  Microcom, 
Inc.’s  Microcom  Network  Proto¬ 
col,  Gray  said. 

The  software  is  compatible 
with  more  than  50  modems,  in¬ 
cluding  those  supporting  all  ma¬ 
jor  standards  such  as  V.22bis, 
V.32  and  V.42  protocols.  Hyper- 
Access/5  also  supports  ASCII  and 


won’t  be  available  until  some 
time  next  year. 

The  MCA  and  EISA  factions  are 
not  just  battling  each  other;  they 
are  also  being  challenged  by  a 
new  category  of  dedicated  file 
servers  whose  designers  aban¬ 
doned  standard  personal  archi¬ 
tectures  in  their  quest  for  greater 
performance  and  reliability. 

The  most  visible  is  NetFrame 
Systems  Corp.’s  NetFrame,  which 
runs  Novell,  Inc.’s  NetWare  386 
and  Microsoft  Corp.’s  LAN  Man¬ 
ager  2.0,  and  also  has  ports  for 
connecting  standard  SCSI  de¬ 
vices.  However,  it  does  not  sup¬ 
port  industry-standard  expan¬ 
sion  cards;  network  interfaces 
and  other  add-on  boards  must  be 
purchased  from  NetFrame. 

“These  souped-up  PCs  [such 
as  the  Compaq  SystemPro]  can’t 
do  this  type  of  thing,”  said  Jeff 
Hudson,  vice-president  of  sales 
for  NetFrame  Systems.  “Our 
mean  time  between  crashes  will 
be  lower.” 

Of  course,  the  MCA,  EISA  and 
NetFrame  factions  all  say  their 
systems  are  the  fastest  and  offer 
the  best  price/performance. 

“I  sure  want  to  see  an  objec¬ 
tive  shoot-out  between  these  dif¬ 
ferent  servers,”  said  Howard. 
“They  represent  three  powerful 
competing  technologies.”  And 
they  cost  only  a  fraction  of  what 
the  minicomputers  they  are  try¬ 
ing  to  supplant  cost.  □ 


Figures  are  based  on  a  survey  of 
208  Network  World  readers 
who  were  asked  to  identify  the 
bus  standard  they  would  be  most 
likely  to  support. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


Bull  Worldwide  Information  Sys¬ 
tems,  Inc.’s  Kermit  protocols. 

“This  allows  us  to  achieve 
compatibility  with  a  broad  spec¬ 
trum  of  remote  computers,  ’  ’  Gray 
said. 

The  software’s  artificial  intel- 
ligence-like  capabilities  can  learn 
commonly  performed  routines 
and  play  them  back. 

The  artificial  intelligence-like 
abilities  of  the  product  can  be  em¬ 
ployed  for  more  sophisticated 
command  sequences  as  well.  For 
example,  the  software  can  auto¬ 
matically  dial  into  MCI  Communi¬ 
cations  Corp.’s  MCI  Mail  and  re¬ 
trieve  messages  at  user-specified 
times. 

The  OS/2  version  of  Hyper  Ac¬ 
cess/5  requires  OS/2  Version  1.0 
or  later.  Hyper  Access/ 5  is  avail¬ 
able  now  for  $199;  HyperAccess 
users  can  upgrade  to  it  for  $  5  5 .  □ 


Recent  acquisitions 


Company 

Acquired 

Date 

Sun  Microsystems,  Inc. 

Centram  Systems  West,  Inc.  April  1 987 
(including  TOPS  product  line) 

Digital  Communications 
Associates,  Inc. 

10NET  Communications 

Aug.  1987 

3Com  Corp. 

Bridge  Communications 

Sept.  1987 

Tandem  Computers,  Inc. 

Ungermann-Bass,  Inc. 

June  1988 

Hughes  Aircraft  Co. 

Sytek,  Inc. 

April  1989 

Racal  Corp. 

InterLan,  Inc. 

May  1989 

Novell,  Inc. 

Excelan,  Inc. 

June  1989 
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IBM  unveils  enhanced 
LAN  Server  and  OS/2  EE 


LAS  VEGAS  —  IBM  an¬ 
nounced  at  Comdex/Fall  ’89 
here  last  week  new  versions  of 
its  LAN  Server  software  and  un¬ 
derlying  OS/2  Extended  Edition 
operating  system  that  offer  lo¬ 
cal-area  network  users  in¬ 
creased  performance  and  func¬ 
tionality,  as  well  as  less  expen¬ 
sive  configuration  alternatives. 

LAN  Server  Version  1.2, 
based  on  Microsoft  Corp.’s  LAN 
Manager,  includes  built-in 
Ethernet  support  that  extends 
the  potential  use  of  LAN  Server 
beyond  IBM’s  traditional  To¬ 
ken-Ring  environment.  It  runs 
on  Version  1.2  of  OS/2  Extend¬ 
ed  Edition,  which  has  been  en¬ 
hanced  to  support  IBM’s  LU  0. 

Under  Version  1.2  of  LAN 
Server,  the  Data  Manager  com¬ 
ponent  of  OS/2  Extended  Edi¬ 
tion  is  no  longer  just  a  stand¬ 
alone  data  base  for  individual 
workstations.  It  can  be  config¬ 
ured  as  a  data  base  server  that 
can  handle  network  requests 
from  front-end  DOS  or  OS/  2  ap¬ 
plications  running  on  clients. 

Also,  security  can  be  set  up  to 
span  all  LAN  Server  and  Extend¬ 
ed  Edition  facilities,  so  a  single 
user  identification  and  pass¬ 
word  can  give  access  to  all  net¬ 
work  resources. 

The  new  LAN  Server  version 
includes  a  DOS  LAN  Requester 
that  can  be  copied  up  to  128 
times. 

Under  LAN  Server  1 .0  (there 
is  no  1 . 1  version),  each  DOS  cli¬ 
ent  had  to  run  IBM’s  PC  LAN 
Program  plus  a  LAN  Support 


Program  that  links  the  PC  LAN 
Program  to  LAN  Server.  The  to¬ 
tal  price  users  had  to  pay  was 
$205  per  DOS  workstation,  a 
cost  that  has  been  eliminated 
under  LAN  Server  1.2. 

The  new  DOS  LAN  Requester 
includes  Microsoft’s  Named 
Pipes  interprocess  communica¬ 
tions  facility;  it  can  be  partially 
loaded  into  high  memory  to  in¬ 
crease  the  space  available  for 
running  applications. 

IBM  also  announced  its  in¬ 
tention  to  increase  user  options 
for  supporting  OS/2  clients  on  a 
LAN  Server  network.  Under  the 
existing  1 .0  version  and  forth¬ 
coming  1.2  version,  all  OS/2 
clients  must  be  equipped  with 
the  full  OS/2  Extended  Edition 
operating  system,  including  its 
Communications  Manager  and 
Data  Manager.  This  makes  add¬ 
ing  OS/2  clients  to  a  LAN  Server 
net  an  expensive  proposition. 

LAN  Server  could  be  tied  to 
its  OS/2  base  in  exactly  the 
same  manner  as  Microsoft’s 
LAN  Manager.  The  Extended 
Edition  component  —  the  Com¬ 
munications  Manager  and  the 
Data  Manager  —  would  be 
available  as  options  to  worksta¬ 
tions  or  servers  that  needed 
such  functionality. 

LAN  Server  1.2  and  OS/2  Ex¬ 
tended  Edition  1.2  are  sched¬ 
uled  for  release  March  30.  LAN 
Server  1.2  is  priced  at  $1,040 
per  server,  and  users  of  LAN 
Server  1.0  can  obtain  a  free  up¬ 
grade  until  the  end  of  June. 

—  Susan  Breidenbach 


IBM,  Microsoft 
plot  LAN  plan 

continued  from  page  1 
ed  Edition  —  the  Data  Manager 
and  Communications  Manager 
—  available  to  OS/2  users  that 
have  non-IBM  hardware.  This  will 
enable  users  to  run  Systems  Ap¬ 
plication  Architecture  (SAA)  ap¬ 
plications,  such  as  IBM’s  Office 
Vision,  across  multivendor  per¬ 
sonal  computer  networks. 

Besides  agreeing  to  rectify 
product  differences,  IBM  and  Mi¬ 
crosoft  have  promised  to  collabo¬ 
rate  on  the  development  of  a  new 
version  of  OS/2  that  will  require 
less  workstation  memory. 

They  have  also  pledged  to  de¬ 
liver  by  the  end  of  1990  a  32-bit 
version  of  OS/2  for  machines 
based  on  Intel  Corp.  80386  and 
80486  processors.  This  is  the 
long-awaited  version  that  will  be 
able  to  run  multiple  DOS  applica¬ 
tions  concurrently,  thereby  en¬ 
hancing  the  appeal  of  OS/2. 

Last  Monday’s  announcement 
ended  speculation  that  the  9* 
year-old  joint  development 
agreement  between  Microsoft 
and  IBM  was  in  trouble.  There 
have  been  rumors,  hotly  contest¬ 
ed  by  Microsoft,  that  IBM  had  de¬ 
cided  to  go  a  separate  systems 
software  route. 

“We’ve  been  partners  for  a 
long  time  but  not  always  with  the 
greatest  consistency,’’  saidjames 
Cannavino,  vice-president  and 
general  manager  of  IBM’s  Per¬ 
sonal  Systems  Division.  “It  was 
time  to  make  some  changes.” 

The  announcement  was  a  vic¬ 
tory  for  Microsoft’s  network  busi¬ 
ness,  which  has  been  struggling 
to  give  LAN  Manager  a  toehold  in 
a  market  dominated  by  Novell, 
Inc.  (see  “LAN  Manager  specter 
rises  before  Novell,”  page  27). 

“What  this  demonstrates 


AT&T  to  up 
PRI  access 

continued  from  page  1 
of  ISDN  Primary  Rate  Interface 
network  entry  points  in  1990  and 
welcomed  the  cost  revisions. 

“AT&T  has  exceeded  its  origi¬ 
nal  ISDN  deployment  timetables 
and  has  become  increasingly  ag¬ 
gressive  in  marketing  and  pricing 
ISDN  PRI,”  said  William  Rahe, 
president  of  The  Aries  Group, 
Inc.,  a  Rockville,  Md. -based  con¬ 
sulting  company. 

The  carrier  has  already 
equipped  4ESS  switches  in  73  cit¬ 
ies  to  support  ISDN  and  will  up¬ 
grade  37  more  next  year. 

AT&T  will  enable  users  to  ac¬ 
cess  Primary  Rate  Interface- 
equipped  switches  from  an  addi¬ 
tional  180  points  of  presence 
(POP)  across  the  country  by  us¬ 
ing  digital  access  and  cross-con¬ 
nect  systems  to  pass  traffic  to 
nearby  ISDN-compatible  4ESS 
switches. 

This  brings  the  total  number 
of  ISDN  Primary  Rate  Interface 
access  points  to  290  by  the  end  of 
1990. 

“Almost  all  our  PRI  users 


more  than  anything  else  is  [Mi¬ 
crosoft  Chairman]  Bill  Gates’ 
clout  with  IBM,”  said  Nick  Arnett, 
an  analyst  with  market  research 
firm  Creative  Strategies,  Inc.  in 
San  Jose,  Calif.  “Microsoft  is  go¬ 
ing  to  have  a  lot  of  influence  over 
the  direction  IBM  takes.” 

This  influence  was  not  so  evi¬ 
dent  18  months  ago  at  Comdex/ 
Spring  in  Atlanta.  There,  an  IBM 
official  publicly  contradicted 
statements  by  a  Microsoft  repre¬ 
sentative  that  the  then-unre- 
leased  LAN  Manager  and  LAN 
Server  would  be  interoperable. 

Since  then,  the  two  products 
have  been  steadily  converging. 
Both  incorporate  the  same 
Named  Pipes  interprocess  com¬ 
munications  facility  and  with  the 
release  of  LAN  Server  1.2  early 
next  year,  at  least  85%  of  the  Ap¬ 
plication  Programming  Inter¬ 
faces  (API)  in  LAN  Manager  and 
LAN  Server  will  be  the  same. 

The  remaining  differences  are 
in  the  area  of  security  and  net¬ 
work  administration,  so  server- 
based  applications  that  don’t 
make  use  of  APIs  in  those  two  ar¬ 
eas  will  run,  unmodified,  in  LAN 
Manager  and  LAN  Server  environ¬ 
ments. 

The  goal  is  to  have  both  oper¬ 
ating  systems  support  all  of  the 
same  APIs  so  developers  can  use 
any  interface  without  worrying 
about  interoperability. 

“To  be  an  industry  leader,  you 
have  to  be  part  of  the  industry,” 
said  Cannavino,  when  asked  why 
IBM  was  dropping  its  proprietary 
approach  to  microcomputer  sys¬ 
tem  software.  IBM  would  like  to 
lead  the  industry  away  from  DOS 
and  toward  OS/2,  he  added. 

While  OS/ 2 -based  servers  can 
support  DOS  clients,  the  full  pow¬ 
er  of  OS/2  networking  is  realized 
only  when  OS/2  is  running  on 
both  the  server  and  the  end  user’s 


[wanted  us]  to  provide  the  service 
front  the  same  locations  we  use  to 
provide  800,  Megacont  and  SDN 
service,”  said  John  Kauza,  ISDN 
and  Signaling  System  7  manager 
for  AT&T. 

One  analyst  said  competitive 
pressure  figured  in  AT&T’s  deci¬ 
sion  to  accelerate  the  Primary 
Rate  Interface  rollout. 

“The  decision  is,  in  large  mea¬ 
sure,  a  competitive  response  to 
US  Sprint’s  plan  to  offer  PRI 
through  268  POPs  in  the  first 
quarter  of  1990,”  according  to 
Ian  Angus,  president  of  Angus 
TeleManagement  Group,  Inc.,  a 
Pickering,  Ontario-based  con¬ 
sulting  company. 

Although  US  Sprint’s  services 
will  be  offered  through  all  its 
POPs,  the  carrier  will  only  be  sup¬ 
porting  them  from  two  ISDN- 
compatible  central  office  switch¬ 
es.  In  contrast,  AT&T  will  support 
the  Primary  Rate  Interface  from 
central  office  switches  in  1 10  cit¬ 
ies  (“Stage  is  set  for  an  ISDN 
showdown,”  NW,  Sept.  18). 

American  Express  Travel  Re¬ 
lated  Services  Co.  (TRS)  — 
AT&T’s  first  commercial  ISDN 
user  —  and  First  Data  Resources, 


workstation,  the  client.  One  of 
the  obstacles  to  the  adoption  of 
OS/2  on  client  workstations  has 
been  the  price  of  its  memory  re¬ 
quirements,  at  least  3M  bytes  of 
random-access  memory. 

To  help  alleviate  this  problem, 
Microsoft  and  IBM  plan  to  deliver 
a  version  of  OS/2  by  the  end  of 
this  year  that  can  swap  out  the 
DOS  compatibility  box  so  OS/2 
applications  can  use  its  5 1 2K 
bytes  of  memory.  This  reduces 
the  minimum  required  memory 
for  OS/2  to  2.5M  bytes,  and  the 
two  companies  are  trying  to  fur¬ 
ther  reduce  it  to  2M  bytes. 

Another  obstacle  to  OS/2  ac¬ 
ceptance  is  the  growing  populari¬ 
ty  of  Microsoft  Windows.  Micro¬ 
soft  Windows  looks  just  like 
OS/2’s  Presentation  Manager 
and  gives  the  single-tasking  DOS 
the  appearance  of  a  multitasking 
environment,  such  as  OS/2. 

Since  Microsoft  sells  both  the 
DOS/Windows  and  Presentation 
Manager  environments,  it  wins 
regardless  of  which  one  users 
choose.  However,  several  years 
ago,  IBM  designated  Presenta¬ 
tion  Manager  as  its  strategic  front 
end  for  applications  in  its  SAA. 

Consequently,  IBM  has  made 
concessions  to  the  continued 
popularity  of  DOS  only  grudging¬ 
ly,  and  it  clearly  views  Microsoft 
Windows  as  an  alternative  that  is 
impeding  the  spread  of  OS/2. 

The  new  agreement  requires 
Microsoft  to  bring  any  new  appli¬ 
cations  out  under  Presentation 
Manager  first,  and  release  Micro¬ 
soft  Windows  versions  for  DOS  at 
later  dates.  Microsoft  also  had  to 
stipulate  that  it  will  curtail  future 
Microsoft  Windows  development. 

Specifically,  Microsoft  cannot 
release  a  32-bit  version  of  Micro¬ 
soft  Windows  or  add  advanced 
OS/2  abilities,  such  as  distributed 
processing  or  long  file  names.  □ 


Inc.,  an  Omaha,  Neb. -based  da¬ 
ta  processing  service  bureau, 
pressed  the  carrier  to  offer  Pri¬ 
mary  Rate  Interface  through 
more  POPs,  according  to  Kauza. 

Robert  Hoss,  planning  and  en¬ 
gineering  vice-president  for  TRS’ 
worldwide  telecommunications 
group,  said,  “Anything  that  re¬ 
duces  PRI  access  costs  makes  the 
service  more  viable  and  is  a  defi¬ 
nite  advantage  for  our  compa¬ 
ny.” 

Many  TRS  ISDN  sites  already 
use  direct  fiber  links  to  reach  Pri¬ 
mary  Rate  Interface-ready  AT&T 
4ESS  network  switches,  accord¬ 
ing  to  Hoss,  who  would  not  say 
how  much  his  firm  spends  on  Pri¬ 
mary  Rate  Interface  access.  Any 
reduction  in  access  costs  would 
encourage  the  company  to  con¬ 
sider  expanding  its  use  of  the  ser¬ 
vice,  he  said. 

News  of  the  ANI  price  reduc¬ 
tions  was  treated  with  equal  en¬ 
thusiasm. 

Originally  designed  for  tele¬ 
marketing  service  bureaus  and 
companies  with  customer  ser¬ 
vice,  order  entry  and  reservation 
applications,  ANI  delivers  the 
telephone  number  of  a  caller  to 


the  called  party.  AT&T  currently 
charges  users  3  cents  per  ANI,  a 
sum  users  said  was  too  high. 

“We  told  AT&T  that  the  3 
cents  per  ANI  was  unpalatable 
when  they  were  putting  the  ser¬ 
vice  together  a  few  years  ago,  but 
they  didn’t  listen  to  us  at  the 
time,”  Hoss  recalled.  Under  the 
new  pricing  plan,  the  price  per 
ANI  drops  to  2  cents  and  to  1  cent 
for  each  call  over  the  60,000- 
call-per-month  level. 

TRS  said  the  reductions  could 
spur  use  of  ISDN  in  applications 
involving  short  calls.  “With 
shorter  calls,  the  3  cents  per  ANI 
is  a  big  part  of  the  overall  bill.  Re¬ 
ducing  the  cost  of  ANI  would  [en¬ 
able  companies  to  use]  ISDN  for 
applications  such  as  credit  card 
authorization,”  Hoss  explained. 

While  ANI  is  currently  used  by 
about  20  U.S.  companies,  with 
another  200  in  queue,  Call-By- 
Call  Service  Selection  is  only  used 
by  six  customers,  including  CSX 
Corp.  and  Comdisco  Disaster  Re¬ 
covery  Services,  Inc.,  according 
to  AT&T’s  Kauza. 

The  carrier  has  now  proposed 
offering  Call-by-Call  Service  Se¬ 
lection  as  a  standard  feature  with 


ISDN,  Primary  Rate  Interface. 
AT&T  plans  to  eliminate  the 
$250  onetime  establishment 
charge  and  the  $200  rearrange¬ 
ment  charge,  and  add  SDN  to  the 
pool  of  services  supported  by  the 
feature. 

Call-by-Call  Service  Selection 
enables  customers  to  use  a  single 
Primary  Rate  Interface  link  to  ac¬ 
cess  multiple  switched  services 
from  an  AT&T  POP.  Customers 
can  then  use  any  of  the  23  64K 
bit/sec  DS0  bearer  channels  on 
the  T-l  link  to  support  any  ser¬ 
vice. 

Before  Call-by-Call  Service  Se¬ 
lection,  users  had  to  assign  T-l 
channels  to  specific  services. 
Now,  users  can  rearrange  the 
channels  to  support  different  ser¬ 
vices  as  their  needs  change. 

The  feature  was  first  available 
to  Megacom,  Megacom  800  and 
Accunet  Switched  Digital  Service 
subscribers. 

“I’m  surprised  the  take  rate 
on  [Call-by-Call  Service  Selec¬ 
tion]  isn’t  better,”  Kauza  said, 
adding  that  the  feature  is  most  at¬ 
tractive  to  companies  that  use 
several  services  at  their  main  lo¬ 
cation.  □ 
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Arefou  A  Proving  Ground 
ForYxir  International 

Long  Distance  Company? 


Why  should  your  network  be  ' 
somebody  else’s  learning  experience? 

At  AT&T,  we’ve  been  managing 
the  largest  international  telecommunica 
tions  network  for  more  than  60  years. 

We  have  more  direct  links  from  the  U.S. 
to  overseas  locations  than  anyone  else, 
period. 

So  when  we  take  on  your  com¬ 
pany’s  private  network  we  have  the  ca¬ 
pabilities,  knowledge  and  know-how 
to  do  the  job  right. 


|§|pfwork  with  you  to  recom¬ 
mend  the  right  system  or  service  to  meet 
your  needs.  And  whether  it’s  managing 
basic  transmission  or  designing  a  global 
digital  network,  the  AT&T  Worldwide 
Intelligent  Network  ensures  that  your  ap¬ 
plication  will  run  smoothly. 

So  call  the  AT&T  International  Re¬ 
sponse  Center  at  1  800  448-8600. 

And  work  with  a  company  that  al¬ 
ready  has  a  wealth  of  experience,  instead 
of  one  in  search  of  it. 
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AT&T 

The  right  choice. 


We’re  so  convinced  our  new  LN  19.2/9.6FP 
Fast  Poll,  multipoint  modem  is  the  modem  you 
need,  that  for  a  limited  time  we’re  offering 
you  a  30-day  free  trial*,  including  installation. 
This  new  split-speed  modem  permits  you  to 
transmit  and  receive  data  more  efficiently, 
reducing  response  time  and  allowing  more 
users  on  line. 

Our  multipoint  modem  offers  definite 
advantages  for  inquiry  applications  where 
little  data  is  required  inbound,  but  substantially 
more  data  is  transmitted  outbound. 


Best  of  all,  the  LN  19.2/9.6FP  is  backed  by  Fujitsu 
Modem  Insurance — the  most  outrageous  guarantee 
in  the  industry.  Should  your  modem  fail  during  the 
first  year,  we’ll  give  you  another  one  free.  And  fix 
the  first  one,  also  for  free**. 

Take  advantage  of  our  free  trial  offer  and  discover 
Fujitsu’s  efficient  solution  to  your  multipoint  data 
communications  needs.  For  more  information  call 
Fujitsu  America,  Data  Communications  Division  at 
800-422-4878,  in  California,  408-434-0460. 

*Limited  offer  is  subject  to  the  terms  of  our  30-day  free  trial  policy. 

**The  limited  offer  for  Fujitsu  Modem  Insurance  is  only  open  to  new  purchases  of  LN,  Land  EZ  modems  from  an  authorized 
Fujitsu  America  distributor  and  is  subject  to  the  terms  of  our  Modem  Insurance  Policy. 


FUJITSU 


